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Eastern Agents Hold 
Successful Meeting 
At Atlantic City 


Rates, Expenses, Commissions, Pub- 
lic Relations Among Leading 
Subjects of Discussion 


FAIR, CHAIRMAN, PRESIDES 


Slawsby Calls for Rates Fully Sup- 
portable; Holds Commission 
Cuts Will Solve Nothing 





By Epwin N. Eacer 


Atlantic City, March 17 — Insurance 
rates and expenses, including commis- 
sions, featured this tenth annual meeting 
of the Eastern Agents Conference held 
at the Claridge Hotel here with more 
than 400 agents and company represent- 
atives present. While conventional gay- 
ety of a St. Patrick’s Day celebration 
was clearly in evidence, as revealed at 
the buffet and party last evening when 
friends from eleven states and the Dis- 
trict of Columbia were reunited, serious 
aspects of producers’ business came to 
the fore today, 

Chairman Arthur B. Fair of EAC, 
who hails from Natick, Massachusetts 
presided at the opening business session, 
then later yielded the gavel to Valmore 
H. Forcier, second vice president, Daniel- 
son, Conn. First Vice Chairman Charles 
H. Frankenbach, Sr., Westfield, N. J., 
who is succeeding Mr. Fair tomorrow 
as chairman of EAC, is presiding at both 
business sessions Tuesday. Secretary 
William A. d’Espard, Washington, D. C., 
ishere but Treasurer Arthur L. Schwab, 
Staten Island, N. Y., is absent because 
he has to be in Albany to watch legis- 
lative matters for the New York State 
Association during the closing days of 
the State Legislature. 


Doremus Pays Tribute to EAC 


Frederick W. Doremus, manager, East- 
ern Underwriters Association, who spoke 
this morning, stressed solution of the 
‘flat’ cancellation problem as one means 
tor reducing underwriting expenses. He 
Was supported by Floyd L, Rice, Warren, 
Ha, member of the Agency Management 
Committee of National Association of 
Insurance Agents. Archie M. Slawsby, 
Nashua, N. H., vice president of the 
NATA, called for charging the proper 
fate for exact exposure. He held that 
\nsupportable rate increases will not 
solve problems of the companies and 
attacking commissions will solve noth- 
g. 

Mr. Doremus paid high tribute to the 
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DEPENDABILITY __ 
STRENGTH - SERVICE 


“A multiple-line group writing a// lines but life.” 
CHICAGO : SAN FRANCISCO> HARTFORD> NEW YORK 





SUCH 
NEW 
HIGHS 


Must have a reason! 


In 1957 United States Life reached new pinnacles of achievement 
... in sales, in strength, in service. 


AGENT PRODUCTION . . sales by our producers were the greatest in 
Company history. 





GROWTH IN SALES . . . largest gain ever in in-force business from 
our field force . .. Now well over $1 Billion in-force. 


MANY NEW PLANS... and still more coming in 1958 from our Life, 
Group and A & H departments. 


We know the reason for these highs. A field force can make a 
Company great. Our producers in 1957 were more successful than 


ever before. They were backed by one of the most extensive 
portfolios available from a single company. 


Call our General Agent nearest you. It's worth a check! 
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One Year Extension 
Federal Income Tax 
Passes U. S. Senate 





Opposition Senators’ Attempts to 
Hang Tax Reduction Amend- 
ments on Bill Finally Defeated 


TAX PAYMENTS DUE MAR. 17 








Treasury Department to Grant Ex- 
tensions; President Expected to 


Sign Bill Without Delay 





Washington—By a vote of 61 to 19, 
the U. S. Senate has approved a one 
year Mills Law to 
cover Federal income taxation of the in- 


extension of the 


vestment income of life insurance com- 
panies for the tax year 1957. 

Senate approval of the measure fol- 
lowed two day and evening sessions of 
the Senate during which efforts were 
made to amend the bill by adding provi- 
sions which would have granted income 
tax reductions to individual taxpayers 
and reduced excise taxes on manufac- 
tured transportation taxes. 
All of the proposed amendments, urged 


goods and 


by their sponsors as stimulants to off- 
set business declines of recent months, 
were either defeated by substantial ma- 
jorities or were withdrawn when defeat 
became Other 
amendments to stimulate public works 
restore NSLI 
privileges to veterans, were also with- 


apparent. proposed 


projects or conversion 
drawn. 
Opposition Defeated 

Heaviest opposition to the bill was 
offered by Senators Anderson (D.-N. 
Mex.), Gore (D.-Tenn.) ard Williams 
(R.-Del.). Their objections ranged from 
assertions that the bill afforded un- 
needed retroactive tax reductions for the 
life insurance companies to statements 
that the bill would result in inequities to 
other taxpayers and favored larger com- 
panies. 

Other Senators refuted 
tions, pointing out that the Mills Law 
will produce more revenue for the 
Treasury on 1957 investment income of 
the companies than it produced in 1956 
and 1955. They stated that reenactment 
of the law was necessitated by the fact 
that the Treasury had not as yet of- 
fered Congress a suggested permanent 
tax formula for the companies, but that 
such a formula is expected to be recom- 
mended by the Treasury for Congres- 
sional consideration by 7 


these asser- 


next April 7. 

Senators Byrd (D.-Va.), chairman of 
the Senate Finance Committee, which 
reported the bill favorably following 
two days of public hearings last week 
at which spokesmen for the American 
Life Convention, the Life Insurance As- 
sociation of America, the Life Insurers 
Conference and numerous individual 
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YOU HAVE MANY IMPORTANT ADVANTAGES when you place Group Life 








business with our Agency on cases of 10 or more lives. 





Top commission contract. 
Top guaranteed issue (non-medical). 


Top maximum amounts above the guaranteed issue. 
(subject to evidence of insurability), 


Superimposed cases will be accepted. 
Cut back at age 65 usually not required. 


All Postal’s liberal settlement options on Ordinary policies also 


available for group certificates. 
Services of a Group Supervisor to help you with your clients. 


Tops in Service! Give us complete information, we'll have a 


commitment back in a few hours — no red tape. 


In addition, we write Wholesale Insurance under 10 lives. 


Your inquiries are welcome 


HAROLD DEMIAN AGENCY 





SUFFOLK NEW YORK CITY SUFFOLK 
1755 Deer Park Ave., Deer Park 10 East 43rd St. 621 N. Windsor Ave., Brightwaters 
DEer Park 2-8888 MUrray Hill 7-5632 MOhawk 5-1760 
Jerry J. Jerome, Jr. Harold DeMian Jerry J. Jerome, Jr. 
Manager Gen’l Agent Manager 
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New England Life’s Agency Leader 


George B. Byrnes Organization, 400 Park Avenue, Paid for 
$38,391,000 in 1957; Average Annual Premium 
Per Agent $40 a Thousand 


By CLARENCE AxMAN 


A general agency whose progress and 
development is most closely watched by 
managers and general agents of com- 
panies throughout the nation is that 
conducted by George B. Byrnes, New 
England Life. 

Located in one of Park Avenue’s new- 
est skyscrapers—it is at Fifty-Fourth 
Street—the agency was started by Wil- 
liam H. Beers, but began to attract wide 
attention after he was succeeded by C. 
Preston “Pep” Dawson who made it an 
outstanding business insurance opera- 
tion with emphasis on pensions. When 
he died his successor was Lambert M. 
Huppeler who made such a fine record 
that he was brought into the home 
office and is now vice president in 
charge of agencies. 

As Mr. Huppeler’s successor the com- 
pany selected Mr. Byrnes whose color- 
ful and dramatic career was highlighted 
by a successful battle against tubercu- 
losis, a disease which killed his sisters. 
Winning back his health he became a 
leader with another company and also 
chairman of Million Rollar Round 
Table. 

Mr. Byrnes, who had been in sales 


production in California with another 
company, fitted easily and efficiently 
into the New York picture, and he 


became the company’s agency leader. 
Sales of the agency last year rose to 
a peak of $38,391,000, highest individual 
agency production in the agency’s his- 
tory. When Mr. Byrnes took charge of 
the agency in May, 1954, the agency the 
previous year had paid for $20,333,363. 
Production in 1957 averaged more than 
a million dollars per agent. In_ the 
agency are 14 who have applied for 1958 
MDRT membership, and 28 members of 
the New England Life Leaders Asso- 


ciation. The average annual premium 
per thousand dollars of insurance is 
0 


$0. 

The 14 who have qualified for the 
1958 Million Dollar Round Table are 
Jack Bryden, Owen Jacobsen, Sr., Ma- 
son Klinck, Jack Langan, Don Leith, 
Ricky Rabinavicius, Dick Ripley, Henry 
Silver, Sidney O, Thompson, Garry 
White, Jay Wilcox and Max Wile. 


Careers of Rich, Thompson and 
Mrs. Horvat 


Associate general agent is Lee W. 
Rich, CLU, who joined the agency in 
June, 1956. Mr. Byrnes vives him major 
credit for the large growth of man- 
power in the agency during the last 18 
months. Mr. Rich, a graduate of Prince- 


ton, is a veteran of U. S. Marines. 
Wounded in Okinawa he was medically 
discharged. Mr. and Mrs. Rich have 


tour children, 
_Manager of the pension department is 
Sidney O. Thompson, a_ graduate of 
Benjamin Franklin University, Wash- 
ington, D. C. After serving in Navy in 
World War II he worked for Bureau of 
Internal Revenue, joining the agency 
in 1950 in the pension consultant field. 
A Life member of MDRT, his person- 
al production in 1957 exceeded $2 mil- 
lion. On several occasions he has been 
on the teaching staff of Purdue Univer- 
‘ity's pension and profit sharing school 
seminars. He has three children. 
Estate planning department is in 
charge of Marica Horvat, CLU, born in 
ugo-Slavia and who attended the Uni- 
Versity in Vienna where she_ studied 
medicine for four and a half years. 
“oving to London in 1934, at outbreak 
ot World War IT in 1939 she joined 
staff of the joint broadcasting com- 





mittee heading the program sections 
for Balkan and Scandinavian countries. 
After living in Brazil from 1941 to 1945 
she and her husband settled in the U.S. 
Her son is a research Fellow at Har- 
vard. She joined the Byrnes agency in 
1950. Among other duties, she teaches 
classes in the agency, including clerical 
ones. Formerly secretary of N. Y. City 
Chapter of CLU she currently is on 
teaching staff, her lectures being on 
New York State law. 


Herzfelder, Ryan, Sheldon, Pape 


Irwin D. Herzfelder, manager of the 
reactivated brokerage department, has 
been with the agency for 26 years. In 
1950 he organized the agency’s estate 
planning department designing forms, 
proposals and charts used by agents in 
sales presentation. 

Office manager is David D. Ryan, 
who came to the agency in 1954 after 
23 years’ experience in the home office 
of the New England Life at Boston. 
At time of his transfer to the Byrnes 
agency he was field auditor for the 
company. Mr. Ryan was with the engi- 
neering corps during World War II. 
He has two children.” 

Agency cashier is Edward D. Sheldon 
who joined agency in January, 1958. 
A graduate of New York University 
with a B.S. degree in accounting 
he was in Marine Corps from 1951 to 
1953. Before going with Mr. Byrnes 
he worked with public accounting firms 
and investment houses. 

Edwin H. Pape, Jr., assistant man- 
ager, pension department, joined the 
agency in 1951 after being an office 
manager for another company. For six 
years he was cashier of the Byrnes 
agency. He is a graduate of Staunton 
Military Academy and has done gradu- 





Fabian Bachrach 
GEORGE B. BYRNES 


ate work at Columbia University School 
of Business Administration. He has three 
children. 


Patterson, Jacobsen, Williams 


Field supervisor Arthur S. Patterson, 
who joined the agency in 1951, is son 
of Lloyd Patterson, retired general 
agent of Massachusetts Mutual. Arthur 
S., who was graduated from New York 
University School of Commerce, was 
in the Navy. For seven years he was 
a member of New England Life’s Lead- 
ers Association. His responsibility is 
development of new men and he works 
jointly in the field. He has three chil- 
dren. 

Owen P. Jacobsen, Jr., consultant, es- 
tate planning department, is a graduate 
of Princeton where he was on _ the 
swimming team. In the Navy he was a 
lieutenant. He is son of Owen P. Jacob- 


Provident Meets At Hollywood Beach 


Hollywood Beach, Florida—Over 150 
Provident Mutual general agents, man- 
agers and home office officials, many 
accompanied by their wives, met re- 
cently at the Hollywood Beach Hotel. 

Paul W. Schenck, Jr., CLU, president 
of the Provident Mutual General Agents 


and Managers Association, was the 
chairman of the opening dinner. The 
feature of the evening was the presen- 
tation by Lewis C. Sprague, vice 
president and manager of agencies, of 
plaques to the following heads of agen- 
cies whose 1957 results earned this spe- 





PLAQUE WINNERS FOR A & S PRODUCTION—Left to right: Ernest H. 
Perkins, Albany; Leonard H. Morgan, Atlanta; Ralph W. Tipping, Los Angeles; 
Henry G. Barnhurst, New York. 


sen, Sr. one of the agency’s leading 
producers. 

Robert E. Williams, field consultant, 
pension department, who served in the 
Navy, is working towards his degree 
at Fordham. He joined the agency in 
1957 as a pension trainee after having 
worked as assistant in the production 
control department of J. P. Stevens Co. 
and with a wire steel corporation. 


Agency’s Modern Mechanical Devices 


Asked to describe some of the de- 
vices which have made his office one of 
the most mechanically advanced and 
efficient of general agency offices, Mr. 
Byrnes said to The Eastern Under- 
writer: 

“Our communications system.’ A com- 
pletely automatic Dial-9 telephone sys- 
tem was installed, to give the agents the 
quickest possible service in making their 
calls. Tied in with this automatic tele- 
phone service is a complete inter-com- 
munication system for paging and direct 
conversions with key people. 

“We have a stenographic pool. In 
addition to the estate planning and pen- 
sion department services given the men 
for the technical help they need, an 
advanced dictation system is provided 
for the agents, to take care of their 
routine correspondence. The dictation 
system is tied in with the Dial-9 tele- 
phone and a pool of stenographers tran- 
scribe the dictation. 

“For filing we have a Diebold eleva- 
tor file which handles our 55,000 ledger 
cards, and brings the card desired to 
the working surface by the _ shortest 
route in a matter of seconds. The Die- 
bold file replaces the old type of steel 
file cabinets for ledger cards, and is 
estimated to save approximately 40% of 
the clerk’s time in handling our records. 

“Also there is our open shelf filing. 
To our knowledge we are the first gen- 
eral agency to install the open shelf 
filing system for our policyholder files 
and records. These shelves are like li- 
brary stacks and save about 40% of the 
usual filing space required for such rec- 
ords, as well as about 40% of the time 
of the file clerk. 

“The lunch room for the clerical staff 
has its own lunch room, with refrigera- 
tor and electric stove. Throughout the 
day at certain periods background music 
is played over the public address sys- 
tem.” 





cial recognition: Production: Thomas 
F. Irwin, Philadelphia, company leader 
for the year; Ralph W. Tipping, CLU, 
Los Angeles; Leonard H. Morgan, At- 
lanta; and Richard M. Mueller, Indian- 
apolis. Premiums: Mr. Irwin, Philadel- 
phia; John J. Tunmore, New York; 
Paul W. Schenck, Jr.. CLU, Greens- 
boro; and Ray M. Wiese, Chicago. Ac- 
cident and Sickness: Henry G. Barn- 


hurst, New York; Mr. Tipping, Los 
Angeles; Mr. Morgan, Atlanta; and 
Ernest H. Perkins, CLU, Albany. 


Agency Building plaques were won by: 
Mr. Irwin, Philadelphia, with a paid-for 
production from first and second year 
men of over $3 million; Mr. Tipping, 
Los Angeles; Mr. Morgan, Atlanta; and 
Mr. Mueller, Indianapolis. Mr. Sprague 
presented Persistency plaques to: Sher- 
man O. Schumacher, Akron, whose com- 
bined first and second year lapse rate 
was 3/10 of 1%; Robert M. Fuller, 
Allentown; Dudley Clark, Portland, 
Oregon, in absentia; and Knox Turn- 
bull, CLU, Charlottesville. 


Sprague Tells Business Gains 


The following day’s session, with 
George P. Shoemaker, CLU, New York, 
chairman, was devoted to company 
plans and announcements. The speakers 
were all from the home office. This was 
the ‘first meeting of the group since the 
completely new program was introduced 
late in 1957. Mr. Sprague congratulated 
the entire field organization on the re- 
sults for the first two months—a gain 
of 33% in the sale of life insurance and 
of 90% in paid-for A. &S. production. 
He reported that in spite of lower pre- 
miums per $1,000 because of the grada- 
tion by size, new business is being is- 

(Continued on Page 24) 
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Annual Sales Congress Of New York City Association 





* “Breaking the Sales Barrier” was the theme of the 38th annual sales congress 
of the Life Underwriters Association of the City of New York held on Thursday 


of last week at the Hotel Astor. 


General chairman, Arthur H. Bikoff, general 


agent for Aetna Life, presented an outstanding program that resulted in the 
record attendance of 1,115. This exceeds by far attendance at any previous sales 
congress and is a tribute to Chairman Bikoff’s selection of speakers. 

Speakers and their topics included Rudolf Leitman, agent, New York Life, 
Detroit, “Climb Up With Me”; William A. Garrett, sales engineer, American Tele- 
phone & Telegraph, New York, “Selling More Profitably by Telephone”; Andrew 
A. Adinolfi, CLU, regional director of agencies, John Hancock, Philadelphia, “There 


Is No Other Way”; Arno H. Johnson, vice president and senior economist, J. Walter 
Thompson Co., N. Y., “Blueprint for Tomorrow”; Joe Thompson, Jr., CLU, agent, 


Northwestern Mutual, Nashville, “The Hard Way Is the Best Way”; 


James E. 


Rutherford, vice president, Mid-America home office, The Prudential, Chicago, 


“Let’s Disintegrate the Sales Barrier.” 


Leitman Tells How To “Climb Up 
With Me” To Million Dollar Status 


Rudolf Leitman, agent of New York 
Life in Detroit who has averaged over 
$5,000,000 in paid-for business a year for 
the past five years and who has been a 


MDRT member for the last 14 years, 
set the pace for the 38th annual Sales 
Congress of the Life Underwriters As- 
sociation of New York, Inc. In introduc- 


ing him Chairman Arthur H. Bikoff, 
Aetna Life, said that he has already 
paid for $2,500,000 so far this year. He 
has been a vice president of New York 
Life’s Top Clubs for ten years and in 
1957 had the honor and privilege of 
serving as president of his company’s 
Top Club Council. 

Taking as his theme “Climb Up with 
Me”, Mr. Leitman told his New York 
audience that there is actually no magic 
formula in reaching the million dollar 
producer class. The main ingredient is 
Work, intelligently planned. Mr. Leit- 
man made it sound easy when he said: 
“You can become a million dollar writer 
if you acquire the skill of arousing curi- 
osity in making your sales approach; if 
you sell dreams and ideas rather than 
being tied to a rate book; if you can 
use your voice to good effect in arousing 
the emotions; if you use words with the 
‘love’ appeal and also power phrases, 
and above all, if you leave a good taste 
in the prospect’s mouth, so to speak, then 
you’re on your way to the big time.” 


Don’t Lose Faith 


Mr. Leitman had the crowd with him 
as he developed his theme, giving freely 
of his personal trials and tribulations in 
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111 John Street 





JULIUS J. BLUMENFELD 


Stop ene ra ... chisten | 


We present our 


EXECUTIVE ESTATE BUILDER 


Here are really special features of this new policy: 


1. Return of cash value up to Age 65. 
2. Low initial premium. 
3. Conversion of contract at Age 60. 


4. Conversion of the Term portion (which produces refund of cash value) 
without medical. 


5. Minimum — $25,000; Maximum — $500,000. 


Yours for Life —and AT Gm foo. 


LIFE ASSOCIATES 


General Agent 


HAROLD N. SLOANE, CLU 


CONTINENTAL ASSURANCE CO. OF CHICAGO 
New York 38, N. Y. 


Phone: BE 3-4545 


HAROLD COLE 




















getting started in selling. The first year 
he paid for almost $100,000 but made 
only $800 in cash. The second year he 
topped $100,000 but his income was only 
$1,600. He was disgusted and discour- 
aged. But he didn’t lose faith in himself 
or in the life insurance as a career. He 
read everything he could about the busi- 
ness, borrowing rather than buying books 
as he was always short of cash. He did 
so much pavement pounding that he 
wore a big hole in his shoe. And speak- 
ing of that shoe, Mr. Leitman said: “I 
still have it and every time I feel that 
I’m getting too big for my britches | 
will take a good look at the big hole in 
it. That’s always enough to bring me 
down to earth.” 

After four years of hard work Mr. 
Leitman qualified for New York Life’s 
200,000 club. But he was far from satis- 
fied. Gradually he inched up to $500,000 
production, then $600,000, and finally 
reached the million dollar goal. In ret- 
rospect he wonders whether he is any 
better now than when he started. He 
said that he still makes mistakes; that 
he will miss out on making sales that 
other agents will close with ease. But 
all in all, he is certain that in taking the 
hard road in his early years, concen- 
trating on individual cases, making 
friends out of his clients and their fam- 
ilies, he has developed into a disciplined 
life underwriter with orderly work hab- 
its. 

Be Philosophical About Rejections 


Of one thing Mr. Leitman is certain. 
He will not get so worked up over losing 
a case or getting a turndown from the 
home office, that he develops ulcers or 
a heart condition, “You just shouldn’t 
get sore when a case is declined” he said. 
“Be philosophical about it. There are 
always two prospects next door upon 
whom you can call and perhaps make a 
sale.” 

He is equally firm about not working 
under pressure. “I won't get a_ heart 
attack because of the pressure of my 
business,” he emphasized. “For one 
thing, | don’t work on a definite appoint- 
ment basis. I'll tell a pospect or client 
that I’ll see him next week, next month 
or even next year. If I’m any good in 
my counsel and advice he will wait for 


me. 
Some Tested Sales Approaches 


Mr. Leitman uses curiosity arousing 
approaches to good advantage, and he 
urged his audience to acquire this tech- 
nique for “unless you do so the odds are 
that your prospect will not listen to 
you.” One of his favorites is to walk in 
and hand the prospect a dollar or five 
dollar bill (even higher denomination if 
necessary). The prospect, of course, will 
be surprised and will ask questions. Mr. 
Leitman will then say: “This money 
dosen’t mean much to you today but if 
you start saving now it will mean a lot 
to you when you reach 65.” 

He has also used an income tax form 
(filled in for a high bracket annual in- 
come) to pave the way for a tax talk, 
and on other occasions he will flash a 
check (made out to the prospect for a 
nice amount) as the ice breaker for an 
endowment policy interview. Sometimes 
he will simply hand the prospect an ap- 
plication and lose no time in getting 
down to the man’s life insurance needs 
and how he can fill them. 


Sell Ideas Rather Than Policies 


Mr. Leitman was emphatic when he 
urged: “Sell ideas rather than policies. 
You should leave your rate book in the 
office. If the prospect asks you for a 
rate give it to him approximately and 
then double-check on it when you get 
back to your office. Always talk to him 
about his needs in terms of money for 
his family in case he should die.” 

The speaker then stressed the im- 
portance of establishing a friendly re- 
lationship with the prospect on the very 
first interview “Be sure to get the first 
names of his wife and children,” he ad- 
vised “Then refer to them by their first 

(Continued on Page 5) 
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Annual Sales Congress Of New York City Association 





Sales Congress Chairman 


BIKOFF 


ARTHUR H. 


Arthur H. Bikoff entered the insur- 
ance business in 1947 as an 
the Aetna Life in Brooklyn. He qualified 


as a Regionnaire each year and was a 


agent with 


member of his company’s Life Leaders’ 
list. He was appointed agency supervisor 
of the Austin Agency in May, 1951; in 
January, 1954, he was made assistant 
general agent, and in January, 1955, Mr. 
Bikoff was appointed general agent for 
the Aetna and opened a new agency in 
Rockefeller Center. 


Mr. Bikoff graduated from the Uni- 
versity of Michigan in 1941, and also 
attended Yale University, New York 


University and Brooklyn College. During 
World War IT he served with the 20th 
\ir Force in Guam as communications 
officer of a B-29 group. He has addressed 
many insurance groups including the re- 
gional convention of Aetna at Bretton 
Woods, N. H., and the general agents’ 
meeting, In 1949, and 1950, he was the 
recipient of the Austin Agency award 
for the “Most Valued Associate of the 
Austin Agency.” Mr. Bikoff has com- 
pleted many studies including the LUTC 
courses, Insurance Society of N. Y., 
\etna Life Career Course, Agency Build- 
ers’ School, and the LIAMA Manage- 
ment Course. He is a member of the 
faculty at Brooklyn College in the School 
of Vocational Studies and has been a 
guest lecturer at. the School of Com- 
merce, New York University. Active in 
Life Underwriters’ Assuciation affairs, 
he has served as a director of the Brook- 
lyn branch of the association, branch 
educational vice president, and chairman 
of the Brooklyn branch sales congress. 
He has been contributing editor, depart- 
ment editor and editor-in-chief of “The 
Bulletin.” Mr. Bikoff is currently a mem- 
ber of the association’s board of di- 
rectors. 


© 

Rudolph Leitman 
(Continued from Page 4) 
names in the conversation. If you say 
the name ‘Richard’ to me it makes me 
think of my oldest boy who is handi- 
capped. T know that I must carry enough 
life insurance to take care of him all his 
life. Then, if talking about my daugh- 
ter, Ruth, I’m immediately reminded of 
her keen desire to go to college and that 
also requires life insurance ear-marked 
for her education if I should die.” 

He has used advantageously what he 









Acalls the “college approach”. The idea 
Mbehind it, he explained, is to convince 
ithe prospect that if he sends his daugh- 
gter to college she will certainly have 





dates with college boys. The chances 
are good that in due time she will marry 
a university-trained man, And her hus- 
band in competition in business with non- 
college men will make more money than 
they will. Therefore, he will advise: 
“You had better decide right now to set 
up a life insurance educational program 
to send your daughter to college and 
thus insure her married happiness.” 


Importance of Voice Inflections 


Further along Mr. Leitman declared 
that some salesmen have never learned 
to use their voices properly during their 
sales calls. He argued—and _ convinc- 
ingly—that the emotions can be greatly 
stirred by the inflections of the voice. 
“Yet when we talk to prospects: we 
speak so often in a monotone.” 

His suggestion was to practice voice 
inflections at home. “Try out low, loud 
and explosive speaking. Don’t be afraid 
to put on an act with a prospect. Ours 
is a business that has to be sold through 
the emotions and your voice, properly 
used, will be of great help to you.” 

Similarly, Mr. Leitman said he was 
particular about his choice of words in 
the sales call. He advised against mun- 
dane and technical words. “Instead use 





words like ‘love’, ‘sweetheart’, ‘loving 
wife’. Also try to develop power phrases. 
One that has worked with me goes like 
this: ‘I have an idea for you that is so 
wonderful that it reminds me of a beauti- 
ful woman’. It always creates interest.” 


Come Back with a New Idea 


If everything has been done to close 
the sale and still the prospect is uncon- 
vinced, Mr. Leitman suggested that the 
salesman should take his leave grace- 
fully. “Then, a few days later, come 
back with a new idea designed to be so 
compelling that the prospect will be mo- 
tivated into buying. Don’t just return to 
him with the commonplace remark: 
“Have you been thinking this over and, 
if so, are you now ready to buy?” 

Since he started to use the “new idea” 
technique on his recalls Mr. Leitman has 
made a 50% increase in closing such 
sales. 

Another idea he offered is to keep a 
file box of names handy to phone: on 
dreary or rainy days when it’s better to 
stay in the office. These are prospects 
upon whom he hasn’t yet made a per- 
sonal call. He finds that an afternoon’s 
work in phoning such prospects will set 
up appointments for the sunny days to 


follow. 
Stress Integrity of Life Insurance 


In all of his sales work Mr. Leitman 
keeps uppermost the integrity of life in- 
surance. That’s number one. The com- 
pany he represents comes second and 
he, the agent, comes third. Sharing in 
importance in his estimate are prospects 
and clients. In this connection he said: 
“As you make your calls never do any- 
thing to drag down the integrity of life 
insurance. Your clients bought from you 
because of the high reputation of life 
insurance as an institution instilled in 
the public’s mind by many life under- 
writers. 

“If you can’t leave a good taste in the 
client’s mouth some other life insurance 
agent will call on him, say the magic 
words, and take the sale away from you.” 

Summing up, the speaker pointed to 
three requisites in becoming a success- 
ful life insurance man: (1) A smiling 
face, pleasing personality; (2) a pair of 
feet and the willingness to use them in 
making calls; (3) a willingness to spend 
money to make others happy and to ex- 
tend praise even to a competitor. The 
applause was loud and long as he finished 
his talk. 
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Retreat From Figures 
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555 FIFTH AVENUE, 


Halsey D. Josephson, C.L.U., General Agent 
Simon A. McAvoy, Assistant General Agent 
Louis Neidenberg, Agency Supervisor 


NEW YORK 


It’s probable that the whole industry is suffering from an acute interest 
in net costs, mortality tables, surrender charges, termination dividends, and 
a whole host of other technical things that have extremely little, if anything, 


to do with the sale of life insurance. 


Our Sales Congress, and others, will turn us in the direction of construc- 


tive ideas, sound concepts, and pride in the mighty things that life insurance 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Hartford, Conn. 


The Josephson Agency 


William Schur, C.L.U., Agency Supervisor 

















Herb Righthand, Brokerage Supervisor 


Arthur F. Kramer, Brokerage Supervisor 


Raymond P. Hoffman, Office Manager 


17, N. Y. 
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Jim Rutherford Puts In Plea 
For More “Grass Roots” Sales 


Jim Rutherford, who heads one of the 
biggest insurance operations in the coun- 
try—The Prudential’s mid-America home 
office, Chicago—came to the biggest city 
in the nation last week and made a talk 
on “grass roots” insurance selling. That 
homespun manner which he adopted on 
the rostrum when an Arkansas general 
agent has catapulted him to the presi- 
dency of NALU and other respected 
posts. Also, he has kept his style of 
halting, hesitating approach to a story 
of analogy which suddenly explodes with 
a wallop that drives home his point. 
Although wearing Michigan Avenue 
clothes Jim could change into a Will 
Rogers’ costume and get awav with it. 
At the sales congress in the Astor last 
week he even quoted from the Bible, 
probably the only reference to the Holv 
Writ heard by an insurance sales meet- 
ing in that hotel since Jesse S. Phillips 
told the Insurance Commissioners meet- 
ing there about Daniel in the lion’s den. 


Not Here to Give “New Ideas” 


Asked by a reporter of The Eastern 
Underwriter attending the sales con- 
gress if he expected to say anything 
new to an audience of city slickers who 
every year are inundated with advice and 
know-hows which they hear in attending 
countless number of meetings in agency 
offices and elsewhere, his reply was this: 

“No, I am not on the program to put 
more complexity into the subject or to 
gild the insurance lily semantically. And 
anyway, are there any new ideas on this 
subject? They know all the funda- 
mentals. They have more sales ideas 
than they are using. I am here to con- 
vince them that they should put their 
knowledge to work as frequently as pos- 
sible. Let them voluntarily fix a goal for 
themselves and then keep on seeing more 
people.” 


Basic Sales Arguments the Same 


Jim Rutherford started out to be a 
lawyer in a small Arkansas town, but he 
told the sales congress that his one 
client died, so he looked for a field where 
he would not be so dependent on a few 
individuals. As everybody eventually dies 
he recognized that the way to meet that 
situation is to buy insurance when one 
can and he couldn’t see a career with 
brighter prospects than life insurance. 
Mr. Rutherford went on to say: 

“The reasons for buying a life insur- 
ance policy protecting an individual or 
family are the same whether you are an 
agent in such an obscure town as the 
one where I lived in Arkansas, where 
with the aid of binoculars you couldn't 
see 100 people at a time, or Chicago, 
where you must move fast or you will 
be knocked down by the crowd on the 
street. 

“The fundamental of selling in our field 
is to make everybody believe what we 
believe: insurance is not spinach, never 
was. Insurance is insurance. As nobody 
selling insurance is a stranger to those 
fundamentals, what good does the 
knowledge do if we don’t spread it? 
We should not blame it on a failure to 
find prospects. While field men are con- 
stantly being furnished with a list of 
prospects and do see many of them. 
sometimes that search is not prosecuted 
as thoroughly as it should be. But are 
prospects so hard to find? Take Chi- 
cago, for instance, where every agent is 
in sight of a beehive of humanity, with 
hundreds of these bees twirling within 
grasp. True, the beehive and the bees 
are there, but not one can be caught 
without technique and experience. 


Attitudes of Big and Small Towns 
“In the big city with its insurance 


skyscrapers and business stories about 
insurance itself or the financial state- 
ments of the companies so much publi- 
cized, most people are conscious in a 
general way about insurance. The Pru- 
dential’s Mid-America home office—a 40- 
the Lake Front in 


story structure on 
Chicago ‘thas been visited by approx- 
imately a million people. 

“The situation is somewhat different 


in the small town as the insurance con- 
sciousness comes in another direction. 
People there go right along not think- 
ing particularly about insurance until 
some one dies and the neighbor’s home 
and family are saved. Then everybody 
knows and talks about it. But it’s the 
same old story. The people change; the 
institution of life insurance doesn’t. The 
motivation which made your great-grand- 
father buy insurance is the identical one 
which makes the individual want to own 
Ordinary or weekly premium insurance.” 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Jim told the congress that not enough 
emphasis was being placed by many 
agents on the responsibility they must 
share if they haven’t insured some one 
they could have. More of the grass roots 
type of selling—reaching just the aver- 
age run of people—is needed. He sug- 
gested that agents at intervals take out 
their file cards, scrutinize them care- 
fully and then start out seeing those peo- 
ple all over again. “It is a great tragedy 
when an agent is to blame for not fol- 
lowing up a case and the family finds 
itself unprovided for. The tragedy is 








The New 


Northeastern Life Insurance Company or xew vorx 


— created last February 4th when the Mount Vernon 
Life Insurance Company of New York and the 
Northeastern Life Insurance Company of New York 
merged to combine their assets, their facilities 

and their ideas — 


Offers agents and brokers, interested in increasing their new 
premium income, an opportunity to take part in a new kind of . 
life insurance organization dedicated to better policy holder service 
and the development of new products better adjusted to modern times. 


Look to Northeastern for established and proved policies 
as well as new, sound, dependable policies created to fit the changing 
needs and to deliver greater value to insurance investors. 


Northeastern 
Life Insurance 


Company....... 


17 East Prospect Avenue, Mount Vernon, New York 


Licensed to sell life insurance in 16 states 
representing over one half the population 











CURRENT LIFE OPENINGS 


#212 Life—Sales Promotion Manager $10,000 
#214 Life Training Director $15,000 
#215 Life—Group Actuary $18,000 
#220 Life Agency Director $15,000 
#225 Group (A, & H.) Under. $ 8,000 
#226 Life—Methods Dept. Supv. $ 7,800 
#228 Life—Asst. Agency Director $12,000 
#229 Life—Electronics Manager $15,000 


Please use job number if interested 
in listing. Write for HOW WE OPER- 
ATE—no obligation to register. Con- 
fidential handling extended all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














greater when the deceased was his own 
client,” he said. 


Potency of “Family Policy” Name 


Asked by the reporter whether he felt 
the fancy names being given to so many 
contracts are effective or whether they 
are often similar to the vitamin nomen- 
clature (where books for the doctors and 
druggists identifying the “trade names” 
of vitamins have grown so bulky that 
there are 13 pages of “trade” copyright 
names of vitamins in one such book), 
he commented that if a policy can be 
named so attractively that the public 
will want to buy it because of its name, 
he saw no harm. But the name need 
not be fancy. 

“Could there be a simpler designation 
of a contract than ‘the family policy’ ?” 
he asked. “Why, that phrase is a 
triumph! Two companies alone have 
already sold close to $10 billion of that 
coverage under that name, although the 
contract was not put on the market by 
those companies until the end of 1956.” 

One of the principal suggestions the 
speaker made to his audience at. the 
Astor was that when the agent hits the 
street on a round of sales visits to clients 
and other prospects he should be well 
armed with questions. For instance: 

“How has your situation changed since 
I last saw you? Have any new economic 
needs developed? Will you have enough 
income to send the children to college? 
What’s new in your own business ?” 


“Analysis” Mighty Important Word 


The speaker said the best way to knock 
down sales barriers is by intelligent us¢ 
of -complete analysis of facts. “I don't 
believe you can disintegrate a_ sales 
value,” he said “It is the carrying on t 
fruition of analysis that’s necessary. This 
includes not only the facts about the 
prospect's situation, but consideration o/ 
the approach and the market.” 

He warned against a too statistical ap; 
proach. It is difficult to complete a_ sale 
on an argument consisting mostly o! 
a headful of figures. In making a_ suc: 
cessful sale an agent must coordinate 
these factors: be organized, know how 
to visualize, dramatize and use show: 
manship. ; 

“The agent should say the purpose ol 
his visit is to help the prospect buy, 
he suggested. 

A Costly Purchase 

Purchase of luxuries, particularly sul: 
stitution of a higher priced one fo! 
ostentatious reasons, for instance, al 
though the present one is giving satis 
factory service, may prove a costly it 
vestment. In that connection he toll 
of an agent turned down when he trieé 









































to sell a young couple a $15,000 policy 
because they wanted to use the premiutl 
money for a new refrigerator, Shortl) 
after the new one was bought, the hea! 
of the house died. Said the widow re 
morsefully. “What a folly its purchas' 
proved. That refrigerator has cost 1 

15,000!” 

Jim Rutherford’s talk was so well re 
ceived that part of the audience le! 
determined to get busy right away wit 
more grass-rooting. 
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A Friendly Invitation To Attend Our 





Formal Opening Monday, April 14 


With pleasure we announce that our new agency offices in the Tishman 
Building, 666 Fifth Avenue, occupying the entire 20th floor, will be formally 
opened on Monday, April 14, and ready for inspection. This will be a big day 
for our entire staff and we want all our friends in the New York area to come 


and share with us our pride in the new offices. 


For the record, there are efficiently planned, well appointed accommoda- 
tions for our full-time producers, fifteen of whom are MDRT members who have 


their own decentralized suites, completely self contained. They are all busy and 











happy, working toward the agency’s 1958 objective of topping its 1957 record 
of over $33,000,000 of Ordinary paid-for. 


DAVID MARKS, Jr., C.L.U. 


General Agent 


NEW ENG — 
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THE COMPANY THAT FOUNDED MUTUAL, LIFE INSURANCE IN AMERICA—1835 


666 Fifth Avenue, New York 17, N. Y. 


Phone: ClIrecle 5-2300 
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Meeting the Challenge 
of 1958 


The challenge of 1958, posed by an insurance buying 
public of increasing discrimination, has been squarely 


met in The Schmidt Agency. 


We have pledged ourselves to satisfy the public’s 
exacting requirements through the excellence of our 
service to policyholders, improved selling skills and 
greater technical competence . . . and maintain that if 
we, and our associates and staff, can measure up to 
these requisites, 1958 will indeed be a wonderful year 


in which to sell life insurance. 


We realize that an agency cannot progress by look- 
ing back at past accomplishment. Our 1957 production 
of over $24,300,000 paid-for (best year of this agency 


to date) is a record that can and will be broken! 


In raising our sights we promise increased attention 
to development of new man power (14 joined us in 
1957 and they’re all making money); expansion of 
pension trust facilities (the outlook for insured pen- 
sion plans is brighter now than ever); no letup in our 
emphasis on brokerage and surplus business. We 
achieved over $5,200,000 in brokerage production 
last year, an encouraging evidence that New York brok- 


ers are happy to do business with us! 


THE SCHMIDT AGENCY 


General Agents 


ROGER W. SCHMIDT, C.L.U. ARTHUR W. SCHMIDT, C.L.U. 


270 Madison Avenue - - 
MUrray Hill 5-7200 


New York 16, N. Y. 


Mid-Island District South Shore District 


500 Jericho Turnpike 
Syosset, N. Y. 
Tel.: WAlnut 1-4500 


Nassau District 


286 Old Country Rd. W. 
Mineola, N. Y. 
Tel.: Ploneer 7-4500 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 


48 Sunrise Highway 
Massapequa, N. Y. 
Tel.: LIncoln 1-7200 








New York City 


Sales Congress 








Growth Of New York Ass’n Aided 
By Prominent Industry Leaders 


Life Underwriters Association of the 
City of New York, Inc. is the largest of 
the local life underwriters associations. 
With a membership of 3,046 it has 
branches in Brooklyn, the Bronx and in 
three places on Long Island, member- 
ship extending as far East as Montauk. 
Executive offices of the association are 
at 185 Madison Avenue. President is 
Arthur L. Sullivan, general agent, Fidel- 
ity Mutual Life. Managing director is 
Jack R. Manning. 

Over the years the association has 
been fortunate in its full-time managing 
director, formerly called secretary of the 
association. It was in that post that 
Charles J. Zimmerman first met and 
fascinated general agents, managers and 
the leading agents of Greater New York. 
He joined the Fraser agency of Connec- 
ticut Mutual in downtown New York, 
became its general agent in two large 
cities, was appointed executive head of 
Life Insurance Agency Management 
Association and then elected to presi- 
dency of Connecticut Mutual, Two of 
the other stars who were secretary are 
Fred P. McKenzie, now vice president 
of The Hanover Bank, and Elles M. 
Derby, now manager of management 
education, Metropolitan Life. 


Association Gets Under Way 


When National Association of Life 
Underwriters was formed there already 
had been some local underwriters asso- 
ciations in New York having its be- 
ginning four vears before NALU was 
formed. NALU was the brainchild of 
Col. Ransom of Boston, editor of The 
Standard, an insurance magazine of that 
city. Widely acquainted with insurance 
men nation-wide, he saw situations he 
felt could be corrected if general agents 
and managers got together in a parent 
organization, the existing local organiza- 
tions forming a nucleus. 

Prevalent as principal “evils” at the 
time were twisting and rebating. While 
the colonel’s suggestion for unity met 
with wide approval NALU realistically 
didn’t get under way for several years. 


New Yorkers Become NALU Presidents 

The first president of New York asso- 
ciation was Col. Charles H. Raymond in 
whose agency Julian S. Mvrick made 
his start. Raymond = served in 1888. 
Among the best known general agents or 
managers in the first decade of the asso- 
ciation’s existence were representatives 
of Equitable Society, Mutual Of New 
York, New York Life, Penn Mutual, 
Prudential and United States Life. 

The local association has played an 








MANNING 


JACK R. 


active role in NALU and New York 
State Association of Life Underwriters 
circles for many years, Former presi- 
dents of New York association who be] 
came presidents of NALU were Julia 
S. Myrick (his firm then was Ives & 
Myrick); Lawrence Priddy, New York 
Life, sometimes called “The Wall Stree 
agent” because he wrote policies on s 
many figures in the financial district ( 
New York; Graham C. Wells, Providen 
Mutual, and David B. Fluegelman, nov 
general agent, Connecticut Mutual, an 
when NALU president, was a sales staf 
of Northwestern Mutual Life. Theodor 
M. Riehle, one of the most progressivd 
managers in the metropolis and_ wit! 
Equitable Society, and who becam 
NALU president, was not a former pre 
ident of the New York association. 

One of the New York association’s out 
standing presidents was Peter M. Fraser 
who became president and then chairmai 
ot Connecticut Mutual and is now living 
in Florida. Also an extremely popula 
president was Sheppard Homans, 
Princeton football star who was head 
Prosser & Homans agency, Equitall 
Society, and whose father was one ¢ 
the great actuaries of America. Joli! 
H. Evans, New York association pres! 
dent in 1951-2, became Home Life’s vic 
president in charge of agencies, In late 
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a: New York City 


Sales Congress 








years many of the presidents were or are 
agents. The only woman who served as 
president of New York association was 
Beatrice Jones, who was manager of 
woman’s department of Guardian Life. 


The Former Banquets 


In former years the annual banquets 
of the association held at the Astor were 
notable social occasions which did much 
to improve public relations in the pro- 
duction field. Demand for tickets crowded 
the Astor ballroom, Often speakers 
were leaders in finance, law, public life 
as well as life insurance, one of the 
striking nights being the banquet which 
featured Governor Al Smith. Another 
extremely popular annual dinner was 
held when Peter M. Fraser was presi- 
dent. At that dinner the inspirational 
talk of Josh Lee, then professor of pub- 
lic speaking at Oklahoma University, 
brought requests from underwriters asso- 
ciations throughout the country for a 
repeat performance. During one period 
the entertainment was a big music show, 
and produced on a Broadway scale by 
the Bookstaver agency of The Travelers. 
The dinner idea started to fade as the 
activities of the association expanded, 
placing stress on educational meetings 
and panels. 

Industry Problems 

The New York association has had its 
share of differences over controversial 
situations with individual members giv- 
ing their viewpoints. At one time, and 
for some years, there was more discus- 
sion of brokers than any other topic, but 
that excitement began to peter out. Some 
of the agencies began to feature broker- 
age business. The brokers began to 
form their own associations until a half 
a dozen of them were organized. 

Naturally, the association has contin- 
uously been confronted by problems 
affecting the entire business, some of 


which deal with maximum Group limits, 
bank loans, agency compensation. Over- 
all position of the association has been 
to protect the interest of the producer. 
Naturally, there has been a sharp differ- 
ence of opinion about Variable Annuities 
in view of the fact that the two largest 
life insurance companies are on different 
sides of the fence. 

The association has taken a deep inter- 
est in Albany legislation with top con- 
sideration given to Section 213 dealing 
with expense limitation. When the hear- 
ings on the subject, lasting several days, 
were held by a joint legislative committee 
at the Bar Association’s building here 
both the citv and state associations were 
represented by leading members, present 
largely as observers. 


Career of Jack Manning 


A native of Miami, Mr. Manning was 
graduated from St. Benedictine Academy 
in Savannah in 1938. He then entered 
the radio sales and service business 
where he remained until his entrance 
into military service in 1941, During the 
war he served in South America and the 
Pacific Theatre. He was released from 
active duty with the rank of captain in 
1946, returning to the radio and electric 
appliance business. He became executive 
manager of the New York association in 
1948, and was elected managing director 


in 1953. Last September he was given 
additional executive duties, becoming 


responsible for new membership, legis- 
lation, advertising and public relations 
activities. 





Record Attendance 
The 38th annual sales congress of the 
Life Underwriters Association of the 
City of New York, held on Thursday of 
last week at the Hotel Astor, attracted 
the record attendance of h115. 





Where 


CLIENTS. 


at any and all times. 





Brokers Are VIPs 


HERE AT THE SULLIVAN AGENCY OUR ENTIRE AT- 
TENTION IS GIVEN TO THE BROKER AND HIS 


We keep them abreast of latest trends in life in- 
surance, act as a clearing house for their tax ques- 
tions; cheerfully and efficiently prepare estate pro- 
grams and policy illustrations; help them close sales 


In brief, the Broker always receives "red carpet" 
treatment; he is a VIP in our estimation! 


These are the chief reasons why more and more 
brokers these days are doing business with this 
agency—where every piece of business is personally 
supervised by the General Agent. 


THE SULLIVAN AGENCY 


THE FIDELITY MUTUAL LIFE INSURANCE CO. 
OF PHILADELPHIA 


ARTHUR L. SULLIVAN, General Agent 


107 William Street, New York 38, N. Y. 
Whitehall 4-5926 
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Sin 30 


% An organization keyed 
to the best in service for 
Brokers and Surplus Writ- 
ers, with a complete line 
of contracts both standard 
and sub-standard. 


CaAVS — 


% Wealso have a complete 
Portfolio of Accident, 
Sickness and Hospitalization 
contracts. [commercial and 
non-can.] 


% Our Insured Pension 
System [guaranteed issue] 
is ideal for your client with 
up to 25 employees. 


Ot 3) 


THE S. S. WOLFSON AGENCY, INC. 
BERKSHIRE LIFE INSURANCE COMPANY 
of Pittsfield, Mass. 


347 Madison Avenue - New York 17, N. Y. 
MUrray Hill 6-1190 





For detailed information call 


S. S. Wolfson 
Herbert Frankford 
Helen Kimball 
Edward Weingart 
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Joseph Thompson, Jr., Uses Survey Of 


Own Insurance Program In Selling 


North- 
in his talk 
“The Hard Way Is the Best Way,” 


CLU; 


Thompson, Jr., 
Mutual, Nashville, 


Joseph 
western 
on 
told of his own method of operation. 
Instead of prospecting where there is a 
lot of money and not much insurability, 
he has built a clientele who are very 
are insurance-conscious, and 
beginning to come into their 
“From 


insurable, 
are now 
rightful place in the community. 
a life underwriter’s viewpoint,” he said, 
“we all have a wonderful future. Since 
1945, I have provided a thorough and 
conscientious audit service for a selected 
group of young men. There are now 
over 250 of these surveys in my files, 
and in most situations we have worked 
out the options, I have encouraged the 
drawing and revision of wills, and gen- 
erally promoted a realistic appraisal of 
the true value of these men to their 
dependents. Systematic mailings of cal- 
endars, blotters, birthday cards, tax let- 
ters and other insurance information has 
provided an excellent means of keeping 
in touch with this group. My personal 
insurance program has been built up to 
a size which creates quite an impression 
on my clientele. This program was be- 


gun basically because my family needed 
the protection and because I whole- 
heartedly believe in this method of cre- 
ating an estate. Since I believe in my 





@ Non-Participating 
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e Family Pian 





premium rates. 
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e Combination Plans 






and Health. 


V. J. SKUTT, President 


JIM G. BROCK 
263 Gene Street 
Utica 2, New York 


Rochester, N. Y. 


Unusually attractive features and 
One policy for 
husband, wife and children. 


@ Family Income Benefit 
$10—$15—$20 monthly per $1000 


¢ Family Maintenance Riders * 


Includes both Life and Accident 


ART HOLTZMAN ASSOCIATES 
1132 Sibley Tower Building 


product so thoroughly, I can get en- 
thusiastic about it to my prospect. Con- 
sequently, my own insurance audit has 
supplied me with an invaluable selling 
document. Building my clientele through 
the service approach with a complete 
audit for practically every policyholder 
has taken time, work and money—lots 
of it—but I am convinced it has been 
a wise investment. 


Variety of Activities 


“In addition to these efforts, it has 
been my personal philosophy that being 
a good citizen is consistent with our 
chosen career. My activities range from 
local fund-raising for community needs, 
to a class of 30 wild-eyed ten-year olds 
in the Presbyterian Sunday School—and 
this is stimulating to say the least. 
These activities cause me to be con- 
stantly working with the same general 
group of young civic leaders in matters 
that affect us all, and while I would 


participate anyway, the prestige and 
good will is worth a great deal. Cer- 
tainly it is true all over America, that 


the life insurance people do a tremen- 
dous part of the organizing and the leg- 
work required in our civic, welfare, and 
cultural efforts. Let me emphasize that 
my clients are aware that I will not dis- 
cuss insurance matters except in my 
office or in their homes by appointment 
and none of these community services 
is used as an excuse for such a direct 
purpose. Nevertheless, the long range 
value is there. This procedure of care- 
ful and realistic service to a growing 





$15,000 A YEAR 


A leading mid-town New York 


soon a brokerage department. 





clientele has provided the best referral 
prospects. All these young people want 
the fine new home now that it took 
their parents 15 years to afford; they 
all want their children to have the best 
education (and they expect to provide 
it); they all have the most modern of 
household appliances, a power lawn 
mower, and two television sets. And 
insurance.” 

Neighbors rarely compare insurance, 
Mr. Thompson remarked, the way they 
do their new automobiles or outboard 
motors. But they have much curiosity 
on the subject, and are anxious to do 
as well for their families as the next 
man. “My procedure is simple,” Mr. 
Thompson said, “I tell the story of life 
insurance by the use of my own survey. 
I apologize for being so personal as to 
talk about my own family, and the 
prospect is always willing to accept my 
affairs as a confidential matter. Do you 
often talk with enthusiasm about your 
own children, and their future and with 
a family story or two thrown in? This 
is what I do, but I’m not so naive as to 
think the prospect is listening entirely 


NNUAL 


COMPANION LIFE | 


Presents 


These 


© Group Life—10 Lives and Up . 


e Excellent Substandard Facilities 


e Complete Juvenile Line 
Includes “5 for 1 at 21” Endow- 


ment at 


e Attractive Settlement Options * 


@ Unique Premium Gradation Plan 


Premium Decreases as Size of 
Policy Increases. 


Mortgage Protection Plans 


Good Sales Companions 


Monthly 
Pa 


Te 


COMPANION LIFE INSURANCE COMPANY 


HOME OFFICE: 345 Madison Avenue, New York 17, N.Y. - - - i or 
WALTER F. MARTINEAU, Executive Vice President 





Represented in New York State by 


THOMAS H. PERRY AGENCY 
72 Church Street 
White Plains, N. Y. 


JACK KEARNS 
255 Lark Street 
Albany, N. Y. 


WILLIAM V. HAGGERTY 
200 McCarthy Building 
Syracuse, N. Y. 


CHARLES H. JUERGENS 
33 West 42nd Street 
New York 17, N. Y. 


WHOLLY OWNED SUBSIDIARY OF MUTUAL OF OMAHA 


il 00000 RM 


before 55, and $5 per $1,000 for 
disability occurring from 55 to 60. 


Term Plans 
5-Year Renewable and Convertible 


vertible Term, 


e Cash Refund Plans 


Premiums returned at maturity. 


e Company is large enough to 
offer a Complete Line of Policies, 
yet small enough to give individual 
attention to your problem case. 


JOHN S. COOK, Vice President 





FOR RIGHT MAN 


agency is currently doing an estate 


planning job with a full time organization. We are going to open up 


If you CONTROL a good volume of life business and have a 
brokerage following we are prepared to pay you up to $15,000 
a year if you can deliver the goods. 


Contact us at Box 2600, The Eastern Underwriter, 
93 Nassau Street, 


New York 38, N. Y. 





to me. When a group of young mothers 
get together, each can hardly wait until 
the next lull in the conversation to tell 
what her young son or daughter did 
or said last week. And fathers are no 
different. As I talk about my insurance 
program for my family, he’s thinking 
about his family and wondering how 
his program stacks up to mine. With 
exceptions, he’s never had a _ full-scale 


audit of his policies. But mine is 4 
multi-call system of selling, on a_ low: 
pressure basis. There are some sale 


missed in this way, I know, but remem- 
ber I have been building for a_ long: 
range clientele, from whose ranks _ will 


come the leaders of our communit 
And not many of these fellows takd 
kindly to pressure tactics. 


“But they react favorably when I eyx- 
plain that we have several hundred of 
these surveys among their friends and 
acquaintances, which we keep more ot 
less up-to-date. And while our miait 
purpose in our age group is in the build 
ing of estates, already I’ve begun t 
deliver a few of these to young widows 

(Continued on Page 12) 
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Income Disability 
ys $10 per $1,000 for disability 


rm. 10-year and 15-year Con- 


ORegon 9-3939 
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B. F. HELMBRECHT 
762 Main Street 
Buffalo 2, N. Y. 


JOHN H. RISKO AGENCY 
53 Academy Street 
Poughkeepsie, N. Y. 
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Reprinted from Previous Issues 


HENRY 
LEVINE 


SAYS: 















“This is an 
agent's and a 
broker’s company. | 
finally have the unbeat- 
able combination of fine 
Home Office co-operation 
and the Policies to surpass 
all competition.”’ 
















As an outstanding General 
Agent for Eastern Life in 
New York, Mr Levine fur- 
ther says: “‘Eastern’s new 
plans, progressive ideas 
and Liberal Flexible Pro- 
tection (LFP) is re- 
flected in the superb job 
our agents are doing. 

This is the best affili- 
ation I’ve had in 











my many years of 
agency experi- 
ence.” 






INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., N.Y 16, N.Y 


MURRAY APRIL 


Director of Agencies 


WALTER 
KAYE 


SAYS: 


“Eastern 
Life offers 
so much more... 
personalized person- 
alized service from 
office boy to President 
and policies that fit to- 
day’s prospect needs.”’ 





A foremost General 





Agent for Eastern Life, 

Mr. Kaye also says: ‘“‘East- @ 
ern Life is quick to make 
decisions about new 


policy ideas and con- 





tracts. Their service 






to underwriters and 






brokers is second 






to none.” 


INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., N.Y. 16, N.Y. 


GENERAL AGENCY FRANCHISES AVAILABLE 
Write: 
MURRAY APRIL 


Director of Agencies 








SIDNEY J. 
VIDAVER 


STATE GENERAL AGENT FOR NEW JERSEY 


SAYS: 


“Here’s a 
Company that’s 
constantly bringing 
out new policies and 
, plans that help the 
© field force sell difficult 
d prospects.” 








a A prominent New Jersey 
life insurance authority, 7 
Mr. Vidaver also says: : 
“The people in every 
department of Eastern’s 






Home Office are so 
friendly and so help- 





ful that you feel 






they’re part of your : . 





Own organiza- # 





tion.’’ 





INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., New York 16, N. Y 


GENERAL AGENCY FRANCHISES AVAILABLE 
Write: 


MURRAY APRIL 


Director of Agencies 
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ARTHUR L. SULLIVAN 


The 38th annual sales congress of 
the Life Underwriters Association of 
New York, Inc. was officially opened 


March 13 by President Arthur L. Sulli- 
van, general agent of Fidelity Mutual 
Life in downtown New York. The grand 
ballroom of the Astor was well filled 
when he called it to order, Mr. Sullivan 
credited the sales congress committees 
of which Arthur H. Bikoff, Aetna Life 
general agent, was general chairman 
with having done an excellent job in 
providing a program which “will be en- 
tertaining as well as educational.” 

Mr. Sullivan highspotted Chairman 
Bikoff’s career in life insurance, noting 
that he started in 1947 with the Gilbert 


V. Austin Agency of Aetna Life in 
Brooklyn. He was made_ supervisor 


there in 1951 and assistant general agent 
in 1954. The following year he was ap- 
pointed general agent of Aetna Life at 
9 Rockefeller Plaza, New York. He is 
now serving on the board of directors of 
the Life Underwriters Association. 

Mr. Sullivan then turned the Congress 
over to Mr. Bikoff who proceeded in 
business-like manner to introduce the 
morning’s speakers. 





Joe Thompson, Jr. 


(Continued from Page 10) 

“T say, ‘your widow would find an 
incomplete program, Jim, for I feel 
sure you’ve planned to buy additional 
insurance some day. Maybe we should 
see how it looks right now.’ Often there 
is the protest that he can’t afford any 
additional insurance at the present time. 
This is the moment to reestablish my 
low pressure position. If I’ve obtained 
his policies, or sufficient information 
about them, and have made a tentative 
appointment to bring back some recom- 
mendations, the routine begins to look 
familiarly like the last time he did buy 
a policy. I asssure him that this sur- 
vey isn’t to result in another policy 
proposal, it is to be a long range pro- 


gram. And while I’m very pleased to 
have the opportunity to provide this 
audit, in the final analysis it is his 
problem, and any decision he makes 


will be his decision. He knows the pro- 
gram is not all he’d like it to be, he 
expects my recommendations, but | 
want him to remember it is his family, 
not mine. He has seen from my sur- 
vey what I’ve provided for my family.” 
Selling Method 

Mr. Thompson referred to his selling 
method as a “simple system that works 
for me, and the philosophies which un- 
dergird it.” He feels that for many 


reasons it will not work in this identical 
way for everyone, because some have 
aready found a pattern “more complex, 
better and more intelligent than mine.” 

Another important factor in the tell- 
ing of the family programming. story, 
which Mr. Thompson said, “assures an 
effective and continuing success for me, 
by a volume of sales.” 

Mr. Thompson told of his selection of 
a group of outstanding young men, and 
of his intensive service and attention 
to them. He also stressed the desire 
of conformity among these successful 
people, and his consistent efforts to 
raise their sights on insurance needs, 
by stressing their true values to their 
families. “Now this solid base of a 
selected clientele,” he said, “has become 
a tremenodusly valuable source of re- 
ferred leads. A personal recommenda- 
tion by an outstanding and very busy 
young surgeon to my prospect on the 
resident staff is of the highest value. 
And often I receive it voluntarily be- 
cause I was a help to that surgeon when 
he was an interne. Newcomers to our 
local industries may find my banker 
clients likely to provide a good refer- 
ence for me; or the banker may suggest 
a few people whose recent success has 
raised them to the select clientele | 
must constantly review. 

“Finally, as the greatest value of this 
quality underwriting of past years, the 
first echelon of my selected group has 
begun to have need of corporation in- 
surance, of split-dollar and deferred 
compensation ideas, of pension and key 
man and partnership policies. Many of 
these people could not have purchased 
such insurance a short five years ago; 
many who I thought had the most 
potential have not come along so well 
and a few have come from almost out 
of nowhere to show tremendous prom- 
ise. 

“And so, this broad cross section of 


WAY A CAI SS 
NOAA Ne NIN I SAY 


FOR LIFE 


Representing 
“Canada Life’’ 





Member of the N. Y. C. Insurance Agents Ass'n 





a group of hustling young men has 
provided a volume of sales that has con 
sistently produced 100 lives a year, has 
encouraged a continuing growth of un- 
derstanding as to what insurance really 
can do in many circumstances. It has 
provided a constantly increasing income 
for my family, and a vigorous and stim- 
ulating life’s work is well under way. 
And from this back-log of 12 years’ 
effort now there is the double barrage 
of advanced underwriting and quality 
referred leads, in greater number, per- 
haps, than I can adequately handle. But 
these plans, this long range vision, this 
thoroughness, this careful cultivation of 
a selected clientele, these are not my 
ideas. I have had the advantage of some 
splendid advice and guidance from my 
general agent, from my associates, and 
from speakers at many meetings of my 
local life underwriters association. For 
all this I am most grateful and hope 
that I have served in a similar way to 
anyone willing to find out that some- 
times the hard way is the best way, 
after all.” 





Techniques Of Selling By Telephone 
Discussed By William A. Garrett 


Like all other types of selling, tele- 
phone selling, whether it be to formal- 
ize an appointment, to screen custom- 
ers and prospects, or to make and close 
sales, must be planned and executed 
carefully, William A. Garrett, sales en- 
gineer, American Telephone and Tele- 
graph Co., said in his talk on “Selling 
More Profitably by Telephone.” He said 
that the telephone company does not 
advocate that the telephone as a sales 
tool is more effective than a salesman’s 
personal visit to his prospect’s prem- 
ises. “On the other hand,” he said, “we 
do contend that the telephone is the 
next important medium of customer con- 
tact in that it provides two-way dis- 


cussion and injection of personality in 





General Agency opportunities available! 


sales narration, surpassed only by a 
visit to the customer’s premises, and | 
think that you will agree that a suc- 
cessful sales visit by telephone is much, 
miuch less expensive than a correspond 
ing successful face-to-face contact.” On 
getting salesmen to make real use of the 
telephone, Mr. Garrett said that “while 
the differences between telephone selling 
and visiting personally are few, they are 
important ones. 

“You must catch and hold your pros- 
pect’s interest in about ten seconds, 
about a third of the time specialists gen- 
erally allow for face-to-face selling. 

“You only have sound to work with, 
your voice through words, its attitude 
and inflection must portray exactly what 














NOW UP TO 


$40,000 


NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 














WHITE & 
WINSTON 


INC. 


342 Madison Avenue, New York 17, N.Y 
Phone: MUrray Hill 2-7811 


General Agents: 
The UNITED STATES LIFE 
INSURANCE CO. 


NEW DIRECTOR FOR MAINE INS. 

Bernard Rodetsky, senior partner of 
the New York Stock firm 
of Sloan, Rodetsky & Co., Jersey City, 
N. J., has been elected a director of the 
Maine Insurance Co., Portland. He is 
also a director of the Bergen Trust Co, 
Jersey City, of which he was i 
ated for many vears as vice president 


Exchange 


ASSOCI- 


Your prospect cannot. see 
your gestures, your facial expres 
your surroundings, nor exhibits 
Likewise you can’t see the expressior 
on his tace, the look in his eye, nor his 
surroundings, therefore, you must not 
only say everything you mean and ex- 
actly what you mean, but you must ask 
the prospect everything you need t 
know. 


“Vou 


Vou mead. 
you, 


SiC NS, 


may catch your prospect at an 


When you need a “different’’ pitch —try Postal! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different”? cases that require special 
handling, often liberal underwriting. 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 


Single case contracts, too! 





Contact one of our General Agents 
today! 


Postal life of New York 





GEORGE KOLODNY, President » 511 FIFTH AVE., N. Y. 17, N. Y.- 
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New York City Sales Congress 





inopportune time, he may be busy with 
people, occupied with his own 
problems, uncomfortable, or just plain 
in a bad mood. Often the tone of the 
opening remarks of your prospect can 
give you the cue to your sales ap- 
proach. 

“The telephone salesman must do in 
split seconds what a face-to-face sales- 
man can take minutes to accomplish. 
For example, faced with a tough ques- 
tion, a face-to-face salesman can _ stop 
to light a cigarette without losing his 
audience. Over the telephone the sales- 
man must bat out an answer and a 
good one the very instant the prospect 
raises the objection, a moment of silence 
is fatal. 

“Because 
some sales 


other 


of these basic differences, 
managers say the run-of- 
the-mill salesman cannot be successful 
telephone salesmen. Nothing is farther 
from the truth if salesmen understand 
how to work in this different sales en- 
vironment and_ telephone selling is 
planned and supervised as carefully as 
other sales undertakings.” 


Basic Essentials 


The basic essentials of good telephone 
selling as outlined by Mr. Garrett are: 

“You must have a reason for making 
the telephone call that appears logical 
to the called party, a ‘hinge’ on which 
to hang the conversation; you must 
have a reason for the prospect to listen 
to you, a potential benefit from doing 
so; you must have a reason for pros- 
pect taking action now, a planned ‘gim- 
mick’ to ignite customer action; you 
must have a planned and well phrased 
leading question so as to assay the 
sales potential of your telephone pros- 


pect, so that you can measure your 
‘selfish interest’ in continuing the tele- 
phone call; you must have frequent trial 
closing devices to consummate the sale 
as quickly as possible—no one ever 
loses in selling by making frequent trial 
closings; you must confirm your sale, 
make sure, very sure, that your pros- 
pect has a clear impression of your 


proposition, that you have a clear un- 
derstanding of what your prospect 
means and that both have a definite 


understanding of the obligations as- 
sumed.” 

Everything that you say, Mr. Garrett 
remarked, must portray to the customer 
that the call was made with his interest 
in mind. “The most important decision 
that the sales manager must make in 
stepping uP his use of the telephone,” 
he said, “in his day to day sales activi- 
ties is to establish what it is he wants 
to do by telephone. It is to make 
advance appointment, increase’ the 
tempo of customer coverage, to com- 
pete in distant markets, to cut selling 
costs, to improve customer relations or 
to do several of these at once. The 
texture of the telephone call for each of 
these objectives varies, but a successful 
sales approach can be compounded using 
all or any combination of the ‘basic 
essentials’ in varying degrees depend- 
ing upon the job you want the telephone 
call to accomplish. 

“In using these ‘essentials’ to con- 
struct a successful telephone selling ap- 
proach, we often compare the job to 
that of a good cook, who when given 
flour, eggs, sugar, shortening, baking 
powder, and the~.condiments in any 
kitchen can by mixing them in various 
combinations come up with anything 
from a wedding cake to flapjacks. The 
ingredients are all the same but are 
used in different proportions.” 


Concluding, Mr. Garrett said that if 





MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 
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NASHEM AGENCY 


your planning includes the use of the 
telephone in your marketing activities, 
“be sure that every telephone call em- 
braces these five essentials: 

“1. A hinge, when your call appears 
timely to your customer. 

“2. Gimmick, when your 
realizes it’s to his advantage 
today. 

“3. Benefits, when your customer sees 
real value to him in what you are offer- 
in 


customer 
to buy 


g. 
“4. Selfish 


interest, measure your 
selfish interest—don’t bother going or 
continuing the telephone call unless 


there is a chance. 

“5. Trial closing, remember to ask for 
the order often. 

“But above all as you know better 
than I do, selling is service and the 
‘you attitude’ must be the key note in 
everything we and our salesmen do and 
say. As advances in transportation and 
communication bind the world into a 
smaller, tighter ball, it is inevitable that 
competition from new sources will de- 
velop. It is our duty as salesmen to 
meet all comers on the field of com- 
petitive play.” 





COMPETITIVE 
PENSION 
PLANNING 


Our agency 
has a 
unique plan 
especially 
designed 

to meet 
competition. 





© DN 


\ hilliard n. 
S rentner 
agency 


141 Broadway, New York 6, N.Y. WOrth 4-2940 
BERKSHIRE LIFE INSURANCE COMPANY 





INCREASE DIRECTORSHIPS 
Miami 


directors 


Seaboard Life, Beach, has in- 


creased its board of by 15, 


bringing the total to 24. Martin D. Von 
Zamft, 
insurance and business men who acquired 
the firm last October, said the director- 
ship had been increased so that Sea- 
board “could benefit to the fullest extent 
from the experience of many leaders in 
business and finance.” 


board chairman and one of five 

















Like at 342 Madison Avenue 





has been most gratifying during these past six years, thanks to the friendship and co- 


operation of many good friends, both in and outside our Agency. 


We are looking forward with keen anticipation to— 





Wiiie 200 E. 42nd St... 


where we expect to open our new, modern and enlarged Agency quarters this summer. 


We shall continue to strive to give Agents and Brokers a competent and complete Life 


Insurance Service, still 


NEW ENGLAND 
Miil L1 F Efe ee 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1638 


MUrray Hill 7-5560 


Crrherler feseneny 3 


General Agent and Associates 





ust a few steps from Grand Conkink r 
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Many Opportunities For Future Life 


Insurance Sales Seen By Dr. Johnson 


The real opportunities for further 
growth of life insurance and the part 
that advertising can play in aiding 
agents to sell more life insurance, as 
well as in creating a better understand- 
ing and favorable attitude toward life 
insurance, have been obscured by the 
very substantial growth in life insurance 
and by the effects of inflation, Dr. Arno 
H. Johnson, vice president and senior 
economist, J. Walter Thompson, New 
York, said. Present day conditions, he 
remarked, present a real challenge and 
a major opportunity for expansion of 
life insurance sales because there exists 
a real need for increased production in 
relation to the present higher standard 
of living. “Further,” Dr. Johnson said, 
“the bringing of insurance premium pay- 
ments closer to the prewar relationship 
to disposable personal income, to dis- 
cretionary spending power and to our 
present standard of living can be a pow- 
erful influence in the battle against any 
future inflation as well as a factor of 
stability in our transition to a peacetime 
economy. 

“There are internal growth pressures 
in our dynamic and changing American 
economy that point to an immediate op- 
portunity for substantial improvements 
in our living standards, improvements 
that can mean expanding markets for 
consumer and industrial goods and serv- 
ices as well as further expansion in the 
market potential for life insurance. We 
must increase our sales of goods and 
services to consumers by over 50% with- 
in the next ten years if we are to keep 
pace with our increasing productive abil- 
ity. And that means an even more rapid 
expansion in savings and insurance op- 
portunities.” 

In the next ten years. Dr. Johnson said 
that we must accomplish as much im- 
provement in our total living standards 
as we accomplished in the previous 200 
years from colonial times to 1939. “That 
means,” he said, “that our total standard 
of living must surge upward by over 
50%. That means rapid changes in mar- 
kets and in the purchasing habits and 
consumption desires of people as well 
as in their levels of life insurance sav- 
ings and investments.” 

As to whether the life insurance in- 
dustry is prepared for this velocity of 
change in the American way of life, 
Dr. Johnson said that while accepting 
almost without question that our produc- 
tion “can and should grow to the neigh- 
borhood of $650 billion in ten years, 
many business and financial executives, 
as well as government officials, seem 
to overlook the fact that both con- 
sumption and savings and investments 
must be vastly increased over the pres- 
ent peak levels to support that level of 
production. They fail to recognize the 
opportunity and the urgent need for this 
immediate surge upward in living stand- 
ards of the mass of our American popu- 
lation. 

“In the midst of the present talk of 
depression few seem to realize that we 
have accumulated a backlog of $28 bil- 
lion of consumer buying, a growth in 
our standard of living which should have 
taken place in the last two years, but 


which did not take place because of 
purposeful measures to slow down our 
rate of expansion as a means of fight- 
ing inflation. 

“That $28 billion backlog of added 
consumption potential now represents an 
opportunity for as much as a 10% in- 
crease in sales of consumer goods and 
services in 1958-59 over the 1957 level 
of $280 billion. This is not a prediction 
or forecast, but an analysis of opportu- 
nity based on the basic soundness of 
our economy. 

“With the removal of the barriers to 
expansion and with aggressive positive 
selling action on the part of manage- 
ment we should be able soon to reverse 
the downward momentum because the 
consumer and his advancing standard 
of living is the real key to our econ- 
omy. An increase of only three-quar- 
ters of 1% in consumer purchases, for 
example, can have as much effect on our 
gross national product as a $2 billion 
increase in defense expenditures or a $2 
billion post office modernization program, 
and can have that effect immediately 
rather than with a lag upwards to three 
years. The need for increased consump- 
tion is particularly urgent now in view of 
the 1956-57 slowdown in the rate of 
growth in our standard of living and the 
inflationary trends that accompany any 
temporary slowing of productivity.” 


Need for Increased Aid to the Agent 


There is a need for increased aid to 
the agent from advertising, Dr. Johnson 
said, so that he can spread his selling 
effort adequately over so many worth- 


while prospects compared with the pre- 
war period. “The need for this assist- 
ance to the agent is illustrated by the 
growth in the number of ‘excellent’ pros- 
pects related to the number of agents 
in the United States servicing Ordinary 
life insurance. The number of ‘excellent’ 


prospects to whom the average agent 
should devote an unusual amount of 
special effort has increased from 100 


per agent in 1941 to 323 in 1956. In- 
creased purchasing power and_ the 
changed distribution of families by 
movements upwards into the ‘excellent’ 
prospect group are not the only changes 
in our economy that point to increased 
opportunities for life insurance sales. 
The basic family unit is a married couple. 
Of the estimated 38,940,000 married 
couples living together in 1957 over two- 
thirds are the result of marriages with- 
in the last 16 years. Also home owner- 
ship has expanded rapidly. For 40 years, 
from 1900 to 1940, there was very little 
change in the percentage of United 
States families owning homes (40% in 
1900 versus 43% in 1940.) In the ten 
years between 1940 and 1950 home own- 
ership jumped from 43% to 55%. In 
1957, it was estimated that 60% of the 


United States families live in homes 
they own. 
“This trend toward increased home 


ownership is an added factor pointing to 
increased potentials for life insurance— 
particularly as it is tied in with strong 
trends toward family life, suburban liv- 
ing, improved interest in health, larger 
families, higher level of education, com- 
bined with the high level of purchasing 
power and a need to protect the family 
during periods of mortgage amortization. 

“There is also a trend toward in- 
creased home life and family living in 
America that points to pressure for sub- 
stantial improvements in our living stand- 
ards—improvements that can mean huge 
new markets for items such as life insur- 
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Sun Life of Canada representatives sold 


O17 


MILLION 
DOLLARS 


of life insurance during the past year, the largest amount 
ever sold by a Canadian life insurance company and a proud 
achievement for our entire field force. 
in force now stands at $734 billion. 


¢ Paid to Sun Life policyholders and beneficiaries 


* Total benefits paid to policyholders since organ- 
ization: $3,295,955,574 


¢ Dividends to be paid to policyholders during 
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Position is open in the New York 
area as well as the Great Lakes zone. 
Consideration is also given to men with 
ability to grow into these jobs. If your 
needs and interests require a GROW- 
ING GROUP organization with expan- 
sion plans underway and moving and 
. . Write to 
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ance that tie in with an upgrading of our 
way of life. This trend to family life is 
reflected in the rapid increase in number 
of families; in a higher percentage of 
the population being married; in mar- 
riages at an earlier age; in an extraor- 
dinary increase in the number of chil- 
dren under ten in our population result- 
ing in more children per family, and a 
higher percentage of families having 
children; in a rapid increase in home 
ownership, and in expenditures for ac- 
tivities of home life; in the mushroom 
growth of family viewing of television 
in the home; in a movement of popula- 
tion to the suburbs; in the rapid growth 
of shopping centers and self-service dis- 
tribution; and in a resurgence of reli- 
gious worship and church membership 
as shown by the growth of 35% in 
church membership from 1947 to 1956 
while population was increased 17%. In 
the same period consumer expenditures 
for religious and welfare activities 
jumped 85%. 


Change Toward Family Living 


“The change toward family living, 
even since 1947, is reflected in the trend 
of consumer expenditures. Those items 
having to do with family living have 
gone up since 1947 considerably more 
than average whereas expenditures for 
other types of items like spectator 
amusements have declined even though 
purchasing power is much higher. Food 
for home consumption kept pace with 
this expanding standard of living, but 
clothing expenditures lagged seriously. 

“In the nine-year period 1947-1956 con- 
sumer expenditures for household gas, 
electricity, and telephone increased over 
twice as fast as the total standard of 
living purchases. In contrast with a 62% 
increase in total consumer purchases of 
goods and services the consumer ex- 
penditures for gas increased 161%, for 
telephone 155%, and for electricity 154%. 
So did expenditures for owner-occu- 
pied housing, user-operated transporta- 
tion, travel, and private education in- 
crease rapidly. All this is a further 
manifestation of the trend to home and 
family life in America. 

“Premium income of life insurance 
companies increased 104% in that period 
—an increase more rapid than total per- 
sonal consumption but well below the 
rate of gain shown by many items re- 
flecting the trend to family life.” 

Dr. Johnson called attention to the 
significant change in the distribution of 
our population by age—with over 76% 
more children under five now than in 
1940 and 68% more in the age group of 
5-9. “This huge increase in the number 
of children,” Dr. Johnson said, “soon 
will cause public outcry against inade- 
quate school facilities and shortage of 
teachers as well as juvenile delinquency. 
It will affect housing requirements, food 
consumption, and many phases of family 
living. It will force extensive construc- 
tion and equipment of new classrooms 
and recreational facilities. It will par- 
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ticularly emphasize the need for more 
insurance. 

“The high level consumption in home 
building reached in 1955 - 56 was in spite 
of the negative factor of a long-time 
declining trend in the number of per- 
sons reaching adulthood—a result of 
declining births in the 1930’s. From now 
on this factor will change to the posi- 
tive side as an economic force pointing 
to increased family formations and an 
increasing labor force. This increase will 
become an important market factor by 
1960. By 1965 the number reaching 18 
years of age will be 65% over the 1951 
level. And the number reaching the 
family formation stage will increase 
rapidly after that.” 

Dr. Johnson also commented on the 
rapidity with which markets can change, 
as indicated by the mobility of our pop- 
ulation. “Most of us,” he 
aware of the regional shifts in popula- 
tion such as Florida growing 40% in 
seven years (1950-1957). and California 
growing 27%. But even more important 
are the continuous shifts in local mar- 
kets even between neighborhoods in the 
same county. In five years 1951 to 
1956, there were 159 million persons over 
the age of one year moving to a dif- 
ferent home. That’s the equivalent of 
our entire civilian population moving 
within a five-year period. With a pop- 
ulation shifting as rapidly as this, the 
importance of national advertising in 
establishing company identity and cre- 
ating an acceptance of the agents seems 
obvious. 


said, “are 


Growing Influence of Advertising 


“The rapidly growing influence of ad- 
vertising in our economy is gaining in- 
creasing recognition. Tn its educational 
influence advertising expands total mar- 
kets as well as speeds up the sales and 
turnover of recognized brands. It has 
become an important stimulus to our 
expanding standard of living and as a 
part of increased selling and educational 
effort it can play an important role in 
making possible our reaching the goal 
of a 50% increase in the standard of 
living within the next ten years. 

‘It becomes increasingly evident that 
the consumer and his standard of living 
is the key to any resumption 
own growth, and to our place in world 
affairs. The slowdown 
of consumer buying that we need to 
have if we are to utilize our productive 
ability has now accumulated a backlog 
of ‘deficit? of some $28 billion. With a 
restoration of confidence and a resump- 
tion of the advance in our standard of 
living there is an opportunity, there- 
fore, for as much as a 10% increase in 
sales over the next year-and-a-half, or 
$28 billion above the 1957 level of $280 
oon of personal consumption. This 

10% increase in sales, if achieved, could 
quickly solve the problems of the Fed- 
eral budget and financing a recognized 


needed expansion of our defense pro- 
gram, 

“Tn fact, the production stimulated by 
a 10% increase in consumer demand 
would so broaden the various bases for 
taxes that the Federal government could 
balance its budget and increase defense 
expenditures out of the same $75 bil- 
ion revenue this would generate, even 
after a 10% tax cut. This need not be 
accompanied by inflation since the high- 
cr level of sales and the increased 
demand would, in itself, contribute to 
Mcreased. productivity and relieve the 


of our 


below the level 


profit squeeze which is pushing hard 
toward rising prices.” 

To expand selling efforts, Dr. John- 
son said that we need “courage and 
vision so that confidence can be re- 
stored and the trend of consumer buy- 
ing of goods and services as well as of 
life insurance can be turned upward. 
The present high level of consumer dis- 
cretionary purchasing power points to 
the opportunity for efficient increased 
sales effort to pay off in profits, as well 
as aid our whole economy in 1958-59. 


Challenge to the Industry 

“The challenge to the insurance indus- 
try in 1958 - 59 is how to cash in on the 
increased sales opportunities that exist 
because of the changed market struc- 
ture. As the standard of living advances 
and families move up from one income 
group to the next their need for life 
insurance increases if they are to protect 
their standard of living. Even the pres- 
ent level of real purchasing power of 
American families would indicate a min- 
imum need for about 80% more life 


insurance than existed in 1957 to equal 
the pre-war level of protection, and an 
expanding economy based on increased 
productivity could substantially expand 
this life insurance need in the next five 
years. 

“Also, recognition of the changed com- 
position and needs of American families 
and the trend toward greater family life, 
home ownership, suburban living, and 
improved levels of education will help in 
cashing in on increased opportunities for 
life insurance sales.” 








Same Sales 
But More Income 


Looking for ways to fatten up your annual income 10, 
15 and 20 years from now? Are you interested, in short, 
in a bigger income later on without sacrificing com- 
missions today? 


We invite your attention to Occidental’s new provisions 
for continuing commission payments after the 10th year 
on business produced under our brokerage agreements 
after January 1, 1958. (That’s right now!) 


This plan permits you to have Lifetime Renewals and thus 
extends the earnings from your sales as long as you live 
and your business persists. Pays the usual vested com- 
missions for nine renewals and then also pays 3% on 
most plans after the 10th year. 


Every Occidental office has the details. It takes only $500 
of paid premiums in a calendar year to qualify, for these 
long-time renewals on that year’s business. You can 


find out today. 











We pay Lifetime Renewals...they last as long as you do! 
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Life Insurance Success Formula 


Outlined By Andrew A. Adinolfi 


Andrew A. Adinolfi, CLU, regional 
director of agencies, John Hancock, 
Philadelphia, taking for his topic, “There 


Is No Other Way,” said that he has 
made a long and exhaustive examination 
into the qualities and composition of the 
hundreds of successful life insurance 
men whom he met since he entered the 
about 25 years ago. They came 
from all places in America, he said, and 
from beyond the seas where traces of 
accent still revealed their foreign linage. 
Universities furnished directly ; 
others drifted in from business and in- 
dustry while still more came from farms, 
the factory. “In fact,” 
“T found the variations 


business 


some 


coal mines and 

Mr. Adinolfi said, 
running full circle in human personalities 
with but two characteristics distinguish- 
from any other group of 
Without exception each 
of these individuals, regardless of pre- 
vious training or formal education, held 
in common the other a _ single- 
liearted devotion to work everlastingly 
harder at the job than the average man, 
and a consuming zeal to accomplish in 
he could not do. 
find no other 
determined 
this busi- 


ing them 
ordinary people. 


with 


life what others said 
Beyond these, I could 
qualities that more greatly 
their winning experiences in 
ness.” ; 

Mr. Adinolfi told about some of the 
people with whom he had been associated 
with in the business “whose inspiring 
light enriched my own walk through life, 
and by the course they charted taught 
me early in my career that ‘There Is No 
Other Way.’ 


Recalls First Leaders’ 


“Maybe because it 
i mv experience | never forget 
the first leaders’ convention I attended 
where we were to hear an address to be 
given by the leading agent in the John 
Hancock who had written an incredible 
weekly premium increase in the de- 
pression years of ’32, ’33 and ’34. Some- 
one told me he was foreign born and 
had been in this country only a short 
time; and it was all I knew about the 
man when he was presented with appro- 
priate ceremony. The moment comes 
back to me with vivid reality for I re- 
member edging forward hungrily in my 

chair with the avid curiosity of youth 
meni to seize upon the words of wisdom 
that were to stimulate my early efforts in 
the life insurance business. As he ap- 
proached the podium, our leader took in 
his entire audience with one confident 
glance; flicked an imaginary bit of lint 
from his coat sleeve; adjusted his neck- 
tie; and this was the full context of his 
speech. In deep, stentorian tones he 
bellowed: 

“Mine assistant management told to 
me I should becomik ah leeduh. So, like 
a verreh good soldjare, here I em. Tenk 
yuh’! And with that he sat down. An 
awesome hush came over the place, 
blanketing the hall for a lingering mo- 
ment. Then, as the impact registered the 
roof fell in and the group rising as one 
tendered this leader a standing ovation I 
have not forgotten to this day! And 
what accounted for the outburst? Well, 
I think you have already noted the 
reason was self evident; for on that 
afternoon this fellow by chance or by 
choice had eloquently stirred every man 
within the sound of his voice, each of 
whom recognized that the record 
achieved with obvious speech limitations 
had so completely dwarfed their own, 
the majority of which were acquired by 
way of an American heritage with all the 


Convention 


occurred so early 


shall 


advantages of language such birthright 
entails. And so, while some may feel 
that nothing of great significance was 
said that day, I know now there were 
volumes spoken and probably with far 


greater oratory than anyone realized at 
the time. 

“But, perhaps of more lasting appeal— 
to me at least—is another story of which 
I have been pardonably proud for a long, 
long time. And if you will forgive my 
liberties with the calendar, we go back 
some 20 years when I was a struggling 
assistant district manager in Paterson, 
N. J., beset with a lingering vacancy 
ona debit in the Riverside area where, 
for a couple of years, no one had sur- 
vived the territory more than a few 
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Family Policy 
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GUARDIAN’S NEW 


FAMILY 


PROTECTOR 


provides life insurance for Father, Mother and children, 


including all new arrivals, in one policy... 


Plus these Important Extras: 


@ Father’s coverage guaranteed paid-up at age 65! 


@ Accumulated dividends may be used to pay up 
before that date, or to buy additional paid-up 
insurance for father at age 65! 


® Right to split paid-up protection at father’s age 65 
between wife and husband in a one-to-four ratio! 


@ Lifetime accidental death benefit—for both husband 
and wife if split option is elected! 


@ Disability income rider available for father at 
a small extra cost! 


Call your GuarpiAN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





months. One unsuspecting morning, | 
was approached in the public lobby o/ 
our office by a gentleman—certainly no} 
overpowering in appearance at the time— 
who inquired about the position. Hur. 
riedly, I took him into an anteroom for 
a quick fill-in on his background; but 
as each fact unfolded my morale plumbel 
newer depths. He was 37 years of age~ 
then unmarried—had been a coal miner 
for the previous ten years, and held 
several nondescript jobs prior to that 
period. He had been turned out to pas- 
ture at the age of fifteen upon completing 
an elementary education, and had never 
seen the inside of a high school. And he 
was born in Punxatownie, Pennsylvania, 
Up to that time, Punxatownie had been 
noted only for its groundhog day. Bur 
since | met the hero of this episode it 
shall always mean something far more 
significant to me as you will see with the 
progress of this story. 

“Anyway, after his early biography 
had added to my immediate miseries, the 
applicant touched upon an item of inter- 

est reciting many accomplishments in the 
field of amateur and_ semi-professional 
sports, particularly baseball where his 
talents had carried him to the threshold 
of the major leagues. Well, ‘here was an 
area providentially furnished, for it 
afforded me an excuse to contemplate 
the channeling of this competitive spirit 
into a successful life insurance career 
It brought forth the age-old question: 
‘What makes you think you can sell life 
insurance?’ The candidate reached in- 
side his coat pocket and produced a copy 
of the Patriot, a John Hancock house 
organ. Turning to the page featuring a 
picture of the leading assistant dis- 
trict manager of the company, he said 
boldly: ‘You know this guy? He’s my 
cousin, and I understand he is the num- 
ber one man in the country; and any- 
thing he can do, I can do a heck of a lot 
better!’ 

“His inborn confidence generated with- 
in me sufficient courage to usher him 
into the front office for the crucial nod 
of approval. It is sufficient to say that 
employment papers were finally com- 
pleted, although I detected a certain lack 
of enthusiasm as the manager put his 
endorsement to them. Nor was there any 
general rejoicing in Boston as the file 
hit the home office since no one up there 
could find a solitary item to even re- 
motely suggest acceptance. Nevertheless, 
after an exchange of correspondence 
challenging the literary ability of all, our 
man was eventually approved. At. the 
end of the first week in which we en- 
joyed some measure of success, the new 
recruit turned to me with the comple 
tion of the account on Wednesday eve- 
ning and asked what remained to be 
done for the balance of the week now 
that collections were behind us. 

“Remembering too well the burdens oi 
his last job which found him always in 
the darkness of earth, shoveling coal 
until he ached all over, I replied that his 
was the delightful task of walking in 
God’s sunlight; visiting nice people, ex- 
changing pleasantries of the day ani 
making money to boot. To which he 
answered with wide-eyed satisfaction 
‘Say, this is a job!’ ‘Well. we'll see’: 
said J. Whereupon, ever determined t 
do well, our newly appointed representa 
tive asked: ‘What would be looked upot 
as a good record in this business?’ ! 
told him everything was relative, bu! 
with his all-fired competitive spirit he 
would be well on his way to the destin 
tion he had chosen in life if he woull 
earnestly strive every day to be a bette! 
insurance man than he was the one be- 
fore, never calling it quits at night unt 
he had secured at least one application 
With refreshing candor but little tac! 
came the unabashed inquisition: ‘Did you 
ever do it?’ In the face of that challeng: 
ing interrogation I summoned enoug! 
courage to meekly reply in the affirm: 
ative. Our rugged individualist studied 
me long and hard, then added: ‘Well, i! 
you did it, there’s no reason why 
shouldn’t. You may use an_ occasional 
bigger word than I; but with whatever 
language I have, those people out ther¢ 

(Continued on Page 18) 
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MAJOR 
MEDICAL 


STATE MUTUAL 








An outstanding new State Mutual Major 
Medical policy with many hard-to-match sales 
features — to make selling easier and more 
profitable for you. Not a@ substitute for, but a 
supplement to basic, short-term medical, surgical 
and hospitalization plans — to help pay the BIG 
bills which otherwise might threaten a family’s 
financial security and create years of debt. 


Sales Features of the NEW State Mutual Major Medical Policy 








@ Benefits up to $7500 for any one sickness or injury 
@ Low cost: $500 deductible, co-insurance 80% — 20% 
@ Up to 90 days to satisfy deductible 
@ Guaranteed continuable to age 65, adjustable premium 
@ Covers expenses for services and supplies both in and out 
of hospital Send for full 
@ Benefit period —2 years information about the 
@ No extra cost for coverage on additional children after the first STATE MUTUAL 
@ Conversion privilege for children Major Medical Policy 
@ Mother if not yet 65 becomes policy- ik 
owner on death of father esses etaeiieinadane antennae: 
ae ; STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA ' 
© rariapreng WORCESTER, MASSACHUSETTS : 
4 
: Please send me full information about your new : 
ee Major Medical policy. : 
STATE MUTUAL: LIFE - 
pa pa ~ aR a ce cn ccc dheRenbssneubawsiiensdhndewans 
ASSURANCE COMPANY OF AMERICA Ks i 
Home Office: Worcester, Massachusetts Re, cuss wasbadevalviavcetldddeaac’ 
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A. A. Adinolfi 


(Continued from Page 16) 


are going to hear the story morning, 
noon and night until I have made at least 
the one sale a day you speak of.’ 


“Now, that was way back in 1937, And 
to make a long story completely un- 
believable, for ten years we were staff 


associates before I moved on to another 
position—and, to my knowledge the rec- 
ord still stands—this fantastic guy never 
failed to turn in one or more applications 
each and every report day. 

“There are many, many such 
I can relate. This one is about a man I 
have known most of my life, and one to 
whom life insurance success has been 
no stranger, although now in retirement 
he could speak of it only in retrospect. 
1 visited him the other night, seeking 
some material that could be passed along 
to you. In a tew moments | learned 
more about him than | had ever known 
before. He, too, had come to this coun- 
try in early youth, and with slimness of 
Waist comparable to the family purse he 
could not indulge the luxuries ot a basic 
introduction to the English language, 
not even by way of the public schools. 
Almost before he stepped from the boat 
he 1ound himseli in a brass factory, pol- 
ishing by hand a tiring array of angled 
metal for which gnarled fingers bear 
mute testimony to this day. Persistently 
ambitious to make good in his adopted 
land, each evening he pestered his tol- 
erant Yankee neighbors to help him un- 
ravel the mysteries of the American 
tongue, 

“in a few painstaking years he could 
boast a nodding acquaintance with the 
language, and with the newly acquired 
ability came dreams of a better tot in 
life. And so, a day arrived in the early 
twenties that found this European immi- 
grant soliciting in the field with seven- 
teen thousand other representatives of 
the Metropolitan Life. At this point in 
the story this now aging gentleman in- 
terrupted his account to move to another 
corner of his living room where rested 
a huge, iron safe which I would expect 
contained nothing more valuable than old 
rent receipts and cancelled checks. With 
tender care, he took from it a battered 
scrap of paper now sere with age, and 
passing it along to me, said with more 
limited expression than I now use: ‘This 
is the opportunity in life insurance for 
all who can speak English; not neces- 
sarily with eloquence, but with heart, 
sincerity and conviction. And, if this 
can be done by a confused foreigner 
without benefit of an American educa- 
tion, tell your friends I said in al] humil- 
ity that they too can go and do like- 
wise.’ 

“And as I looked upon this Industrial 
Rating of all those thousands of Metro- 
politan agents, published in the Intelli- 
gencer of December, 1920, I am sure you 
will understand why my eyes grew misty 
to see leading the country, the name of 
my father: John Adinolfi. I don’t know 
whether these men would have reached 
greater glory with more of life’s so- 
called advantages, But, looking back, 
I see in each of them standing above the 
void, paradoxical qualities of ignorance 
and confidence. And I use the word 
‘ignorance’ in its nobler meaning, for it 
is the kind of ignorance which refuses 
to bow before the obstacles suggested 
by the big question, ‘why?’, but with 
resolution and confidence is ever ready 
to accept the challenge that cries out, 
“Why Not!’ 


Matter of Mental Adjustment 


“It's simply a matter of mental adjust- 
ment, for as the time arrives when you 
can look upon your work as an oppor- 
tunity to be seized with joy and made 
the most of; when life insurance becomes 
your avocation as well as your occupa- 
tion; from that day forward anonymous 
pasts must give way to predominance and 


stories 





achievement. The transition may or may 
not be easy dependent upon the pliability 
of one’s established outlook. Speaking 
for myself, to maintain proper per- 
spective, I find constant need for guid- 
ance and rededication. And, in the past 
15 years I have discovered both in a set 
of principles embodied in a Christmas 
message sent every member of the field 
force in 1942 by John Hancock’s es- 
teemed chairman of the board, Paul 
Foster Clark, to whom I shall always 
be indebted for the selection although 
the words were authored by an un- 
named writer who termed them, ‘My 
Guide’ As Mr. Clark commended it 
then to our consideration, before closing 
I should like to commend it to yours. 
It goes: 

“*To respect my country, my profes- 
sion and myself. To be honest and fair 
with my fellow men as I expect them to 
be ‘honest and square with me. To be a 
loyal citizen of the United States of 
America, To speak of it with praise and 
and act always as a trustworthy cus- 
todian of its good name... .’ 

“*To base my expectations of reward 
on a solid foundation of service rendered; 
to be willing to pay the price of success 
in honest effort. To look upon my work 


L.A. Hammond 
Denver 


Milton E. Asfahi, CLU 
Oklahoma City 


EQUITABLE LIFE OF IOWA IN 


Majestic mountains 
herds of cattle . 
en grain 


. rich farm lands . . 
greatness of the West Central States. To take care 
of the life insurance needs of the people of these 
productive areas is the proud privilege of these 
Equitable Life of Iowa general agents and 
their agency associates. For their out- 
standing efforts, we salute them. 
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. , far-stretching fields of gold- 
a maze of oil wells and derricks 


LIFE INSURANCE COMPANY OF IOWA 


as an opportunity to be seized with joy 
and made the most of, and not as a 
painful drudgery to be reluctantly en- 
dured: . . .’ 

“To remember that success lies within 
myself, in my own brain, in my own 
ambition, my own courage and determina- 
tion. To expect difficulties, and force my 
way through them. To turn hard 
experiences into capital for future 
struggles, ...’ 

“*To make a study of my business, to 
know my profession in every detail, to 
mix brains with my efforts, and use sys- 
tem and method in my work. To find 
time to do every needful thing by never 
letting time find me doing nothing. To 
hoard days as a miser hoards dollars; 
to make every hour bring me dividends, 
increased knowledge or healthful recrea- 
Bon)... 

“‘Finally, to take a good grip on the 
joys of life, to play the game like a man; 
to fight against nothing so hard as my 
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own weaknesses, and endeavor to grow 
in strength, a gentleman... .’ 

“*So I may be courteous to men, faith- 
ful to friends, true to my God, a fre- 
grance in the path I trod.’” 


Careers Of Sales Congress Speakers 


Rudolph Leitman is the father of two 
sons, age 21 and 17, and one daughter, 
age 14. He has led the Michigan divi- 
sion of the New York Life in sales for 
the past thirteen years. He has been a 
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vice president of the New York Lifes 
Top Club for ten years and in 195), 
had the honor and privilege of being 
president of his company’s Top Clu 
Council, He has been a member of the 
Million Dollar Round Table for the last 
fourteen years. Mr, Leitman’s produc- 
tion in 1956 was just over seven million, 
excluding pensions and Group. 
William A. Garrett 

William A. Garrett graduated from 
the Alabama Polytechnical Institute in 
1926 and started his Bell System career 
with the American Telephone & Tele- 
graph in Atlanta. He was soon transfer- 
red to the commercial department and 
served in various cities as salesman, sales 
supervisor and commercial representative, 
He went to A. T. & T.’s New York office 
in 1942 as acting general sales supervisor, 
later serving as division sales supervisor, 
general sales supervisor, toll sales man- 
ager and service methods supervisor. He 
was transferred to Kansas City, Missouri 
in 1951, subsequently to San Francisco as 
commercial manager, and in May of 
1954, he returned to New York as sales 
engineer, his present position. He 1s 
currently chairman of the telephone sales 
practices committee of the Sales Ex- 
ecutive Club of New York City. He has 
talked about selling to over a dozen 
sales executive clubs and trade associa- 
tions throughout the United States ané 
appeared on the program of the 22n( 
National Sales Executives International 
Distribution Congress in Los Angeles 
The New York Sales Executives Club 
presented Mr. Garrett with an award in 
September, 1957, not only for his valv- 
able service to the Club, but also fo 
his contribution to the advancement ¢! 
the sales profession in America. 


Andrew A. Adinolfi 


Andrew A. Adinolfi, CLU, entered the 
life insurance business in September 
1933, as a debit agent for the John Har: 
cock in New York City and was apf 
pointed assistant district manager 
Paterson, New Jersey in May, 1936. Ht 
entered the Armed Forces in April, 194 
as a private, saw 18 months service 1 
the Philippine Islands, and was relieve! 
from active duty as a captain of infantr/ 
in September, 1946. He resumed his dt: 
ties as assistant district manager in Octo 
ber, 1946, and was appointed as district 
manager in Erie, Pennsylvania in De 
cember, 1948. Among the 206 district 
of the company, his district in Erit 
ranked 2nd in the United States in 194! 



















in competition for the President’s Tro 
phy. He was named regional manage! 
of the north central territory in Chicag? 
in March, 1951, and in 1954, his regio! 
ranked 2nd in the country on averagt 
per man production. He received his 
CLU, designation in August, 1953. He 
was transferred to Philadelphia in Sep 
tember, 1954, as regional manager of the 
Southeastern territory and in April, 1957, 
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New York City Sales Congress 





he was elevated to his present position 
as regional director of agencies. 


Arno H. Johnson 


Arno H. Johnson was graduated from 
the Staunton Military Academy, Staun- 
ton, Virginia in 1916; from Michigan 
State University in 1922 (B.S. in mech- 
anical engineering), and from the Har- 
vard Graduate School of Business Ad- 
ministration in 1924 (M.B.A.). After two 
years as research supervisor at the Har- 
vard Bureau of Business Research, he 
joined the J. Walter Thompson Company. 
Over the last 31 years, he has served this 
leading international advertising agency 
in the New York, Montreal and London 
offices, directing marketing research. He 
is the author of numerous articles and 
works on economic and marketing sub- 
jects, including: A Primer for Postwar 
Prosperity (1945), Market Potentials- 
1948, Consumer Purchasing Power-1949, 
Marketing Opportunities-1950, Market- 
ing In A Defense Economy-1951, The 
1952 Market—A Preview, Hidden Pres- 
sures for Expansion-1953, Huge New 
Markets-1954, and What’s Ahead for 
Business 1955. He is a former president 
of the Market Research Council and 
former vice president of the American 
Marketing Association. Mr. Johnson re- 
ceived the first American Marketing As- 
sociation National “Annual Award for 
Leadership in Marketing” for the year 
1945, and in 1953 received a citation to 
Hall of Fame in Distribution “For dis- 
tinguished contributions to the advance- 
ment of distribution”. He received the 
1954 Michigan State University Alumni 
Award for Distinguished Service “in rec- 
ognition of pre-eminent service in ad- 
vancing human welfare”. 


Joe Thompson, Jr. 


Joe Thompson is a native of Nashville, 
Tennessee and graduated from Vander- 
bilt University in 1941, when he entered 
the Army Air Force serving until Sep- 
tember, 1945. He was relieved from ac- 
tive duty with the rank of major, after 
%) combat missions over Europe. He was 
awarded the Air Medal with 15 clusters, 
the Distinguished Flying Cross and the 
Croix de Guerre. He entered the life 
insurance business in September 1945, 
with the Northwestern Mutual in Nash- 
ville. He became associated with Alden 
Smith and Arthur Reed in partnership 
on January 1, 1949 as Smith, Reed and 
Thompson. He first qualified for the 
Million Dollar Round Table in 1954, and 
has qualified every year since. Mr. 
Thompson is married and has four chil- 
dren. He is a Deacon of the First Pres- 
byterian Church; member of the Rotary 
Club; and past president of the Junior 
Chamber of Commerce in Nashville. 


James E. Rutherford 


James E. Rutherford, vice president in 
charge of Mid-America operations of 
The Prudential, Chicago joined the com- 
pany as vice president in its district 
agencies department at the home office 
in Newark on July 1, 1949. For seven 
years prior to his association with Pru- 
dential, he was executive vice president 
of the National Association of Life Un- 
derwriters. Mr. Rutherford entered the 
life insurance business in February, 1931, 
as an agent in Little Rock, Arkansas. 
He successively served as agent, super- 
visor and assistant general agent in 
Little Rock, special home office repre- 





Great-West Appointments 


Great-West Life has announced three 
new appointments in its Group field 
force. J. J. Beechinor has been appointed 
an assistant Group supervisor for the 
company’s Toronto Group office; B. 
O’Dowd has been named assistant Group 
supervisor at Quebec; and F. B. Pin- 
chard has been appointed an assistant 
Group supervisor of the Los Angeles 
Group office. 


sentative in Nashville, and general agent 
in Des Moines and Seattle. Born in 
Arkansas, he is a graduate of the Uni- 
versity of that state and of the Arkansas 
Law School. Although trained in the 
law, his entire business career has been 
spent is some phase of sales and sales 
management. He was named head of the 
Mid-America home office of Prudential, 
which serves Illinois and Indiana, in 
ae and moved to Chicago early in 


General American Leaders 


General American Life has announced 
names of its top ten producers of paid 
life volume for January. The ten, in 
order of their qualification are: Babetta 
P. Bierman, Pittsburgh; Gerald M. 
Friedman, Columbus; E. M. Englander, 
Columbus; Ira Fleischmann, St. Louis; 
Roderick A. McCoy, Jr., Cleveland; Verda 
F. Hoffman, St. Louis; Edward A. 
Zabker, Cleveland; Philip A. Fett, Sioux 


City; Jack Gersten, Honolulu; and 
Abraham Pollack, Washington, D. C. 


Henry I. Rosenberg Award 


At the annual awards dinner of Balti- 
more agency of Chesapeake Life, re- 
cently, the first Henry I. Rosenberg 
Memorial Trophy was presented. Henry 
I, Rosenberg was a well-known million 
dollar producer and general agent for the 
past three decades. To perpetuate their 
father’s ideals, Leonard H. Rosenberg, 
president, and Jerome, treasurer of 
Chesapeake Life have established this 
award to be presented annually to the 
company’s outstanding new man. The 
first award went to Richard E. Harris 
of the Baltimore agency. 
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cal and mental needs. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 


The American Doctor—scientist and guardian of 
our nation’s health. With skill, understanding 
and selflessness, he devotes his life to our physi- 








Mutual Benefit Life’s job: 











































TRUE 


SECURITY 


FOR YOUR 


CLIENTS AND YOU 


Insurance, like medicine, is not for 
amateurs. The Insurance Man is a 
trained specialist who works con- 
stantly to improve himself profes- 
sionally and bring security and peace 
of mind to those he serves. 


And this is especially true of the 
men and women who work with 
Mutual Benefit Life. 


Service to the policy-holder is the 
hallmark of the whole Mutual Benefit 
Life organization. 


The True Security Program is a 
new Mutual Benefit Life develop- 
ment to help its agents maintain 
this reputation. True Security works 
directly for the Mutual Benefit Life 
man. While others sell life insurance, 
the Mutual Benefit Life man sells 
True Security. It is a flexible pro- 
gram, easy to understand and ex- 
plain. As a selling tool, True Security 
is far ahead of the competition. It 
makes a customer not only a buyer of 
insurance, but an investor and a 
planner as well. 


Thus, 
Life’s True Security program, the 
Mutual Benefit Life man is able to 
build a better life for himself, his 
clients, and his family. 


through Mutual Benefit 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 
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N. Y. C. Ass’n Streamlines 
Agents Training Course 





MAX H. WEIS 


Max H. Weis, CLU, Penn Mutual, 
Chairman of the New York City Asso- 
ciation’s Agents’ Qualification 
Training Course under the direction of 
Educational Vice President, Charles N. 
Barton, CLU, Union Central, has com- 
pleted plans for a streamlined revision 
of the course April. This 
course prepares prospective agents for 
the New York State Life License Ex- 


Life 


starting in 


aminations. 

The course syllabus has been com- 
pletely rewritten by the committee with 
a view to presenting a more compact 
training program. Day and_ evening 
sessions will be available as an associa- 
tion service to the member general 
agents and managers. The course has 
been condensed into five sessions of two 
hours each followed by a half-hour dis- 
cussion period for students desiring such 
instead of the former eleven sessions of 
three hours each. 

It is contemplated that the five day- 
time sessions will be held from 9:30 a.m. 
to 11:30 p.m., followed by the question 
period and will be conducted each month. 
Present plans call for lectures on Thurs- 
day, Friday, Monday, Tuesday and Wed- 
nesday mornings immediately prior to 
the examinations which will be held on a 
Thursday morning. The Wednesday ses- 
sion will be for review purposes. In 
June and September 1958 since the ex- 
aminations will be held on a Wednesday 
morning the lectures will be presented 
Wednesday, Thursday, Friday, Monday 
and Tuesday mornings with the Tuesday 
session for review purposes. 

The evening classes will be held from 
6:00 p.m. to 8:00 p.m. followed by the 
half-hour question period. The frequency 
of presenting the evening course will 
depend on the demand for such sessions. 
It is expected that lectures will be given 
on Wednesday through Friday evenings 
of the week preceding the exam week 
and on Monday of the exam week with 
a review on Tuesday evening when the 
examination is given on Thursday morn- 
ing. In June and September if the 
evening courses are presented the lec- 
tures will be given on Tuesday through 
Friday evenings of the week preceding 
the exam week and the review session 
will be held on Monday of the exam 
week, 

Assisting Chairman Weis in the revi- 
sion of the course were Albert J. Ham- 


merle, Penn Mutual; Andrew F. Kin- 
bacher, CLU, New England Life, and 
Stanley R. Wayne, Mutual Benefit. 


Messrs. Hammerle, Kinbacher and Jo- 
seph P. LoTruglio, supervisor, Union 
Mutual, will assist Chairman Weis as 
lecture chairmen. 


U. S. Life Group Division’s 


First Seminar in Series 


A review of the past to set the pace 
for the future was the keynote of the 
initial seminar of the Group division of 
United States Life. Held at Pocono 
Manor, Mt. Pocono, Pa., the seminar 
was the first of a scheduled series. 

Group Vice President Fred O. Becher 
outlined the purpose of the three-day 
meeting as follows: “... to take stock 
of our experience in Group insurance 
since entering the field in 1945 and to 
make plans for the future to keep in 
step with the ever-changing Group field.” 

Mr. Becher also discussed a number of 
United States Life “firsts” in the Group 
business — the introduction of Baby 
Group and, more recently, the “20/40” 
Mode! Group Life plan. 

He pointed out that the company’s 
Group Life volume has increased steadily 
from $200,000,000 in 1953 to its present 
total of $630,000,000. He stated, “We can 
be proud of our record in 1957 which was 
our biggest production year to date.” 

Attending the Group seminar were 
United States Life President Raymond 
H. Belknap, Vice President and Actuary 
Glenn O. Head, Vice President Becher, 
Group Actuary John Gray and Group 
representatives from the home office, 
Chicago and Los Angeles. 








fer active brokers for servicing. 





LIFE BROKERS SUPERVISOR WANTED 


We have a splendid opening in our live mid-town agency. Will trans- 


Good financial arrangement, Salary or Drawing: 
Phone GA. MUrray Hill 2-7330 











Sun Life Trophy Winner 


B. R. Wright, branch manager for 
Sun Life of Canada in Newark, has 
been named 1958 winner of Sun Life’s 
President’s Trophy, according to an an- 
nouncement by J. A. McAllister, vice 
president, agencies. Winner for the 
third time, Mr. Wright repeats his suc- 
cess of last year. The trophy, now in 
its 16th year of competition among the 
48 Sun Life branches in the United 
States, is awarded annually for “out- 
standing achievements in branch man- 
agership,” credits being given for vol- 
ume of paid-for business produced by 
the branch, quality of business written, 
manpower rating and branch costs. As 
winner of the President’s Trophy, Mr. 
Wright will once again head Sun Life’s 
United States managers’ consultation 
committee for the next 12 months. In 
second place was L. C. Richards, branch 
manager at Cleveland, a previous win- 
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Executives, 


“Reinsurance Exclusively” 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 
associating with North American Re, the world’s 


} largest company devoted exclusively to life reinsurance. 
; They also value highly the entirely non-competitive 


nature of their relationship with North American. 


Many of these benefits are described in our new 
booklet, entitled, “Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


<¥ EMER, 
LL™ +, NORTH AMERICAN 
sf >; REASSURANCE COMPANY 
m 2 161 East 42nd Street, New York 17, New York 
% & Murray Hill 7-1870 
% = Reinsurance Exclusively 
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ner and_ six-time committee member, 
while R. D, Ekblad of Houston, marking 
his third year of membership, was third. 
F. W. Merselis of New Haven, also a 
long-time member, and C. F. G. Mar- 
chant of Lansing ranked 4th and 5th 
respectively. 


Bridgeport General Agent 
For Massachusetts Mutual 





Arthur Johnson 
WALTER S. ROBBINS 


Massachusetts Mutual Life has ap- 
pointed Walter S. Robbins general agent 
of a new office at Bridgeport, Conn. He 
has represented the Hartford agency in 
New Haven since 1951. 

Graduate of Hotchkiss School and 
Yale University, he is a member of the 
New Haven Life Underwriters Associa- 
tion and one of Massachusetts Mutual’s 
million-dollar producers in 1957. He is 
treasurer and a director of the Yale Club 
of New Haven, secretary and a director 
of the Yale Golf Association, a team 
captain for the United Fund of Greater 
New Haven, and a member of New 
Haven Country Club, New Haven Lawn 
Club, and Yale Club of New York City. 
In 1956 he was a quarter finalist in the 
Connecticut State Golf Championship 
tournament, 





Prudential Award Winners 

The Prudential has announced the 
awarding of its President’s Trophy for 
1957 to the leaders in its district agen- 
cies organization. The Gary, Ind., district 
(now called Hammond) led the more 
than 600 company districts in the United 
States and Canada to win the trophy for 
established districts. Previously, it had 
earned a President’s Citation—Pruden- 
tial’s next highest honor—for ten con- 
secutive years. 

The trophy for pioneer districts—those 
that are opened in new territories—was 
awarded to the Mobile, Ala., district. 

The Harold B. Nimetz staff in Gary 
won the trophy for established staffs. 
The trophy in the pioneer class went 
to the Harry A. Turaska staff in Tampa, 
Fila. 

Aurele Blain of the St. Lambert dis- 
trict in Canada won the trophy for dis- 
trict agents. He led more than 20,000 
agents with net paid-for of $1,651,577 
and premiums of $43,972. 

The trophy for regional leadership was 
awarded to the northwest Pennsylvania 
region. 
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SAMUEL M. SITOMER is an amazing man who 
climbed from four dollars a week to $15,000 a 
year — and then quit his job in prospect of 
commission earnings from a sales career in life 
insurance. That was 15 years ago. 


Today, Sam Sitomer is the leading underwriter of 
America’s largest life insurance agency — The 
Union Central’s New York Agency. He is a charter 
member of his Company’s 
distinguished President’s 
Club, and a life member 
of the industry’s cele- 
brated Million Dollar 
Round Table. A promi- 
nent national insurance 
publication has singled 
him out as “Salesman of 
the Year.” 


Moreover, he has estab- 
lished practically every 
important record in his Company. Not only has 
he led the nation in sales during five consecutive 
years, he has sold as much as $6,709,150 of Union 
Central life insurance in a single year. 


But the most dramatic evidence of Mr. Sitomer’s 
remarkable success in the life insurance profession 








is the fact that The 
Union Central has paid 
him more in commissions 
during a single year than 
many men earn in a 
lifetime. 

When fabulous Sam Sito- 
mer concludes that “a 
new agent ought to earn 
about $20,000 a year 
within a short time,” 
perhaps he makes it sound easier than it really is. 
And success is never easy. But it is difficult to 
disagree with the man whose conclusion is based 
on his own accomplishment. 








“Life insurance has yielded 
me more of life’s good things 
than I ever dreamed of 
having,” says Sam Sitomer 
— dynamic Union Central 
underwriter who has never 
relaxed in determination to 
succeed nor in responsibility 
toward the many individuals, 
families and businesses listed 
among his policyholders. 














(Harcourt-Harris Photos) 


THE UNION CENTRAL LIFE INSURANCE COMPANY . CINCINNATI 


Security for the American Family since 1867 
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Julian S. Myrick Gives A Party 


Invites Round Table Members and Others to His 


“60 Years in Life Insurance” Event 


When Julian S. Myrick, a man who 
has been constantly honored by the life 
insurance business, reached his 60th anni- 
versary in insurance on March 14, he 
decided to throw a party of his own in 
observation of the event. He began com- 
piling the guest list by including all 
members of the Round Table of Greater 
New York, and adding to it a large 
number of executives of insurance com- 
panies, of industrial organizations and a 
friends outside of insur- 
ance. From his own company, Mutual 
Of New York, came a number of officers. 
The event was held in the Racquet & 
Tennis Club in Park Avenue, New York. 
Although he is 76 years old he manages 
to get in some tennis there three times 
a week in winter time. In the hot weather 
period he plays tennis either at the ten- 
nis club in Forest Hills, Long Island, 
where the national championships are 
played, or in the Hamptons on Long 
Island where he has his summer home 
and was president of a country club 
there. 

The Round Table of Greater New York 
is a club of 35 or 40 managers and gen- 
eral agents of insurance companies. Its 
dinners are held in Racquet & Tennis 
Club or University Club. There are no 
speeches and Mr. Myrick is its spark- 
plug. There weren’t any speeches at his 
anniversary party, either. Those who 
accepted invitations to attend that party 
follow: 

Gilbert Austin, Osborne Bethea, Charles Bues- 
ing, L. A. Cerf, Jr., Ralph Engelsman, Jack 
Evans, J. M. Fraser, H. J. Henderson, Eugene 
Homans, Al Johannsen. 

Oscar Krebs, Harry Krueger, Harry Kuesel, 
Marsh MacLeod, John McNulty, Robert V. 
MacWilliams, Richard E. Myer, Thomas O’Hara, 
Arthur W. Schmidt, Roger Schmidt, George 
Shoemaker. 

Ray Thorne, Gerald Young, Arthur Young- 
man, Dana Clark, Albert Hirst, Holgar J. John- 
Shepard, Carl Spero, Clarence 


few personal 


son, Bruce 
Metzger. 

Jack Manning, Earl R. Trangmar, James A 
McLain, Dudley Dowell, Dr. A. H. Hansen, 
James P. Fordyce, Walter Klem, Harold Baird, 
David B. Fluegelman, Denis B. Maduro, Austin 
D. Reiley, Bernard Eiber, William Myrick, 
Watson Washburn, John Tunmore. 

From Mutual Of New York: 

Roger Hull, Frank Jackson, D. D. Briggs, 
James Bingay, Robert R. Stroud, J. M. Wick- 
man, Edward H. Wells, J. McCall Hughes, Carl 
V. Cefola, Richard J. Learson, Haughton Bell, 
John G. Kelly. 

John P. Traynor, Vincent F. Lechner, Allen 
L. Lindley, Andrew C. Webster, Dr. Richard 





Federal Income Tax 


(Continued from Page 1) 


companies were heard, explained techni- 
cal features of the bill and discussed 
comparative revenues to the Treasury 
under the Mills Law and the 1942 law, 
which would have sharply increased the 
life company tax payments this year 
had it been allowed to remain in force. 

Senators Johnson (D.-Tex.) and 
Knowland (R., Cal.), majority and mi- 
nority leaders of the Senate, indicated 
during the debates that efforts to amend 
the bill by attaching general tax reduc- 
tion provisions were not appropriate 
because they are now under considera- 
tion by the Administration and Con- 
gressional Committees. 

The President is expected to sign the 
bill into law promptly. Meanwhile, the 
Treasury Department has announced a 
procedure for granting extensions of 


time in connection with tax payments 


due March 17. 








JULIAN S. MYRICK 


L. Willis, Dr. 


Honored by Many Offices 


A lad from the South, Julian Myrick 
arrived in New York and got a job with 
the Charles H. Raymond agency, Mutual 
Of New York, another lad in the office 
being Charles E. Ives. They became 
personal and then business pals, after a 
time forming the firm of Ives & Myrick, 
general agents of Mutual Of New York. 
That agency became one of New York 
City’s leaders. As socially-minded as 


John F. Moore, Peter Schaus. 
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YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 


Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 





OF THE 


color description 





A TREASURED OIL PAINTING 


Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. This life-like 12 x 16 painting, handsomely 
@ framed in limed oak, will become a cherished possession. 


Here's all you do. Send us a snapshot (any size), with complete 


few short weeks you will receive your portrait. 
Please send check or money order. 


67 Warren St., Roxbury, Mass. 


ONE YOU LOVE 


of eyes, hair, clothing and person's age. In a 


$9500 


Postage prepaid. 


ED LURIE, pept. eu 














Perle Mesta or the Duke of Windsor, 
Julian Myrick has a flair for bringing 
people together, making them forget the 
competitive hours of their lives. His 
judgments have been widely sought in 
the insurance field, the advice he has 
given being clear and incisive, without 
sarcasm or satire. People felt that if 
Mr. Myrick thought the attitudes their 
associations took were right, then they 
were right. So they elected him presi- 
dent of local and state life underwriters 
associations, National Association of Life 
Underwriters and American College of 
Life Underwriters. He won the coveted 
John Newton Russell Award of NALU 
for “outstanding services to the institu- 
tion of insurance.” 

Outside of insurance for years he has 
exercised wide influence in tennis circles. 
This resulted in his being elected chair- 
man of the Davis Cup and Wightman 
Cup committees, president of United 
States Lawn Tennis Association and be- 
ing picked as a delegate to attend the 
Davis Cup matches in Australia last year. 
One of his tennis partners was the Queen 
of Spain when he made a visit there. 
Also, he was presented to the Dowager 
Queen Elizabeth when she and her hus- 
band were King and Queen of Great 
Britain. 
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THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
WHY are your renewal commis- 
sions for low lapses the same 


as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E, E. BALLARD, President, 


ALL AMERICAN 
Lie ‘a Dasualty 


fel iter. Neve) OUNYIANYG 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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Hancock’s New Set-Up 
For Public Relations 


HOWARD ADVERTIS. DIRECTOR 





Stanley T. Dingman Now Director of 
Public Relations; Others on 
Staff Advanced 





Boston—As mentioned briefly in this 
paper last week, a new name for the 
Public Services Department, more de- 
scriptive of its operations, and several 


organizational changes within that de- 
partment were announced by Byron K. 





LEAVITT HOWARD 


Elliott, president of John Hancock Mu- 
tual Life. 

The department will be known as the 
Department of Advertising and Public 
Relations, with the following reorganiza- 
tion taking place immediately: Leavitt 
Howard, formerly director of public 
services, is promoted to director of ad- 
vertising; Stanley T. Dingman, formerly 


STANLEY T. DINGMAN 


associate director of the bureau of publi- 
cations, is promoted to director of public 
relations; and William R. Eustis, for- 
merly manager of health education serv- 
ice, is promoted to assistant director of 
advertising. 

Vice President Robert P. Kelsey will 
continue to have responsibility for the 
overall operations of the department, as 
well as other special company assign- 
ments. The new directors of advertising 
and public relations will report directly 
to Richard P. Waters, Jr., second vice 
president, ‘ 

Assisting James A. Peirce as director 





Howard S. Wilson Dead; 
Bankers of Neb. Head 





Rinehart Marsden 


HOWARD S. WILSON 


Howard S. Wilson, president of Bank- 
ers Life of Nebraska since 1919, one of 
the longest tenures of a company pres- 
ident, died in Lincoln General Hospital, 
Lincoln, Neb. on March 14. He was 63. 

Native of Lincoln and graduate of 
University of Nebraska, Mr. Wilson 
had received mz iny honors in recognition 
of his extensive civic activities. He had 
served on the executive committee of 
American Life Convention and on many 
committees of Life Insurance Assn. of 
America. He was a 33rd Degree Mason 
and member of the Scottish Rite Temple 
Board. He is survived by his wife, Mrs. 
Louise Wilson. 


Miami Paper in Attack 
On Commissioner Larson 
Miami, Fla., March 19—Miami Herald 
is making a daily attack on Florida in- 
surance, condemning J. Edwin Larson, 
Florida Insurance Commissioner, alleging 
he borrowed $15,000 from National Union 
Life Ins. Co. on land he owned. He 
admitted company to state and later it 
failed. Money was also borrowed from 
three other companies. Commissioner 
Larson said he had accepted loans, but 
it was not illegal under existing Florida 
laws. 


William F. Atkinson Dead 
William F. Atkinson, 85, who for 40 
year was general agent in Brooklyn for 
Northwestern Mutual Life, died at his 
home in South Laguna, Calif. He re- 
tired in 1938 and moved to California in 


1942. 





of the bureau of publications will be 
Clifton A. Follansbee, who has _ been 
appointed assistant director. Catherine 
R. Thacker thas been appointed staff 
assistant for the entire advertising and 
public relations department, and_ will 
serve as liaison with the personnel de- 
partment, and carry on her regular 
assignments. 

Serving the public relations division 
in a staff capacity will be Peter Benton 
as coordinator of public relations, and 
Morgan H. Plummer, Jr., as coordinator 
of community relations. 

Mr. Howard, as director of advertising, 
will supervise the following units: Pro- 
duction, mail advertising, health educa- 
tion and the company library. As direc- 
tor of public relations, Mr. Dingman will 
oversee the operations of the public 
relations staff, the bureau of publica- 
tions, the news bureau and the photo- 
graphic bureau, 








"Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREBT BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Nationwide Proxy Drive on 
Northwestern National Life 


Nationwide Corp. of Columbus, O., a 
holding company for insurance stocks, 
announces that on April 25 it will launch 
a proxy campaign among Northwestern 


National Life policyholders to obtain 
representation on the board of that 
company, the Minnesota court having 


given Nationwide access to Northwest- 
ern National’s home office records, of 
stockholders and policyholders. 

Nationwide reported increased earn- 
ings for 1957 attributed largely to higher 
dividend payments. by Northwestern 
National and Nationwide Life. The cor- 
poration’s other major investments are 
‘n Michigan National Life, North Amer- 
ican Accident, and National Casualty, 
all of which maintained dividend rates 
at previously established levels. 





Travelers on Voice of America 


The U. S. Information Agency this 
week recorded interviews with Travelers 
Insurance Co. executives and employes to 
show how a major U. S. insurance com- 
pany operates, which will later be broad- 
cast overseas by the Voice of America. 





Asst. Agency Superintendent 
Nicholas P. Oglesby, CLU, has been 
appointed assistant superintendent of 
agencies of Lincoln National Life. Prior 
to joining Lincoln National, he served as 
general agent and agency manager in 
Roanoke, the past seven years. 


You 


may be the man we want! 


One of America’s Largest Agen- 
cies of one of America’s Leading 
Life Companies has a most un- 
usual opening—one for a Man 
who wants to follow Life Insur- 
ance Management as a career but 
who is stymied in his present lo- 
cation. He should be a capable 
producer, good recruiter and lead- 
er. CLU not necessary but an 
added aid. High starting salary 
in five figures with our Fee paid 
by employer. 


Many other fine openings “from 
a trainee to an executive”’ include: 
FINANCIAL ANALYST $15,000 
ACTUARY—LIFE COMPANY 12,500 
ASST. MGR.—SYSTEMS 8,006 
LIFE INS. ACCOUNTANT 8,000 


CITY COMPUTING PLACEMENT 


PAUL S. MILLER, MANAGER. 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 














Moore Council President 


Officers and members of the Advisory 
Mutual 


Managers 


Council of the Provident Gen- 


eral Agents and Association 
for the year 1958 are: 

President, Mark M. Moore, Jr., CLU, 
Minneapolis; Vice President, John J. 
Tunmore, New York; Secretary 
Treasurer, Richard M. Mueller. 

Council members are Lowell W. Davis, 
Hartford; Thomas F. Irwin, Philadel- 
phia; John N. Savage, Dallas;, Ralph 
W. Tipping, CLU, Los Angeles, and 
Immediate Past President Paul W. 
Schenck, CLU, Greensboro. 


and 





profits 


ance profitably. 
For all the details, 








Overhead up... 


If so, your Life Department can help you 
get them both going in the right direction. 


How? By increasing your Life, A& H, and Group busi- 
ness, without adding to your overhead expense. Your 
Life Department is ready to give you, the general insur- 
ance man, all the advice, specialized service, sales and | 
promotion assistance you will need to sell Life Insur- 


just call our nearest office or write 
Connecticut General-Life Insurance Company, Hartford. 


CONNECTICUT GENERAL 


Life * Accident * Health * Group 


down? 





























Vice President and Manager of Agen- 
cies Lewis C. Sprague addressing the 
Hollywood Beach Management Meeting 
of Provident Mutual General Agents and 
Managers. 


sued for larger average amounts, with 
higher premiums per policy and with 
ereater commissions per sale. 

E. Roy Hofmann, associate manager of 
agencies, announced an Agency Building 





PLAQUE WINNERS FOR PER- 
SISTENCY—Left to right: Sherman O. 
Schumacher, Akron; Robert M. Fuller, 
~~ eae Knox Turnbull, Charlottes- 
ville. 


Bonus plan. He stated that experience 
has shown that some of the finest new 
agents have been introduced by success- 
ful established agents. The latter know 
the company and know the type of men 
they want to be associated with. The 
bonus plan will give them substantial 
rewards for their activity in bringing 
qualified recruits into the agency. Fred- 
erick J. Kiefner, CLU, assistant man- 
ager of agencies, told of the new agency 
building plans. He mentioned the im- 
portance of pre-training and advised that 
no test, or series of tests, can substitute 
for the ability of the general agent or 
manager to select his new manpower. He 
was followed by C. Gordon Ferguson, di- 
rector of sales, who described the com- 
pany’s revised and expanded supervisory 
plans. 

The third day’s session started with a 
discussion of manpower development. 
Ralph W. Tipping, CLU, was chairman. 
C. Richard Mattis, Philadelphia, and 


Mark M. Moore, Jr., CLU, Minneapolis, 
outlined 


their plans for selective re- 


Provident Mutual Meets At Hollywood Beach 


(Continued from Page 3) 





cruiting. Both agreed on the value of 
pre-training but also warned that it can 
not take the place of regular selective 
processes. Chester Ledford, Kansas City, 
completed the panel with a description 
of the results of the campus program 
within his agency and within the com- 
pany as a whole. This program has re- 
cently been publicized in a_ national 
magazine. 


Financing and Manpower Development 


Lowell W. Davis, Hartford, was mod- 
erator for the final session of the day 
with a panel on Profitable Financing. |. 
Henry Hooper, Baltimore; Richard M. 
Mueller, Indianapolis; and John J. Tun- 
more, New York, told of the plans they 
use in their agencies. They all agreed 
that any plan of financing agents is 
valuable only if it follows careful plans 
of selection, training and supervision. 

The discussion of Manpower Develop- 
ment was continued the next day, with 
John N. Savage, Dallas, the chairman. 
W. Henry Blohm, Cincinnati; Thomas 
F. Irwin, Philadelphia; and Leonard H. 
Morgan, Atlanta, described plans they 
are using successfully in their agencies. 
Their talks mainly concerned the com- 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 





300 Park Avenue, New York 22, N.Y. 





PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 
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pany’s new program and how it benefits 
the veteran agent and the broker. They 
were followed by Gerald W. Page, CLU, 
Los Angeles; and W. Lawrence Rotz, 
Decatur, who discussed “Provident Posi- 
tives’—a topic of particular interest, of 
course, to this audience. 

Paul W. Schenck, Jr., CLU, the re- 
tiring president of the Association, was 
chairman for the final day. An entirely 
new Business Insurance Course was an- 
nounced and described by John T. Wil- 
ver, director of training. The sales por- 
tion of the course has already been field- 
tested in many of the company’s 
agencies. Everett D. Armantrout, direc- 
tor of sales research, introduced a new 
manual for employe benefit plans and 
told of plans for further development of 
the idea through work-shops which will 














In his own words... 


the policy. 


” 


service deluxe. ... 





fr 


Joseph E. Boettner, C.L.U., President 














SERV ICE 
speaks for itself 


. . . but occasionally someone feels that exceptional 
service merits a few well-deserved words of praise. 


Take the case of Alvin E. Baer, a Philadelphia 

Life General Agent in Livingston, New Jersey. 

He is accustomed to good service, but he felt that one 
particular case merited more than usual attention. 


“May I take the liberty to extend my congratulations 
to the Underwriting Department for what I believe to 
be a new record for issuing a policy. 

1 submitted a Juvenile application 
5:00 p.m. from Livingston, New Jersey, on January 
3rd, and picked up the issued policy at 8:00 a.m. on 
January Sth. In other words, 39 hours after 1 had 
mailed the application to the Home Office, 1 received 


Congratulations to the Underwriting Department, 


and also to those responsible for the elimination of 
inspections on Juvenile apps. They sure are giving us 


Naturally, we are proud of such praise, 
but, more important, it shows 

that we have achieved our goal 

of giving our Field Organization 


Address inquiries to the Agency Department 


Philadelphia i ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


OVER A QUARTER OF A BILLION OF 





by mail at 


service that more than 
speaks for itself. 


James H. Burdick, Agency Vice-President 


INSURANCE IN FORCE 




















be held in several sections of the country 
later in the year. Charles E. Probst, 
vice president, Group division, discussed 
plans and development in his field and 


told how Group and_ individual policy 


plans can be integrated in the life under- 
writer’s work procedure. Vice President 
Sprague summed up the events of the 
week’s program and the meeting was 
closed by Thomas A. Bradshaw, Provi- 
dent Mutual president. 


Manager Newark Office 
Life Co. North America 


Target Photos 


JOSEPH S. FLANAGAN 


Life Insurance Co. of North America 
has appointed Joseph S. Flanagan, CLU, 
manager of the Newark, N. J. service 
office at 520 Broad Street. 

Formerly branch manager for New 
England Mutual at Newark, Mr. Flana- 
gan had previously been a_ supervisor 
for Metropolitan Life at Union City. 
graduate of Rutgers Extension Univer- 
sity with a certificate in business admini- 
stration, Mr. Flanagan became a Char- 
tered Life Underwriter in 1953 and 
received the Life Underwriter Training 
Council certificate in 1957. He is a mem- 
ber of the Newark Association of Life 
Underwriters, the Newark Association of 
Chartered Life Underwriters and the 
Hackensack Golf Club. 


California Life Opens 
Chicago Branch Office 


Chicago—California Life of Oakland 
has opened a midwest branch office in 
Chicago, temporarily at 540 North Mich- 
igan Avenue. 

C. Clint Chambers, appointed execu- 
tive manager of the midwest branch, 
brings with him 13 years of insurance 
agency experience. He formerly headed 
the motor transport division in the acci- 
dent and health department of Continen- 
tal Casualty Co. 

California Life writes all forms of life, 
accident and sickness and Group insur- 
ance. On April 1 the office will move 
to 333 North Michigan Avenue. 
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Vice President Prudential 
Group Sales, Administration 





Augusta Berns Bamberger Studio 


KENNETH C. FOSTER 


The Prudential announces appointment 
of Kenneth C. Foster as vice president 
in charge of Group sales and administra- 
tion. Edward M. Neumann, vice presi- 
cent and associate actuary, will continue 
to direct the activities of the Group 
actuarial and underwriting department. 

Mr. Foster has been a second vice 
president since 1950 and has been asso- 
ciated with the company’s Group insur- 
ance activities since 1953. He is a native 
of Augusta, Maine, was graduated from 
University of Maine in 1934, received a 
master’s degree from Columbia Univer- 
sity in 1936 and a law degree from 
Newark University in 1940, 





Prudential Ordinary Leaders 
Awarding of two President's trophies 
and 16 President’s citations to its lead- 
ing Ordinary agencies during 1957 was 
announced by The Prudential. 

The trophy for “leadership in all- 
round accomplishment” went to the Min- 
neapolis agency, managed by Burton W. 
Bauernfeind, CLU; the trophy for “lead- 
ership in brokerage accomplishment,” to 
Don K. Alford & Associates, Chicago. 

Citations for performance during the 
year were awarded to the following 
agencies and their managers: New Or- 
leans, Sidney L. Marks, CLU; Philadel- 
phia, Ralph H. Rice, Jr., CLU; St. Paul, 
Karl A. Eide; La Salle agency, Chicago, 
Robert J. Murphy, CLU; Jacksonville, 
L.. Cottrell Tally; Newark, Osborne 
Jethea; Akron, John P. Gannon; Kansas 
City, Glen S. Baker; Fort Worth, John 
A. McCelvey, CLU; Champaign, G. Rich- 
ard Caughron; Detroit, William H. 
Klingbeil; Hackensack, C. Jordan Kreut- 
zer; Mobile, William D. Zydiak; Raleigh, 
Lucian A. Peakcock, CLU: Newark bro- 
kerage, Saul S. Vort; Times Square 
(New York) brokerage, John A. Mc- 
Nulty. 


Dr. Herrick Heads Insurance 


School at Texas College 


Establishment of insurance study as a 
major field in Texas Christian School of 
Business, Fort Worth, Tex., is an- 
nounced with Dr. Kenneth W. Herrick 
of University of Connecticut to be pro- 
fessor of insurance, 

Dr. Herrick holds degrees of B.A. and 
M.B.A,. from Stanford University, Ph.D. 
from University of Pennsylvania and is 
a CLU. For the past three years he has 
taught insurance and been head of the 
business department at University of 
Connecticut. He is author of books and 
articles in insurance. 

Dr. Herrick is secretary-treasurer of 
American Association of University 
Teachers of Insurance. 


Kansas City Life Names 


Field Training Supervisors 
Two field training supervisors have 
been added to the sales and training de- 
partment of Kansas City Life, D. Gordon 
MacEachen and Virgil A. Schnieders. In 
addition to department duties at the 


home office, they will spend considerable 
time in the field assisting in the con- 
ducting of agency meetings. 

Mr. Schnieders has -been with the 
company since 1954. His first assignment 


was as supervisor for northwest Mis- 
souri, with the Missouri-State agency. 
After about a year and a half, he went 
to the home office and worked both 
there and with management agencies. 

Mr. MacEachen joined Kansas City 
Life February 1. For six and a half 
years, he was in the life insurance busi- 
ness at Washington, D. C., where he was 
a personal producer for four years with 
one company, then an assistant to the 
director of agencies of another company 
for two and a half years, and later re- 
turned to personal production in the 
Kansas City area. 


Equitable of Iowa Record 


New life insurance paid for during 
February by Equitable- Life of Iowa 
amounted to $13,572,220, representing 
the greatest February in the 9l-year 
history of the company. This brought 
the total of new Ordinary business paid 
for during the first two months of 1958 
to $25,794,192, and increased the total 
business in force to a new high of 
$1,579,009,579. 

The Los Angeles agency, R. L. Hoghe, 
CLU, general agent, placed first among 
all agencies throughout the country. 





JOSEPH L. SPEYER, C.L.U. graduated from M.I.T. in 1929. He became a life Agent in 1932 and in 1950 was appointed Supervisor in 
Boston for the Berkshire Life Insurance Company. In 1952 he was named Assistant General Agent, and in 1954, General Agent. 





~ “A Broker can 
be known as 


...as well as an expert in his own general insurance field 
...if he has the backing of an alert, aggressive Life com- 
pany team. Wherever his limited Life knowledge leaves off, 


that’s where we come into the picture.” 


“You say ‘Come into the picture’, Joe; but to what extent?” 


“We're available to give you all the sales and training 
assistance you need to make money selling life insurance. 
Berkshire will support you with field-proven merchandising 
tools and techniques, highly-saleable policies, and fast per- 
sonal service... all the things you need to make life insur- 


ance selling successful and profitable.” 


“What you say really sounds great; but how do I start?” 





% 





“First, let’s go over the best prospect file you’ll ever have 
++. your own general insurance customers. Then, we’ll 
develop each case individually. By working this way as a 


team, we can’t help but make a success of Life selling for 






you. I’m sure I’ll convince you that today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


Lire 


Life, Accident & Sickness, Pension Plans, Annuities 


INSURANCE Co. 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD, MASS. * AMUTUAL COMPANY °« 18651 
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George Shelley Honored 
By N. Y. General Agents 


MACCABEES BOARD CHAIRMAN 


Jack Manning and David Hersh, So- 
ciety’s General Counsel, Pay Tribute; 
Herbert Budnick Toastmaster 





The Macca- 
bees in metropolitan New York joined 
together March 11 to honor George 
Shelley, now chairman of the board of 
the Society as well as general manager 
in the New York area. The affair, held 
at the Sheraton Michiatin was attended 
by about 50 including Jack Manning, 
Life Under- 


Eight general agencies of 


director of the 


managing 





GEORGE SHELLEY 
writers Association of New York, Inc., 
and David Hersh, general counsel who 
represented the Detroit office. 
Herbert Budnick, general agent in the 
Bronx, was toastmaster and did an excel- 
lent job in this capacity. His father, 
3ernard, for many 
attorney in New York, also attended. 
It was a felicitous evening for George 
Shelley, who has been a substantial fac- 
tor in the growth of The Maccabees in 
recent years. The Society, now 80 years 
old, paid for close to $80 million last 
year and its metropolitan New York 
agencies paid for $23,700,000, a gain of 
66% ever 1956. In acknowledging this 
sizable production Mr. Shelley predicted 
that The Maccabees, strengthened by 
new manpower, an improved home office 
accounting and procedures system, local 
underwriting facilities in New York, and 
competitive Ss will hit the $100 
million mark in 1958. He noted appre- 
ciatively that for the first two months 
this year the metropolitan New York 
office is about 12% ahead of 1957. 
Hersh Gives Credit to Shelley 


David Hersh, one of the chief speakers 
at the dinner, gave justified credit to 
Mr. Shelley for having “pulled us up 
by our bootstraps and put The Macca- 
bees in a challenging position to the 
larger life companies. Actually he stirred 
us out of complacency.” 

Mr. Hersh explained that when George 
Shelley was elected president of the 
Society last fall he did not at first 
realize that it would require all of his 
time in Detroit. Because he did not want 
to divorce himself from New York where 
he had built up a substantial volume of 
business Mr. Shelley decided to resign 
the presidency. In taking the board 
chairmanship he was able to divide his 
time between the home office and New 
York, sharing the responsibility for run- 


home 


years a practicing 


ning The Maccabees with Robert E. 
Morris, who was named president early 
in February. Mr. Morris will handle the 
administrative side and Mr. Shelley the 
executive affairs. He has been with The 
Maccabees since 1936 and Mr. Morris 
for over 30 years. 

Jack Manning, speaking on behalf of 
the Life Underwriters Association, ex- 
pressed the high regard with which Mr. 
Shelley is held by his organization. He 
also spoke in appreciation of The Mac- 
cabees’ hospitality when the NALU met 
a Detroit for its annual meeting last 
all. 


Joseph Stark Leader in January 


In the January testimonial campaign 
held in honor of Mr. Shelley by the 
New York agencies the leading producer 
was Joseph Stark of the metropolitan 
agency. He was presented with an at- 
tache case, the prize donated by the 
Clare Agency, N. Y. Mrs. Clare Rosen 
made the presentation. Recognition was 
also given to Alexes Chernoff, oldest 
agent in point of service with The Mac- 
cabees in New York. Now 67 years of 
age, he has been selling life insurance 
for the Society for 29 years. 

The eight agencies represented at the 
dinner were as follows: Best Agency, 
Richmond Hill, 1957 leader in production, 
of which Nathan Cooperman and Hy 
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BERNARD A. HAAS AGENCY 


Manhatan Life 
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New York 17, N. Y. 
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Court 
3ernard 


Groman are co-general agents; 
Agency, Brooklyn, of which 
Gorson and Isidore Herman are co- 
general agents; Chast Agency, Wood- 
side, L. I., of which Jack Chast is gen- 
eral agent ; Sawyer & Schleifer, Baldwin, 
‘ae ee managed by Albert Sawyer and 
Samuel Schleifer, co-general Meets 
Kassan Agency, Hempstead, L. I., David 
Kassan general agent; Budnick Phe 
the Bronx, Herbert Budnick general 
agent, which office ranked second in 
1957 production; the Clare Agency, New 
York, Mrs. Clare Rosen general agent; 
Gorham Agency, Syosset, L. I., Leonard 
Gorman general agent. 


VA Cos. Before Appeals Court 


W ashington—District of Columbia Va- 
riable Annuity companies have asked the 
U.S. Court of Appeals to affirm a Fed- 
eral Court decision exempting them 
from jurisdiction by SEC. 








A GOOD “TERM’’ TO USE 
ON ALL OCCASIONS 


CROWN LIF 


OF TORONTO, 


VES...NEW. 
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THESE RATES: 





CANADA 


all new Term Rates 
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$10,000 MINIMUM 


issue issue 


39 = «60 


1veaR TERM + Ronawable 9 years -..°0-08..°20.93 


5 YEAR TERM { 


10 YEAR TERM { 


Renewable tage 65...°0.O2..°30.39 
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NOW...GET YOUR COMPLETE GUIDE TO 
THE MOST COMPREHENSIVE TERM PLANS 
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| 
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When it’s new in town— 
It comes from Crown | ee 
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BROKERAGE DEVELOPMENT DEPARTMENT, 
THE CROWN LIFE INSURANCE CO., 
120 Bloor Street East, Toronto, Canada 


Please send me your Term outline to: 


a ee 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











Conn. State Association’s 
Sales Congress March 27 


The 20th annual sales congress of the 
Connecticut State Association of Life 
Underwriters will be held March 27, in 
Yale University’s Sterling Law School 
Auditorium. A $200 scholarship, awarded 
annually by the Association to a deserv- 
ing student at the University of Connec- 
ticut, whose major is insurance, will be 
presented during the program, according 
to Edwin S. McCoach, general chair- 
man of the event. Mr. McCoach is 
general manager of the New Haven gen- 
eral office of the New York Life. 

A panel of six speakers will highlight 
the day’s program, They include Rex 
H. Anderson, vice president in charge 
of marketing, Life Insurance Company 
of North America; John K. Luther, direc- 
tor of training, Aetna Life; James 
Watson of Bronxville, N. Y., lecturer 
and sales consultant; Paul S. Mills, man- 
aging director, American Society of 
Chartered Life Underwriters; Herbert 
V. Kibrick, special agent, New York 
Life, Boston; and Umberto A. Palo, 
special agent, Prudential, New Bruns- 
wick, N. J 

The morning session will begin at 
10 o’clock with a welcoming address by 
Jack B. Tate, assistant dean of Yale 
University. Ralph Keffer, actuary of the 
state of Connecticut, will address the 
— session, 

A. Carl Valentine, special agent for 
New York Life in B ridgeport, and asso- 
ciation president for 1957-1958, will also 
talk to the gathering. Other association 
officials for 1957-1958 include Gordon L. 
Prior, Hartford, Michael P. D’Addabbo, 
New Britain and Leslie R. York, New 
Haven, vice presidents; Douglas A. Bora, 
Rowayton, secretary-treasurer; Clifford 
A. Washburn, Hartford, national com- 
mitteeman, and Howard V. Krick, New 
Haven, national trustee. 

Aiding Mr. McCoach as committee 
chairmen for the sales congress are 
Vincent J. Marzullo, The Prudential, 
advertising; Mr. York, Aetna Life, 
tickets; and Robert J. Mitchell, Phoenix 
Mutual, arrangements. All are located 
in New Haven. 





Agency Management Schools 

Nine Schools in Agency Management 
will be conducted in 1958 by the Life 
Insurance Agency Management Asso- 
ciation, according to an announcement 
by Donald Bramley, director of man- 
agerial training. This is the 30th year 
of LIAMA Schools. 

Seven schools for Ordinary managers 
and general agents will be held dur- 
ing the year. The first begins March 
24. The schedule is as follows: Hunt- 
ington-Sheraton, Pasadena, Calif., March 
24- April 4; General Oglethorpe, Sa- 
vannah, Ga. April 14-25. Baker Hotel, 
Mineral Wells, Texas, April 28- May 9; 
Edgewater Beach Hotel, Chicago, May 
12 - 23, June 16-27, July 7-18; Equinox 
House, Manchester, Vt., July 14-25. 

Two schools for district managers of 
Combination companies will be held at 


the Daytona Plaza Hotel, Daytona 
Beach, Fla., March 24- April 4 and the 
Wake Robin Inn, Lakeville, Conn., 


June 9-20. Schools are open to man- 
agers and assistants, general agents and 
home office executives of LIAMA mem- 
ber companies. 
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: Heart attack? Sure I had one... 
yr 
is 
0 “But here I am—working almost the same as before my heart The recovered coronary patient often worries unneces- 
n attack. Close up shop a little earlier and take things a little sarily. This is because a heart attack may be a frightening 
* easier, of course. And I watch my diet and weight pretty care- experience which creates doubts and fears about the future. 
{ . : . . 
fully. Like my doctor says, I’ve learned to live within the The recovering coronary patient, for example, may worry 
A, capacities of my heart.” about having another attack or about how much he will 
: opay, in your community—where you buy gasoline, have to change his accustomed ways of living. 
a your groceries, your clothing—you’re likely to find peo- Naturally, the doctor is the best person to ease the pa- 
ple at work who have recovered from heart attacks, or tient’s mind. But questions that puzzle and worry the patient 
e coronary thrombosis. often arise when the doctor isn’t around. Or, questions may 
e . : ° : 
1, Although coronary heart disease takes many lives, there Ome up which the patient hesitates to ask. 
B, is much about it that justifies an optimistic outlook today. To help fill this need, Metropolitan has prepared a new 
‘ For example, studies show that 80 percent of those who booklet . . . in cooperation with heart specialists . . . called 
’ have a “coronary” survive their first attack . . . and that “After a Coronary.” Perhaps there is someone in your fam- 
most are able to go back to work and enjoy many useful ily or circle of friends to whom this booklet would bring 
5 years. Moreover, those who make a good recovery face few reassurance. ; 
t or only moderate restrictions. You, too, might read it to advantage, for everyone should 
e They must, however, observe sensible safeguards about know about this disease which occurs so frequently nowa- 
5 work and activity . . . and particularly about diet, weight days. You will find it a helpful booklet . . . as well as a 
? control and rest. Those who do so generally live as comfort- hopeful booklet—reflecting a far more optimistic outlook 
. ably as if their hearts had never been in trouble. for those who have had a coronary attack. 
S 
. COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY This advertisement is one ofa continuing series 
1 sponsored by Metropolitan in the interest of our 
E national health and welfare. It is appearing in 
H H two colors in magazines with a total circulation 
. Metropolitan Life Insurance Company in excess of 32,000,000 including Time, News- 
: (A MUTUAL COMPANY) week, Saturday Evening Post, Ladies’ Home 
: Journal, Good Housekeeping, Redbook, Reader’s 
1 MADISON AVENUE, New YorK 10, N. Y. Digest, National Geographic, U. S. News. 
t 
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SELLING IN A RECESSION 


Recession or depression periods in the 
American economy have had little effect 
on the steadily volume of 
life insurance bought by the public. If 
there has been for a time a slowing in 
the expansion of individual insurance it 
has been more than made up by the new 
uses in business insurance or other fields. 
With the economy entering an area of 
tightening spending, the production ex- 
ecutives will be scrutinizing their sales 
operations. 

Frederick M. Peirce, managing direc- 
tor of the Life Insurance Agency Man- 
agement Assn., addressing a group of 
production executives of small and medi- 
um sized companies, pointed up the ad- 
vantages of intensive development of a 
geographic area which enables 
“to be big where 


increasing 


limited 
the smaller company 
you are” and to capitalize on one of its 
greatest potential strengths—closeness to 
its field org 

“One of 
and beat your competition, 
to cultivate intensively the territory in 
which you are a big company.” 

He noted the economic soundness of 
operating chiefly in a territory where 
the company is best known, where its 
influence is felt and where the company 
reputation helps to secure business. Such 
concentrated operation permits develop- 
ment by design, Mr. Peirce said, and 
reduces cost of agency supervision at a 
time when costs are increasing. 

Intensive development of territory is 
one approach to sales maintenance in a 
recession atmosphere. 


ranization. 
the best ways you can meet 


” he said, “is 





GROUP INSURANCE TREND 


Group life insurance written in Jan- 
uary, 1958, showed a tremendous increase 
over January, 1957. The figures became 
known during the week which had seen 
both Metropolitan and Prudential having 
press conferences at which figures of 
each company were made public. One 
set of queries emphasized at both con- 
ferences related to Group insurance. 
The questions were based on what 
seemed to financial reporters to be a 
slowing up of Group insurance as a 


whole last year, although the bulk ‘of 
the largest single negotiated employe- 
employer program, that of the Bell Tele- 
phone System, involving coverage of 
more than $1.5 billion, was written last 
year. The presidents of Metropolitan 
and Prudential were asked if there is 
any permanent trend of Group insurance 
having reached its peak. Both executives 
saw large expansion potentiality in 
Group. Some large corporations have 
been withholding their purchase, taking 
a cautious position, waiting to be satis- 
fied that the economy is reaching a 
greater stabilization. 

Figures of Institute of Life Insurance 
show a general increase for the year 
1957 of more than $14 billion making 
insurance in force reach $132 billion at 
beginning of 1958. 

Analyzing Group life in force in the 
U. S. at start of last year, excluding 
credit life insurance and the Federal 
Employes Group, Insurance Institute 
found that the greater part of the Group 
insurance in force and a large share of 
the persons covered were in groups of 
500 or more. Small groups, however, 
are growing in number. 





John H. Evans, vice president-sales, 
Home Life of New York, and Charlotte 
Turner of Royal Oak, Mich., were mar- 
ried at Broadway Congregational Church, 
New York City, on March 1. Mr. and 
Mrs. Evans are making their home in 
New York City. 

* * * 


Congressman Otto Krueger, former 
North Dakota Insurance Commissioner, 
has announced that he will not seek 
re-election to Congress. 

* * * 


John F. Weis, Jr. was elected a direc- 
tor at the annual stockholder’s meeting 
of Despard & Co. of New York. Mr. 
Weis has been with the firm since 1953. 


a * * 


William D. Keachie, CLU, Canada Life, 
Toronto has been awarded the John A. 
Torey Gold Medal by Life Underwriters 
Association of Canada. 

* * * 


Gordon C. Welshons, of the Stillwater 
(Minn.) Insurance Agency, has been 
elected president of the Cosmopolitan 
State Bank of Stillwater of which he 
has been vice president for many years. 








C, A. POTTER 


C. A. Potter, Manufacturers Life, 
New Glasgow, Nova Scotia, has been 
elected president of Life Underwriters 
Association of Canada. He attended high 
school in Middleton, N. S., and for 18 
years was in the wholesale and retail 
dry goods business. In 1930 he became 
an agent for Manufacturers Life. He 
is a member of United Church in New 
Glasgow and has been regional vice pres- 
ident of the Assocition. 


oe: 
Tom Bartlett, who heads his own 
agency in North Baltimore, Ohio, and 


who is a popular figure at annual meet- 
ings of the Insurance Advertising Con- 
ference, has been hospitalized since 
early this year but is now convalescing 
from a major operation. He has been 
greatly cheered by the hundreds of calls 
and letters he has received since his 
operation, and acknowledgment of the 
thoughtfulness of many people is con- 
tained in “The Bartlettgram News,” the 
monthly newsletter which his agency 
has issued since 1946, Mr. Bartlett has 
twice won plaques in the “best use of 
advertising” award competition of the 
Insurance Advertising Conference and 


has many friends in that organization 
who are hoping for his complete re- 
covery. 


- © 


Denis B. Maduro has been elected as 
an honorary member of the Life Under- 
writers Association of the City of New 
York, according to an announcement by 
Arthur L. Sullivan, Fidelity Mutual, 
president. A well-known attorney, 
author and lecturer, Mr. Maduro is 
special counsel to the New York City 
Association and to the Million Dollar 
Round Table. 

* x 

Donald F. Sorensen, director of publi- 
cations and press relations for Occidental 
Life of California, has been elected 
treasurer of the Los Angeles Junior 
Chamber of Commerce. Mr. Sorensen 
has been a member of the Junior Cham- 
ber’s board of directors the past two 
years. 

xk * x 

Frederick A. Schnell, vice president of 
The Prudential at Los Angeles, will head 
the Commerce and Industry Section of 
the Heart Fund oe a in Los Angeles 
with a goal of $1,000,000. 

* * 

Edgar J. Doolittle, Jr., former execu- 
tive vice president of the Security of 
New Haven, has joined Booz, Allen & 
Hamilton, national management consult- 
ing firm. 





ROBERT H. TULLIS, JR. 


Robert H. Tullis, Jr., has been elected 
secretary and associate general counsel 
of the Springfield Companies, it is an- 
nounced by President S. Dwight Parker. 

Mr. Tullis was graduated from Hofstra 
College and Harvard Law School. After 
several years of law practice in the 
New York City law firm of Simpson, 
Thacher and Bartlett, he joined the 
Springfield Companies as counsel in 1955. 
He was advanced to assistant general 
counsel in 1957. Mr. Tullis, a member 
of the American Bar Association, is a 
member of the board of directors and 
executive committee of the Insurance 
Federation of Massachusetts and a mem- 
ber of the Massachusetts Insurance 
Council. 

* * 

Carrol M. Shanks, president of The 
Prudential, has been reelected chairman 
of the Life Insurance Medical Research 
Fund for 1958-1959. This will be his 
third term as chairman. Reelected as 
vice chairman of the Fund was Paul F. 
Clark, board chairman of John Han- 
cock. Joseph J. Murtha, assistant treas- 
urer, Aetna Life, was reelected treas- 
urer. Also reelected was James McEwen 
Brown, Aetna Life, as the Fund’s as- 
sistant treasurer. The office of secre- 
tary of the Fund will be filled at a 
later date. 

* * * 

George R. Jordan, senior vice presi- 
— Group division, Republic National 

Life, Dallas, has been elected treasurer 
of the Hella Temple Shrine of Dallas. 

* * * 


Edward H. Patterson, Jr., 71, organizer 
and president of Hudson-Mohawk Cas- 


ualty Company, Albany, N. Y., died re- 
cently. His wife and a son survive. 
- e * 


John F. Ackerman, president of Cou- 
per, Ackerman & Sampson, Binghamton, 
N. Y., has been elected a vice president 
of the Binghamton Chamber of Com- 
merce. 

* * * 

Dwight L. Clarke, retired president of 
Occidental Life of California and present 
member of the company’s board of 
directors, has been elected director and 
second vice president of the California 
Historical Society. Mr. Clarke served 
as Occidental president from 1944 to 


1950, 
* * * 


Roger S. Reid, Jr. is joining his father 
in the Reid Insurance Agency, Syracuse, 
N. Y. He has been associated with 
Price, Waterhouse & Co. 
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Kennedy World-Wide Flight 


Colonel Clement Kennedy, president of 
New Ocean House, Swampscott, Mass., 
where sO many insurance conventions 
have been held over the years, including 
one of National Association of Insurance 
Commissioners, and Mrs. Kennedy, have 
returned from a flight around the world. 
The trip took 23 days although by gain- 
ing a day at the international date line 
it technically was 24 days. 

The Kennedys embarked on a Friday 
afternoon at 5 o'clock for Pakistan, 
stopping in their flight at Shannon Air- 
port, Ireland, and a couple of other 
places, arriving in Karachi on Sunday 
noon. After spending three days in Delhi 
they motored to Agra and back where 
they saw Taj-Mahal. The road traffic 
consisted largely of bullock carts, camel 
trains (50 camels being in one of them) 
and bicycles. Hardly any motors cars 
were encountered. Next destination was 
Rangoon from where the Kennedys went 
to Bangkok, Thailand, where they spent 
two days. Another two days were de- 
voted to Singapore; three days were 
devoted to Hongkong and four days to 
Tokyo. After Tokyo, on the trip back 
to the U. S. A., the Kennedys flew to 
Wake Island where the extra day was 
gained, and then to Honolulu where they 
naturally were interested in observing 
operations of the new hotels. 

Over-all observations of Colonel Ken- 
nedy were thus given the writer: “It 
was a marvelous lesson in geography, 
philosophy, customs of the people and 
international political situations. We 
found that English is the international 
language and probably the expression 
most often heard was ‘O.K.’ The most 
popular music is Rock and Roll.” 

Colonel Kennedy has an_ insurance 
acquaintance of thousands. Swampscott, 
on the north shore of the Atlantic, is 
near Lynn, Mass. In World War | 
Colonel Kennedy was in the Air Corps. 
In World War II he was on general staff 
corps of the Army, 


* * * 


Lists Industry Associations 


A directory, “National Insurance Or- 
ganizations in the United States and 
Canada,” listing 201 active bodies, has 
been published by the Special Libraries 
Association. 

Edited by Ruby Church  Breitner, 
librarian of the Insurance Society of 
New York, the directory lists the ad- 
dress, officially stated purposes, services 
and publications of the national organi- 
zations serving the insurance business, 
fire, casualty and life. These are listed 
alphabetically with a cross index by type 
of business and type of service. Under- 
writing groups, rating and service bu- 
reaus are included as well as associations, 
where they operate on a national basis. 

The directory, dated 1957, may be pur- 
chased for $3.50 per copy from Special 
Libraries Association, 31 East 10th Street, 
New York 3, N. Y. 

















Some Unusual Risks 


Chicago American this mouth ran a 
feature story about some unusual (“cal- 
culated”) risks on the books of the Con- 
tinental Casualty Co. together with 
pictures of Allen L. Pither, superin- 
tendent of the unusual risks (excess and 
surplus lines) division, and William J. 
Gilmartin, head of the reinsurance divi- 
sion. 

The Chicago paper that since 
February, 1954, these two divisions of 
the Continental have brought net written 
premiums up to tlie $15 million per year 
level—$13 million of which has been in 
reinsurance writings. The article, written 
by Norton Kay, gives examples of cov- 
erages written as follows: 

Some minor league baseball teams or 
advertising concerns offer sponsors from 
$1,000 to $100,000 to the ball player who 
knocks a home run through a hole in the 
fence of the ball park. Continental will 
pay the reward. (Just how this partic- 
ular risk is “calculated” Mr. Kay does 
not point out.) 


Two baby orangoutangs in the Toledo 
zoo were insured. Mr. Pither took out 


says 


an encylopedia to study the life expect- how trying a situation may be, never 


ancy of an orangoutang and then called 
in a veterinarian to prescribe the care. 
He noted: “That was easy. It was like 
insuring a person. They are still alive.” 

Life and limbs of drivers in such car 
races as Indianapolis Speedway are cov- 
ered. Last year the company insured its 
first and only—thus far—auto with col- 
lision insurance. The car, driven by 
Nino Farina, was the only one to crack 
up. Continental Casualty’s loss was 
$12,000. 

Wild animals on the way to zoos are 
insured. This covers for damages or 
injury and death claims that result if 
the animal gets loose. 

The Northwest depends on melting 
snow for water power for the big hydro- 
electric power plants. Continental will 
insure that such snowfall will be suffici- 
ent. “You might say,” explained Mr. 
Pither, “that we snow for them. We 
indemnify their additional costs in secur- 
ing the needed power.” 

Continental will even insure lawyers 
who fail to show up in court for a case 
through some oversight. This results in 
loss of the case. The insured can collect 
from Continental under his insurance 
policy. 

Mr. Pither says his division will ex- 
amine any request. Very few are turned 
down. 

* * x 


Secretary’s Phoning Tips 


Sheila A. Ward, a top-notch Montreal 
secretary, won an award for a thesis she 
wrote about what makes a model sec- 
retary in a business office. Financial 
Post of Toronto ran her suggestions on 
answering the telephone and about mis- 
pronunciation of words. Here are some 
of the things she said about telephone 
answering : ' 


Don’t speak more loudly than usual 
—a phone was designed to bridge dis- 
tances. 

Simply sound composed, glad that 
the phone rang and interested in the 
caller. 

Don’t press it to your mouth—two 
inches away is not too much. 

And when the conversation is over, 
please don’t drop the receiver or 
fling it down. If anyone has ever 
done this to you, you know how ear- 
splitting it is. 


_In the office, try to speak specially 
distinctly and calmly, and no matter 


New Vice Presidens of Schiff, Terhune & Company 





Pach Bros. 
ALEX OBERDORFER 


Frank Schiff, president of Schiff, Ter- 
hune & Company, of New York national 
insurance brokers, announced election of 
P. Joseph McEnroe and Alex Oberdorfer 
as vice presidents. ' 

Mr. McEnroe has been associated with 





Pach Bros., N. Y. 
P. JOSEPH McENROE 


Schiff, Terhune & Co. for 15 years as 
manager of the marine department; Mr. 
Oberdorfer started with the firm over 
24 years ago as assistant in the casualty 
department and for five years has been 
assistant vice president of that division. 


raise your voice. 

If something upsets you, make that 
much more effort to control your voice 
and words. 

A soothing and quiet voice can do 
much towards controlling and _ elimi- 
nating the tenseness in many situations. 

In your role as a secretary, the voice 
plays a part almost equally as impor- 
tant as your personality, discretion and 
appearance. 


Check yourself against this list says 
Miss Ward, and avoid these pronuncia- 
tions: 

February—Febooary. 

Library—Li-bree. 

Asked—Ast. 

Something-Sumpn. 

Accurate—Akrit. 

Fventually—Venshlee. 

A couple of—Ukuppla. 

a ae 


Some Recent Books, Brochures and 
Pamphlets 

To keep pace with recent research 
developments in portable fire extinguish- 
ers, an enlarged version of the reference 
chart, “How To Select A Fire Extin- 
guisher,” is now available. This refer- 
ence guide outlines three basic classes 
of fire—A, B, and C. It also lists seven 
different types of portable fire extin- 
guishers. Arrangement of the chart is 
such that quick guidance is obtained on 
which type of fire extinguisher is best 
to use in fighting the three types of 
fires. 

For example, the chart shows that a 
carbon dioxide portable fire extinguisher 
can be used on burning gasoline or oil, 
but extinguishers containing soda acid 
or water will spread liquid fires. It 
also shows that dry chemical fire ex- 
tinguishers can be used on live electrical 
fires, but foam extinguishers should not. 
Single or quantity copies of “How To 
Select A Fire Extinguisher” chart are 
available without cost from: Fire Equip- 
ment Manufacturers’ Association, Inc., 
Suite 759, One Gateway Center, Pitts- 
burgh 22, Pa. 


A new brochure, the “Fire Protection 
Service Plan,” published by Ansul Chem- 
ical Co., points out how a company can 
help protect itself against damaging fire 
loss. The “Service Plan” emphasizes the 
need for fire fighting training and fire 
prevention planning. It also explains 
other “plus” services available to users 
of Ansul equipment: in-plant fire pro- 
tection survey, visual aids for training 
meetings, fire control training and dem- 
onstrations, fire school for supervisory 
personnel. A copy of “Fire Protection 
Service Plan,” can be obtained from 
J. R. West, technical services director, 
Ansul Chemical Co., Marinette, Wis. 


“Is Your Insurance Agent a Puppet?” 
is the title and theme of a new pamphlet 
offered by the National Association of 
Mutual Insurance Agents. A puppet be- 
ing manipulated by his master poses 
graphically the situation, as does the 
further question, “Does he jig to the 
tune of one company or dance to the 
tune of your wishes ?” 

The new mailing piece was created 
by NAMIA Director Claude E. Spencer 
of Danville, Ill, and has been approved 
bv the association’s advertising and sell- 
ing committee. This pamphlet, as do 
previous pamphlets, empliasizes doing 
business with local independent agents. 


The Federation of Mutual Fire Insur- 
ance Companies, Chicago, announces 
publication of a newly revised second 
edition of its booklet entitled “Simpli- 
fied Water Supply Testing.” This illus- 
trated booklet is intended primarily for 
use by fire departments, insurance engi- 
neers and waterworks officials. It de- 
scribes the equipment and methods for 
determining the ability of a water system 
to furnish both domestic and fire defense 
flows to any site. 

Copies of the 28-page, 6 inch by 9 inch 
booklet will be furnished without charge 
to those requesting it from the Federa- 
tion. Over 15,000 copies of the first edi- 
tion have been distributed throughout 
the country. The office is located at 
20 North Wacker Drive, Chicago 6. 
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Public Relations Programs Making 
Good Progress In The Eastern Field 


March 18—A 
discussion of public relations 
throughout the Eastern field 


featured the PR breakfast conference 
sponsored by the Eastern Underwriters 
Association with about 75 state associa- 
leaders of Eastern Agents Confer- 
ence attending. Frederick W. Doremus, 
secretary of EUA, was host with Vice 
President George C. Peacock of the 
Agricultural Insurance Co., chairman of 
EUA public relations committee, pre- 
siding. Others at head table included 
Arthur B. Fair, chairman of EAC; E. 
Stuart Windsor, chairman of EAC con- 
ference committee; Morton V. V. White, 
member ot the National Association 
executive committee, and Charles H. 
Frankenbach, first vice chairman of 
EAC. 

Mr. 


Atlantic City, N. J., 


spirited 
activities 


tion 


Peacock cited cooperative activi- 


FREDERICK W. DOREMUS 


ties of field clubs and agents in the 
Eastern area, stressing fire prevention, 
Spring clean-up, holiday fire safety, 


highway safety, driver education in high 
schools and bicycle safety programs. He 
commended producers for support of 
these and other projects at local level 
and particularly for the current effective 
salesmanship program now being pushed 
in EUA states. He said there are close 
to 170 local boards in the area and most 
of these are doing good jobs on public 
relations. He then asked for comments 
from the agents. 


State Leaders Speak 


President Frank J. Lowrey, Rhode 
Island, led off, saying his agents are 
“very happy” with results achieved 
through distribution of the booklet on 
effective salesmanship, with follow-up 
efforts by the agents. Frederick Eng- 
land of Massachusetts seeks more effec- 
tive ways of selling insurance as a ca- 
reer to young men entering business. 
He believes insurance has much to offer, 
but has been ineffective in competition 
with industry in getting college gradu- 
ates. 

Huntington T. Block, president of 
District of Columbia, told of moves there 
to interview students individually on 





GEORGE C. PEACOCK 


advantages of taking insurance as a 
career. H. H. McFarlin, Maryland state 
director, supported this idea. 

President William J. Graul of Penn- 
sylvania Association feels fire and cas- 
ualty insurance are behind the life com- 


panies in recruitment of college stu- 
dents. He also says more education is 
needed for local agents on new lines 


of insurance and suggested local board 
meetings to explore specific coverages 
with expert speakers. This, he feels, 
will aid selling and public relations 
through improved protection for insur- 
ance buyers. 

President Henry Franz of the New 
Jersey Association urged that company 
field clubs secure their most effective 

(Continued on Page 34) 


NAIA Ad Campaign 
Funds Top $1,100,000 


ADS ARE STARTING MARCH 27 


Miller Hopes Campaign Can be Carried 
On Next Year, to be Really Effec- 
tive; Urges Local Tie-ins 


Atlantic City, N. J.. March 18: The 
National Association of Insurance Agents 
has collected about $1,100,000 in its na- 
tional advertising campaign Alan H. 
Miller, chairman of the NAIA advertis- 
ing committee, reported here today. Mr. 
Miller, who resides in Hackensack, N. J., 
and is a past president of the state 
association, stated also his committee will 
ask for continuance of this program in 
1959, when the NAIA executive commit- 
tee and directors meet in Miami. 

Initial phase of the big ad campaign 


gets under way March 27 with adver- 
tisements in magazines and Sunday 
newspaper supplements. On_ television 


the first presentation will be on the Dave 
Garroway “Today” program on Mon- 
day, March 31. Radio programs will 
start in the fall. First aim, Mr. 
Miller told the EAC convention, is to 
establish the National Association seal 
as a mark of top quality, and to point 
out the difference between independent 
agents and others. This is a long range 
program designed to affect the public 
attitude toward insurance and hence his 
committee feels the work should be con- 
tinued beyond this year. 

Mr. Miller urges local boards to use 
tie-in ads on “kick-off” day and_ told 
what the Bergen County Association is 
doing in order to secure the greatest 
possible local benefit from the national 
campaign. The present NAIA program 
has been arranged through August. In 
the fall it is hoped that the National 
Board of Fire Underwriters, National 
Bureau of Casualty Underwriters and 
individual companies will shape their 
magazine advertising to tie in with the 
NAIA movement to support the Amer- 
ican Agency System. He paid high 
tribute to his Eastern associates on his 


committee, Valmore H. Forcier of Con- 
necticut and John S. Sheiry of New 


Jersey, both past state presidents. 
Figures on what Eastern states have 


done to support the NAIA campaign 
were given by Mr. Miller. He _ said 


about $276,000 had been collected from 
over 4,000 Eastern agents, who represent 
about 50% of the total number of asso- 
ciation members. On percentage of con- 
tributing members, Connecticut ranks 
first with 95%, Maryland has 86%, and 
New York, Vermont, Delaware and New 
Hampshire each over 60%. Other East- 
ern states are still under the 50% mark. 
From the dollar volume standpoint New 
York State ranks first. 
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Great American Plans 
Merger of Affiliates 


INITIAL STEPS BEING TAKEN 


American National Fire Would Continue 
As Separate Producing Unit for 
Fire and Marine Risks 


Acting with the approval of the sev- 
eral boards of directors, management 
of Great American Group is initiating 
steps which may lead to the merger of 


Detroit & Marine, Massachusetts Fire 
& Marine, Rochester American and 
Great American Indemnity into Great 


American Insurance Co. by the end of 
1958. 

American National Fire, it is contem- 
will continue as a separate pro- 
marine insur- 


plated, 
ducing unit 
ance. 

The intention is to preserve in the 
Group adequate specialized facilities for 
dealing with problems peculiar to the 
casualty and bonding business. There 
will be maintained a staff consisting of 
a complement of officers whose duties 
it will be to provide exactly the same 
production, underwriting and servicing 
facilities heretofore available from Great 
American Indemnity. Employes and 


for fire and 


agents thus may confidently anticipate 
that their needs will receive the same 
consideration and treatment they have 


always received, the management says. 

In the field, also, there will be main- 
tained separate fieldmen and the neces- 
sary specialized facilities so that there 
will be no impairment or diminution 
of the nature or quality of the service 
rendered in the past. 

A meeting was held in New York 
City last week of administrative officers 
from important field departmental offi- 
ces at which a full discussion was had 
of the numerous legal, administrative 
and practical problems involved in the 
implementation of this program. 


Ackerman Letter to Stockholders 


stock- 
pres- 


In a letter to Great American 
holders this week D. R. Ackerman, 
ident of the company, said: 

“It is presently contemplated that the 
stockholders of Detroit F.& M., Massa- 
chusetts F.&M., Rochester American, 
and Great American Indemnity compa- 
nies, other than Great American itself, 
would receive shares of stock of Great 
American on the merger in exch: inge for 
their stock in those four companies, at 
exchange ratios to be based upon relative 
values as determined by an independent 
firm of appraisers, and that such ex- 
changes ‘of stock would not result in the 
recognition of any gain or loss to such 
stockholders for Federal income tax 
purposes. 

“You will be advised if and when your 
board of directors takes any action with 
respect to an agreement of merger in 
the fall.” 


EAC to Hold Meeting 
In 1959 at Buffalo, N. Y. 


Atlantic City, March 18—The Eastern 
Agents Conference today chose Buffalo, 
N. Y., for the 1959 annual gathering, 
with the dates set tentatively for March 
22-24, 

One resolution adopted urged property 
committee of the National Association to 
continue efforts to have the Factory In- 
surai.ce Association offer facilities to in- 
sure other superior risks, besides those 
now accepted. A similar resolution was 
passed in Washington in 1957, 

Another resolution urged agents to 
assume all duties and responsibilities of 
their business at agency level, where 
they can be better and more economi- 
cally performed. It was also urged that 
agency costs be studied by NAIA to 
eliminate waste and duplications, and 
that companies do the same. The reso- 
lution likewise said it was unrealistic for 
agents to ignore unilateral action of 
companies on commissions, 
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North Cites Jury Awards, Expensive 


Auto Parts, Commission, Collections 


Phoenix Insurance President Lists Various Insurance and 
Non-Insurance Developments Which Have Added to Costs 
of Business; Suggestions for Meeting These Problems 


President John A. North of the 
Phoenix of Hartford Companies this 
month criticized auto manufacturers and 
the courts for the problems facing auto- 
mobile insurers today. Speaking at Ari- 
zona State College in that state he 
said: 

“Nothing gives us more concern, nor 
causes us to spend more hours of study 
and research, than those matters which 
are generated by our use of the auto- 
mobile. An excessive loss ratio in all 
divisions of auto insurance gives us more 
headaches than we derive from any 
other phase of our business today. 

“The automobile manufacturer is, of 
course, more interested in changing 
models and selling cars than he is in 
protecting people from themselves, or 
in reducing accident claims against in- 
surance companies. Wrap-around wind- 
shields, flareout fins, fancy grills and 
one-piece fenders, have certainly aggra- 
vated insurance losses. Frankly I cannot 
see what they have contributed to the 
car-owning public except higher costs. 

Turning to the problem of settling 
auto claim cases, Mr. North said: 

“We are in dire need of some court 
reform to cope with this auto problem. 
A schedule of fees, fixed and agreed to 
by the bar association and awarded by 
the judge, might eliminate many high 
awards and give some promise of a 
fairer deal to both claimants and in- 
surance companies. The claimant would 
probably get his money sooner and 
come out materially better on a_ net 
basis.” 

President North also discussed reduc- 
tions in expenses, including commissions 
and also means for reducing high costs 
of settling automobile physical damage 
claims. In his lecture he stated in part: 


” 


Claimant Averages Only Half of 
Courts’ Award 


“Based on New York statistics—which 
| believe parallel the experience country- 
wide—we might pause to consider. If we, 
the insurance companies, were so fortun- 
ate as to have a 50% loss ratio on the 
auto liability class, a study would indi- 
cate that the average claimant would get 
only 25% of the premium dollars we 
would then pay out as claims. The other 
25% would support the claimant’s attor- 
ney. 

“With loss ratios now running from 
60% to 100% in this class, and averaging 
well over 70% of premiums, imagine 
what must be the participation by the 
claimants’ attorneys! In addition, we 
must remember there is an attorney for 
the defendant, and his expenses are 
paid by the company no matter what the 
verdict. This latter amount is charged 
to the expense of loss adjustment. 

“From this illustration, it would seem 
the claimant got the short end of the 
stick, but it must also be remembered 
that he may not see any cash at all for 
two or three years and long after he 
really needs it. 

“T realize that some 10 or 12% of the 
number of insured cause about 90% of all 
the auto accidents. Thus the 90% acci- 
dent-free insured are carrying a big 
share of the loss burden through premi- 
ums paid by them. The other 10% who 
cause the accident frequency are the 
ones who provide the thousands of cases 
that clutter our court dockets and loss 
files. If the frequency increases, a bad 
situation existing now in our courts will 


be aggravated just that much more. 
Policies With Limits Not the Answer 


“Thought has been given to revising 
our auto liability policies on the order 
of personal accident contracts, that is, 
a specific limit would be set opposite 
each type of injury, such as, sprained 
back, so much; broken leg, so much, 
etc. It would not be unlike the work- 
men’s compensation method of speci- 
fically fixing limits by contract or statute. 
One or two companies have filed such 
forms, I believe, as an alternate or op- 
tional method which the assured may 
elect. This is no solution, in my judg- 
ment, and would eventually result in pay- 
ments on every claim whether fault ex- 
isted or not,” stated President North. 

“In connection with physical damage 
claims, we know we are being ‘taken.’ 
The auto manufacturer has unwittingly 


contributed to that state of affairs by 
modern car design, which invariably 
requires replacement of the entire dam- 
aged part, like fenders, grills, etc., even 
though actual physical damage may be 
slight. Fraudulent padding of garage 
bills, collusion between garage and as- 
sured, and even with some adjusters, has 
been uncovered in enough cases, and 
suspected in others, to make us realize 
the possibilities and temptations involved. 

“All bills for repairing insured dam- 
ages should be carefully reviewed and 
checked by trained people alert to these 
pitfalls. It just isn’t being done 
thoroughly enough because of the time 
and expense involved. We know we 
must be paying ‘through the nose’ for 
this defectiveness. 

“The pressure of thousands of claims, 
the urgency to restore car use, and 
agents who are trying to keep their cus- 
tomers happy, all add to the looseness 
of handling physical damage claims, 
which is eventually reflected in the 
amount of the loss draft. 


Facts on Glass Claims 


“One of our adjusting agencies has 
done some careful research on glass 
claims and found that a majority of them 
involved cars being traded in for new 
cars. Eighty per cent of these claims 
were minor chips due to wear and tear, 
and thus not covered. Since this ad- 
justment agency started carefully check- 
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ing’ on all glass claims in their territory, 
the number of new claims reaching the 
agency has been reduced 70%! 

“It was apparent that glass companies 
and repairmen really controlled these 
claims. They even advertised to the 
public, to the auto dealer, and to the 
repairmen, just what was necessary. to 
perfect a glass claim! Some local agents 
were found displaying this same advertis- 
ing material! 

“In 1956, the territory in which this 
adjustment agency made its survey was 
divided between these extremes: the 
highest state showed that glass claims 
made up 80% of the comprehensive pre- 
mium, and the lowest state ran 40% of 
glass claims to the comprehensive pre- 
mium., In the latter state, where com- 
prehensive losses for all companies was 
$15,000,000 in 1956, a total of $6,000,000 
was the cost of glass claims alone. 

“The $50-deductible is no longer the 
answer, as our 1958 windshields will cost 
at least $160 to replace. Obviously, glass 
claims must be inspected, and must be 
controlled by the insurance companies 
and not by the glass concerns. 


Claims Filed on Trade-Ins 


“Incidentally, it was found that a large 
number of these claims were filed-when 
a car was turned in toward a new one. 
The settlements of these claims were 
frequently used to give another $100 to 
$150 trade-in margin at the expense of 
the insurance company. You can see 
that if the damaged glass is not re- 
placed, it becomes a potential second 
claim by the new owner. 

“Salvaged windshields are frequently 
resold to auto rebuilders, used-car deal- 
ers, etc. When installed again, they can 
represent another prospective claim. 
Most of the claims when inspected are 
found to involve minor nicks and abra- 
sions that do not constitute a legitimate 
claim but can only be detected when 
the loss is actually inspected. 

“An agent does not have the time to 
do this. Too frequently he merely asks 
the garage to send the bill. All losses 
should be handled by trained adjusters, 
and experience now shows that garages, 
second-hand car dealers and glass com- 
panies have much more respect for the 
insurance company when they observe 
that they are fair, businesslike, and firm. 
Loose claim-handling only generates 
abuses and disrespect,” Mr. North em- 
phasized. 

“Criminal actions take another bite of 
the premium dollar in auto insurance. 
Thousands of cars are stolen,—some by 
youngsters for joy riding and many more 
for resale ‘through fences’ and for ex- 
port. Rackets have been uncovered in 
transferring old and forgotten motor 
numbers from auto graveyards to cars 
already damaged and paid for, in order 
to establish a second claim for a fictitious 
owner. This takes professional criminal 
experience and much collusion, but it is 
still going on. Many losses are paid 
before a gang can be uncovered or 
tripped up. 


Insurance Company Garages 


“IT have often wondered whether we 
could help solve some of these prob- 
lems by operating our own garages in 
certain places, as we do our salvage com- 
panies. At least we could establish stand- 
ard costs for specific repairs in a selected 
area by actual experience, and, we could 
keep a garage busy by just bringing in 
the damaged cars from almost any given 
territory, 


Expenses 


“No discussion of these current prob- 
lems would seem to be appropriate unless 
we touched on the vital one of operating 
expenses. The items making up this 
category have grown in dollars and also 
in percentage to premiums written, with 
most every company. The smaller and 
medium-sized companies, however, have 
felt the impact of expenses more than 
the larger ones, In fact, it is becoming a 
competitive problem, which faces the 
smaller companies with some degree of 
severity. 

“Inflation has added to nearly all ex- 
pense items, as it is directly reflected in 
the cost of paper, autos, travel, hotel 
bills, reports of credit and commercial 

(Continued on Page 38) 
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Eastern Agents 


Conference 


Meets 


In Atlantic 


City 





Windsor Reports On Conferences 
With Companies In The EUA Field 


17—E. Stuart 
agency of 


Atlantic City, March 
Windsor of the Baltimore 
Riggs-Warfield-Roloson, Inc., 
of the conference committee of the East- 
today reported 
joint 


chairman 


ern Agents Conference, 
further progress in the 
agents and their companies in the East- 
Association field to im- 


efforts of 


ern Underwriters 
prove conditions within the business. He 
told the EAC 
of the results of a session with company 
New York City in recent 


annual meeting here today 


executives in 

weeks. 
Members of the agents’ conference 

Archibald M. Dodge, Port- 


Jamaica, 


committee are 
land, Me.; Joseph A. Neumann, 


N. Y.; H. Earl Munz, Paterson, N. J.; 
Robert S. Preston, Providence, R. I.; 
and Mr. Windsor. As ex officio members 


Charles H. 


vice chair- 


are Arthur B. Fair and 


Frankenbach, chairman and 


man respectively of the Eastern Agents 
Conference 
The company representatives were: 


Close, executive 
American; Sidney 
Hartford 


Charles M. 
Great 
vice president, 


chairman, 
vice president, 
G. Behlmer, 


Fire; Charles P. Jervey, vice president, 
Travelers; George C. P eacock, vice pres- 
ident, Agricultural. 


leadifig subjects under 
consideration at this joint meeting ot 
producers and insurers Mr, Windsor 
told the convention: 

Flat Cancellations 


Reviewing the 


“A considerable portion of our meeting 
was used in discussing the subject of 
flat cancellations. Knowing this subject 
was on our agenda provoked an inde- 
pendent study of this problem by some 
of our agent committee members in 
their respective agencies, and their re- 
port produced substantial evidence that 
this is an area in which some of our 
increasing operating costs are hidden. 

“Reports from some sections of the 
country indicated that flat cancellations 
amounted to as much as 31% of policies 
written. 

“It was agreed that the responsibility 
for this wasteful practice was not entirely 
that of agents nor was it that of the 
companies. We further agreed that from 
a practical point of view we may never 
flat cancellations entirely but, 
we could, by joint effort produce results 
that would cut costs for each of us. 

“As a first step, we suggested that a 
survey form be prepared as promptly as 
possible, for submission to state associa- 
tion members in our territory for the 
purpose of developing accurate data on 
the percentage of flat cancellations to 
policies written and the cost of process- 
ing policies at the agency level. 

“This questionnaire is to be discussed 
further in our program today and we 
ask your complete co-operation in the 
development of this information for we 
believe, in its preparation, agent members 
of our conference are going to be alerted 
to the evil of the flat cancellation prac- 
tice —and_ will start doing something 
about it. 

“Why Insurance Costs Are Going Up” 


“In our last report in Chicago in Sep- 
tember, 1957, we reported your com- 
mittee had suggested at a previous meet- 
ing that the public relations committee 
of the fire insurance industry should 
keep policyholders better informed on 
subjects such as ‘why we need rate in- 
creases’ and ‘how the change in insurance 
costs compare with other commodities. 

“Little did we know how quickly this 
suggestion could become a reality. By 


eliminate 


December, 1957, a folder titled ‘Why In- 
surance Costs Are Going Up,’ had been 
prepared for distribution, and within two 
months, more than one million copies 
had been distributed. 

“The South-Eastern Underwriters As- 
sociation and the Board of Fire Under- 
writers of the Pacific also produced a 
similar folder for agents’ use in those 
regions. Dominion Board of Insurance 
Underwriters reproduced the folder for 
Canadian agents. 

“Hundreds of Eastern agents, includ- 
ing non-members of state agents as- 
sociations, are ordering supplies of these 
folders for mailing to policyholders, civic 
leaders, court officers, police and fire 
chiefs and others interested in improving 
fire safety and reducing highway acci- 
dents as a means of preventing further 
increases in insurance costs. 

“Orders have also been filled for agents 
in other sections of the country, includ- 
ing Alaska, and these resulted from the 
fine publicity appearing in the trade 
press. EUA member companies distrib- 
uted about 200,000 copies to stockholders 
and employes. 


Additional Extended Coverage 
Endorsement 


“It is being recommended that the 
AEC endorsement be withdrawn coun- 
trywide because coverage afforded there- 
by is now available through special dwel- 
ling forms and is incorporated in Home- 
owners and Comprehensive Dwelling 
Policies. When AECE was originally in- 
troduced several years ago it preceded 
the package type of coverage now avail- 
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able for the dwelling class. 
Delinquent Agency Balances 


“While delinquent agency balances is 
one which should hardly ever be dis- 
cussed at an agents meeting, your 
committee while touching on this sub 
ject very lightly did learn there is 
almost complete ignorance on the subject 
of delinquent balances by the companies 
present fieldmen. It seems that the ex- 
perienced men of the early 30’s have 
either died—retired—or reached the ex- 
ecutive level of insurance companies or 
become members of the staff of the EUA. 

We add this for we were informed the 
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FRANKENBACH EAC CHAIRMAN 


Elected to Head Conference for Coming 

Year; Pres. Lowrey of R. I. Associ- 

ation Named Secretary 

Atlantic City, N. J., March 18—Charles 
H. Frankenbach, prominent insurance 
agent of Westfield, N. J., was elected 
today to {fill the important post of chair- 
man of the Eastern Agents Conference. 
Mr. Frankenbach, a past president of 
the New Jersey Association of Insur- 
ance Agents, has been active in insur- 
ance affairs on county, state and na- 
tional levels—since 1927. He was chair- 
man of one of the coordinating commit- 
tees which developed New Jersey’s pres- 
ent law governing qualifications and 
licensing of insurance agents. During 
this past year, he has served as first 
vice chairman of the regional agents’ 
group. 

Other 


were: 


officers elected at the meeting 
Valmore H. Forcier, Danielson, 
Conn., first vice chairman; Arthur L. 
Schwab, Staten Island, N. second 
vice chairman; William d’Espard, Wash- 
ington, D. C., treasurer; Frank J. 
Lowrey, Pawtucket, R. I., secretary. Mr. 
Lowrey is president of his state associ- 
ation. 

Following installation of the new offi- 
cers, New  Jersey’s Commissioner of 
Banking and Insurance, Charles R 





Howell, extended official greetings from 
the Governor to the conference. 
staff of the EUA was visiting all field 


clubs in our territory ‘to present ways 
and means of detecting, preventing and 
handling delinquent agency situations.’ 
This may well be considered as a warn- 


ing to us that we should take a fresh 
look at our collection methods. 
Effective Salesmanship 
“It was reported that all field clubs 
have panel programs available to local 
boards in presenting the fundamentals 
of effective salesmanship. Many local 
boards have arranged these sales pro- 
grams, orginally suggested by Eastern 
Agents Conference, and this being a 
long-range educational venture, its pro- 


gress will be followed by the conference 
committee. 

“In 1958 the Boy Scouts of America 
will conduct National Safety Good Turn 
Year. The National Board of Fire Un- 
derwriters and Association of Casualty 
and Surety Companies are cooperating 
in their respective divisions of safety. 

“The fieldmen in the Eastern territory 
are offering their services to scout ex- 
ecutives and we assume local boards will 
also be assisting scout troops at the local 
level in conjunction with their state as- 
sociation’s public relations effort during 
this Boy Scout program. 

“Fire safety will be stressed by the 
scouts in the Fall of 1958, and arrange- 
ments are now being made to help them 
with that portion of their program. 


Fire Safety—Highway Safety 


“The committee discussed a suggestion 
that local public relations, dealing with 
fire safety should be spearheaded by 
the fire chief in each community, and 
highway safety be directed through the 
chief of police. 

“It was indicated the volunteer fire 
departments in small communities could 
handle fire safety, but in larger cities it 
might be better to have the fire chief 
select a leading citizen or civic org: ani 
zation to spark a year-round program in- 
volving Spring Clean-Up Week—Fire 
Prevention Week—and Holiday Fire 
Safety Program. 

“We bring this to your attention with 
the hope that the Public Relations Com- 
mittees of your local boards migh find 
this subject worthy of a test program. 

“On behalf of our committee and my- 
self, I want to extend thanks to Frederick 
Doremus, manager of the Eastern Un- 
derwriters Association, his able staff, and 
the company representatives mentioned, 
for their assistance and co-operation in 
the conduct of these meetings.” 
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Opening Session 
(Continued from Page 1) 


Eastern Agents Conference. He said in 
ten years the agents have achieved num- 
erous major accomplishments, including 
long range public relations programs and 
sponsorship recently of the booklets, 
“Effective Salesmanship” and “Why 
Rates Are Going Up,” which have been 
widely distributed in all parts of the 
country. He commended the present 
conference committee chairman,  E. 
Stuart Windsor, Baltimore, whose report 
is published elsewhere in this issue, and 
his predecessors, H. Earl Munz, Pater- 
son, N. J., and Morton V. V. White, 
\llentown, Pa. 

In the opinion of Mr. Doremus agents 
are “definitely alert and progressive in 
neeting competitive problems of today. 
Agents and their association officers are 
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realistically appraising the situation and 
working with companies to strengthen 
the business.” He cited particularly 
“flat” cancellations as a waste of money 
and time and introduced Vice President 
George C, Peacock of Agriculture Insur- 
ance Co., chairman of the EUA public 
relations committee, who wrote at length 
on this serious problem in a recent issue 
of The Eastern Underwriter. 

On the Pacific Coast, said Mr. Dore- 
mus, consideration is being given to a 
premium renewal solicitation form, sent 
to assureds. The latter then indicate 
whether they want the business renewed, 
whether they are increasing coverage to 
value, and answer other questions before 
policies are written and sent out, This 
aims to reduce the number of unwanted 
policies, he said. 

In the Eastern field a questionnaire is 
going out soon asking agents to indicate 
how they handle renewals, how far in 
advance they send them to the assureds, 
how many policies are cancelled “flat” 
and how many of these for non-payment 
of premium. The agents are asked also 
to tell how much it costs each producer 
to handle a single policy and collect the 
premium, It is hoped that the informa- 
tion may be collected and made available 
at the EAC meeting in October during 
the NAIA annual convention at New 
Orleans, 

Floyd L, Rice said “flat” cancellations 
are received by companies primarily from 
agencies that are not properly managed. 
He is hopeful a national survey will help 
to whip this problem. 

Morton White told the convention he 
believes “flat” cancellations are bad on 
the Pacific Coast because agents there 
allow their companies to write renewals. 
He doesn’t hold with the idea that quali- 
led agents will let “flat” cancellations 
yecome a problem with them. He made 
a strong plea for continuance of policy 
Writing privileges in the hands of agents, 


rather than transferring renewal and 
billing duties to companies, as has been 
suggested. 


Praise for Convention Committee 


A roll call of states showed New Jer- 
sey, Pennsylvania and Massachusetts 
with largest delegations present at the 
opening session. The convention com- 
mittee headed by President Henry A. 
Franz of the New Jersey Association, 
with William G. Carrington, Atlantic 
City, as co-chairman and Charles J. 
Unger, its executive secretary, as secre- 
tary to committee, did an excellent job in 
arranging a fine convention and drawing 
a large attendance. Credit goes also to 
John Edwards in charge of press activi- 
ties for this convention and also for the 
New Jersey Association. 

There are many ladies present and 
their special activities were arranged by 
a committee consisting of Mrs. Franz, 
Mrs. Munz, Miss Florence Brooks, Miss 
Mary Ann Kmiec, Mrs. Frankenbach, 
Mrs. Alan H. Miller, Mrs. Claire E. 
McCurry, Mrs. Evelyn C. Sherman and 
Miss Helen Haufman. Miss Brooks is 
president of the Insurance Women of 
Southern New Jersey; Mrs. McCurry 
heads the Insurance Women of New 


Jersey; Miss Haufman is president of 
the Insurance Women of Northern New 
Jersey, and Mrs. Sherman is president 
of the Insurance Women of Atlantic 
County, 

Mr. Slawsby spoke at the luncheon 
session today and struck vigorously at 
commission cuts as means to bringing 
rates into line competitively. He argued 
for exact rating which will not permit in- 
surance commissioners to turn down re- 
quests for higher rates and which will 
not permit independent insurers to cut 
drastically. In presenting his ideas Mr. 
Slawsby said: 


Slawsby on Commission Crisis 


“The commission crisis is a symptom. 
It is not a cause. Slashing commissions 
is not a cure. As a cure it will prove 
worse than the disease. Commission re- 
ductions on Class 2 automobile business 
have appeared like a rash, countrywide. 
In non-compulsory states the justifica- 
tion offered is the bad experience of 
Class 2 and the resistance of state 
authorities to approve needed rate in- 
creases. 

“In these non-compulsory states no 
mention is made of the other argument: 
producers should not expect to get the 





Financial Statement 


OF THE 
Kansas City Fire and Marine Insurance Company 


AS AT DECEMBER 31, 1957 


ASSETS 
Cash on Hand and in Banks . . 
Investments: 
Bonds: 
United States Government . 


Canadian Government (U. S. Dollars) P 


State and Municipal 


Corporation and M lecellaneous 


Total Bonds 
Total Cash and Bonds . 
Common and Preferred Stocks 


Total Cash and Investments . 


Real Estate . 


Premium Balances (Less than 90 days due) 
Due from Other Insurance Companies 


Accrued Interest 
All Other Assets 
Total Admitted pare 


LIABILITIES 


Reserve for Reinsurance Balances Payable . 
Funds Held Under Reinsurance Treaties 


Reserve for Unearned Premiums 
Reserve for Taxes . 


Reserve for Losses in Process ot ‘Adjuatinanh 


Reserve for All Other Liabilities 


Total Liabilities, except Capital 
Capital (100,000 shares; par value $10.00) . 


Surplus ; 
Surplus to Policyholders ‘ 


Total Liabilities, Capital and eines 











Percent to 

Total Assets 

. « « $2,770,640.00 29.14% 
591,982.52 6.24 
125,746.49 1.33 
.  2,569,094.15 27.07 
46,251.00 49 

$3,333,074.16 35.13% 

$6,103,714.16 64.27% 
2,224,808.87 23.44 

$8,328,523.03 87.71% 
80,312.62 86 
856,438.63 9.02 
171,640.12 1.82 


25,071.72 26 
32,870.12 33 
$9,494,856.24 100.00% 








$ 306,165.50 
405,549.92 
3,953,801.74 
210,077.75 
1,066,151.15 

° 99,825.14 
$6,041,571.20 


1,000,000.00 
- _ 2,453,285.04 
. 33,453,285.04 
- $9,494,856.24 





Bonds are carried on an amortized basis; stocks at December 31, 1957 market values as 
prescribed by the National Association of Insurance Commissioners. 
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full rate of commissions for something 
the public is forced to buy. 

“If reduced commissions in non-com- 
pulsory states become a certainty, it is 
possible that some producers may lose 
their appetite for battle against com- 
pulsory insurance. It is conceivable that 
some producers may not be as idealistic- 
ally opposed to compulsory as they are 
niaterially opposed to it. 

“It is possible that if given no choice, 
if compelled to operate at fantastically 
reduced rates of commission, too many 
may feel that compulsory would be their 
best bet. Compulsory would at least be 
certain to produce a larger volume of 
premiums. It would require less time for 
selling. It would also require less time 
and effort for collections. 

“The proposed reduction in commis- 
sions would give the companies a tem- 
porary advantage at best. It’s like bor- 
rowing from next month’s pay, and the 
next month’s and the months after that. 
The five or ten points, the 20% to 40% 
of our pay which some companies would 
have us believe is absolutely necessary to 
ease the pain of the moment, would never 
be permitted to remain in company cof- 
fers when it is time to request the next 
round of rate increases. 

“It is not unreasonable to assume that 
the authorities who presently resist rate 
increases will also be extremely anxious 
to see to it that any future underwriting 
improvement will be immediately passed 
along to the consumer. 


Ill-Advised Action 


“Under tight market conditions many 
producers are unable to defend them- 
selves. The drastic cure, which the com- 
panies have prescribed for themselves, 
involves serious cutting as drastic cures 
always do, This time, however, there is 
an important difference. The producers 
are the ones who take all the cutting. 

“This drastic action seems ill-advised. 
In fact, this kind of action smacks of 
utter irresponsibility, unless it can be 
interpreted as pointing up what I con- 
sider to be the real evil in the insurance 
business. 

“T believe that non-realistic rating pro- 
cedures are the real and basic causes of 
our industry’s illness. I believe that our 
difficulties stem from a ‘do good’ phil- 
osophy of rating devised by the very 
bureaus which are actually being sup- 
ported by the very companies which 
are now being threatened with extinction. 

“The philosophy of socialism which 
perverts rating is implied in the truism, 
‘high rates are never high enough—low 
rates are invariably too high.’ The 
promise of this philosophy is readily 
recognizable. It would level out the hills 
and valleys in rating. It is determined to 
reduce the extremes which are necessary 
in full, and credible differences between 
risks are recognized. 


(Continued on Page 35) 
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Duffus Makes Hit With Rapid Fire 
Talk On Selling, Agency Management 


Atlantic City, N. J., March 18—Roy A. 
Duffus, prominent local agent of Roch- 
ester, N. Y., gave one of his dynamic, 
rapid-fire, colorful sales talks to the 
Eastern Agents Conference this morn- 
ing and made a big hit. At the conclu- 
sion of his hour presentation, covering 
nearly all facets of casualty and _ fire 
selling, agency management, collections 
and company relations, he received a 
standing ovation. Then hundreds of 
agents crowded forward to the dais to 
pick up piles of cards and other printed 
material which the James Johnston 
Agency of Rochester, of which Mr. 
Duffus is an officer, uses effectively in 
customer relations. 

Mr. Duffus, who was en route with 
Mrs. Duffus to a vacation in Florida, 
has not been heard in Eastern states 
for a few years. He suffered heart 
attacks in successive years not long ago 
and since then has cut down on his 
speaking engagements, although he has 
appeared before a few Southern and 
Western state associations. Former 
president of the New York State Asso- 
ciation and a holder of the famed 
Woodworth Memorial of the National 
Association, Mr. Duffus has a national 
reputation as a forceful speaker. He 
has appeared before audiences in about 


45 of the 48 states. : 
Mr. Duffus won his audience at the 
outset when he stated that agents ap- 


parently have to take orders from com- 
panies and State Insurance Depart- 
ments after the agents sell all the poli- 
cies and collect all the money which 
makes operations of companies and su- 
pervisory officials possible. “This sort 
of gripes me a bit,” he said. Then 
amidst applause and laughter he con- 
tinued: “I’m in my sixties now, going 
nowhere particularly, and so can speak 
freely.” 
Perpetuate Agencies 


He stressed the need for producers 
working to perpetuate their agencies. 
“Pass on your know-how to the younger 
men in vour offices,” he advised. “Place 
responsibility on their shoulders and 
make it worth-while financially for them 
to continue with you. Make a team in 
your office. Consider pension and bonus 
plans for yourself and your emploves. 
That’s what we are doing in our office, 
and it works.” 

Mr. Duffus took his audience some- 
what by surprise when he declared that 
well prepared letters, with renewal poli- 
cies, bring in more business than per- 
sonal calls. He said an agent renewing 
policies by hand may find his customer 
out, or busy, or otherwise unable or 
unwilling to see the agent. On the 
other hand, well prepared letters can be 


read, and reread, at the convenience 
of the assured. This will result, he 
finds, in more new business than a 


cold call with the renewal policy. “If 
you are going to see your clients, and 
you should, of course, don’t always go 
with a bill in your hand. Get to know 
your customers as friends also. And 
when you write them, put  vdersonal 
touches in your letters. It works won- 
ders often.” 

Mr. Duffus also called for closer re- 
lations between agents and companies. 
“Work together. We need the compa- 
nies and they need us,” he stressed. 
“IT would like to see agents put upon 
the programs of company association 


meetings. We agents have often in- 
vited companv men to speak and it 
would help if company organizations 


reciprocated, to get agents’ viewpoints 
and to make better personal contacts.” 
Make the poor risks better. urged Mr. 
Duffus, by advising auto drivers who 
have accidents to be most careful in the 
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boards and 
civic than duties 
without full regard for a man's speaking 
ability. It conceded that in initial 
moves this last year to prepare teams 
of «field club men to speak on effective 
salesmanship there had been some poor 
selections, but through experimentation 
better speakers are being selected to 
continue the work. 

William H. Wiley, Connecticut execu- 
tive secretary, told of a new safety 
program in his state, namely safetv on 
the water, designed to reduce accidents 
among boat owners and bathers. This 
is an experiment which appears to have 
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rather 
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groups divide 
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future, so as to protect their insurance. 
If they are cancelled out, they must take 
less adequate coverage in the Assigned 
Risk Plan, and said Mr. Duffus with 
a smile, the agent loses an account. So 
it pays all around, he continued, to help 
an assured to avoid losses in these criti- 
cal times. He declared assureds like 
Homeowner’s policies; so push them. 
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worthwhile possibilities. 

President Craig Thorn, Jr., of the 
New York Association, after seconding 
Mr. Franz’s suggestions for better teams 
of field club speakers, outlined the fire 
safety contest which the New York As- 
sociation is conducting this year among 
local fire departments. New York agents 
feel they should honor volunteer fire 
departments which have done the best 
work for fire prevention, and winners 
will receive their awards at the agents’ 
annual convention May 4-6 at Syra- 
cuse. 

Morton V. V. White, Pennsylvania, 
member of NAIA executive committee, 
commended fieldmen who have done 
good work on effective salesmanship for 
agents in Allentown, his home city. He 
then criticized some tactics of represen- 
tatives of reporting credit companies 
who, by their investigative actions, tend 
to alienate some auto insurance cus- 


tomers. He called this poor public re- 
lations. 

On the other side of the picture he 
stated good PR results could be ob- 
tained now if local boards would in- 


vite their newspaper editors, radio and 
local TV men to receptions or dinners 
where the true picture of insurance 
could be presented to these molders of 
public opinions. He said such meetings 
in Texas have already done much to 
improve public understanding of insur- 
ance and its problems. 


Babson’s V.P. Gives Advice 


On Investments, Business 


Atlantic City, March 17 — Warnings 
that business and stock prices will likely 
decline this year from present depressed 
levels were sounded here today by Vice 
President George M. Rideout of Babson’s 
Reports in addressing the Eastern 
Agents Conference. He feels that agents 
should defer future financial commit- 
ments until an uptrend in business is 
evident. Such a rise is not in evidence 
now although there may be a flattening 
out of the decline in 1958, he said. 

The present lull in business and stock 
prices, following the sharp declines in 
recent months, offers a chance to put 
finances and investments in order, in 
Mr. Rideout’s opinion. “It is a time for 
extreme caution,” he declared, “as risks 
appear on the downside rather than up- 
side.” He doesn’t see either a boom or 
a major collapse in the offing, and feels 
that while war scares may continue there 
will not be any major conflict soon, 

Mr. Rideout cautioned the agents to 
watch credit closely, and to get out of 
debt themselves. Competition will be 
more severe and many small business 
men, who are inefficient in management, 
may fall. The index of confidence should 
be watched now, he said, as a guide to 
the immediate future. There are numer- 
cus potential bad developments, such as 
possible overreaching by labor leaders, 
which could bring on a major depression. 

(Continued on Page 35) 
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Slawsby At EAC 


(Continued from Page 33) 


“After all, it is not too difficult to de- 
termine the total premiums necesary to 
pay losses in a given category. The real 
obstacle to be overcome is the social- 
istic strangulation which would prevent 
us from properly assessing the premium 
in such a manner that differences in 
credible exposure are fully and accurately 
recognized. 

“I believe that it is harder to put down 
this ‘do good’ philosophy of minimum 
differences in premium, than it is to 
properly charge the amounts of premium 
necessary to support these differences. 

“There is another difficulty to be over- 
come and that is the one which has to do 
with politically inspired refusals of rate 
adjustments. Public utilities have long 
since developed statistics which are al- 
most impossible to dispute, consequently 
almost impossible to deny. Utilities com- 
missioners no longer fight every filing. 
With correct statistics utilities have 
learned that the obstinacy shown by 
politically sheltered commissioners melts 
waits fast in the courts. In the courts, 
right is with merit. 

“IT know my own reaction when I hear 
that one of the utilities which we use 
is requesting an increase. I am sure that 
the increase will be so well documented 
that the chances are it will have to be 
granted. 

“There is a moral to be learned in the 
way utilities handle their rate increase 
requests. Also, there is a lesson to be 
learned by the success of our own indus- 
try in certain states. The Massachusetts 
summer of 1957 was highlighted by a 
most importz int court decision, 

“For the first time, the companies 
challenged and followed through. Came 
July, 1957, the courts ruled in favor of 
the companies. The companies’ conten- 
tion was upheld. 

Lesson Learned From Massachusetts 

“If statistics are collected with great 
care, as they must be; if the results are 
properly interpreted, as they should be; 
if filings are presented to Insurance De- 
partments with the same humility that a 
good salesman wears when he approaches 
a wary prospect; then if the reasonably 
anticipated increase is unreasonably 
withheld, let the companies go to court. 
The lesson which the companies taught 
themselves in Massachusetts should 
stand them in good stead. 

“To determine total premium require- 
ments is not difficult. Statistics must be 
maintained on a sanctified, unchallenge- 
able basis. Let the hills and valleys in 
experience reflect themselves in hills and 
valleys in rate requirements. Once pre- 
mium requirements are ascertained ‘our 
kind’ of company must ask for that 
which is needed, 

“If authorities are approached prop- 
erly and merited requests are denied, 
remember Massachusetts. 

“Classifications must receive greater 
and greater refinement. They must be 
refined so long as credibility can be 
maintained. If it is wrong to expect 
that profits earned in one kind of busi- 
ness will be used to maintain another 
kind of regularly unprofitable business, 
then it is wrong to expect that Class 1 
automobile business will continue to 
support Class 2 automobile business. 

“No one cuts rates when they are prop- 
erly accurately assessed. The _ sharp- 
shooters who manage the cut rate and 
specialty companies beat the averages 
by refining classifications when the class- 
ifications are too broad. 

“Specialty companies will cut rates on 
business which is rated too high. They 
do it in order to attract those classes 
which are supposed to support up to 
now those purposely thin classifications 
and then avoid the same deficiently rated 
classes by one device or another. When 
the class which has purposely built-in 
redundancy is syphoned off by the cut- 
raters the orderly ‘averaging out’ is 
interfered with. It disappears. 

“The same electronic brain which 
points up the weakness in our rating 
Structure is also adaptable to pointing 
out what the proper rate should be in 
those classifications which are deficiently, 
albeit socialistically rated and which re- 
quire support.” 


Successful Party of 


Garden State Pond 


The Garden State Pond of Blue Goose 
held a successful dinner-dance March 15 
at the Suburban Hotel in East Orange, 
with 260 present, including many from 
New York City Pond. Guests of honor 
were Robert L. Fenerty, Calgary, Can- 
ada, most loyal grand gander of Blue 
Goose; Philip M. Winchester, New York 
City, past most loyal grand gander, and 
Robert F. Stumpf, grand guardian of the 
Grand Nest. In charge of the dinner- 
dance were Gil Brady, Robert Trinks 
and Ed Barrett. 


Babson Report 


(Continued from page 34) 


On the other hand there are favorable 
factors. Increase in population is a great 
growth factor for the future, Mr. Rideout 
said. Looking ahead he is not worrying 
about the long pull in this country but 
for the next two or three years business 
will not reach recent high levels, he feels. 
He foresees a tax cut this year and a 
drop later in the cost of living, the first 
substantial fall in several years. As to 


Hawley Bill Action 


The highly controversial Hawley bill 
in the New York Legislature, designed 
to amend the insurance law in relation 
to rates and rating organizations, on 
third reading March 19, 
mitted to the rules committee. 


Was recom- 





investments Babson’s recommends a per- 
son keeping one-third of his money in 
cash, one-third invested in high grade 
bonds and the rem: 1ining third in se- 
lected common stocks. 
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WANT A BETTER BUSINESS TO PASS TO YOUR SON? 





Then build it sound—on the good 


risks— 


Give personal service— 


Sell the best— 


And you can’t miss! 


The HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


(That's why Home Insurance, for over 


of them?) 


‘Praurance Company 


Property Protection since 1853 


100 years, has had the most successful 
agents in the world! Are 


you now one 
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Fred S. James & Co., Chicago, Observes 
Its 100th Anniversary This Month 


Fred. S. 
of the nation’s 
kerage houses, is observing its 100th an- 
niversary this month. Headed by George 
W. Blossom, Jr., this company is the 
first Chicago insurance brokerage house 
to reach the 100-year mark. The mile- 
stone will be observed by a series of 


James & Co. of Chicago, one 


largest insurance bro- 


ceremonies and dinners. 
During its year Fred. S. 
James & Co. will issue a special schol- 


centennial 


arship to a midwest college, honor long 
term employes and clients, and publish 
a centennial brochure setting forth its 
span of 100 


accomplishments over a 
years. 

Opening ceremony at which President 
Blossom will officiate will be to unveil 
a special lobby display at its spacious 
headquarters in 1 North La Salle Street, 
Chicago, featuring historical items from 


the firm’s history. 


Started as One-Desk Agency by 
Alfred James 


Fred. S. James & Co., which now has 
ten main offices in this country and a 
London affiliate, traces its history back 
to the one-desk agency opened by Alfred 
lames in 1858. It was a small operation 
specializing in fire insurance and repre- 
senting three insurance companies. By 
way of contrast, the firm today places 
coverage with several hundred insurers 
each year and writes every form of per- 
sonal and business insurance. 

Alfred James, in his early twenties, 
began his insurance career in the Chi- 
cago office of Home Insurance Co. in 
1856, after a successful career as a mer- 
chant marine officer. After opening his 
agency in 1858, he built the business 
slowly and in 1864 took in his 15-year- 
old brother, Frederick S.,. as an office 
boy. Frederick showed such an aptitude 
for the business that he became a part- 
ner before he was twenty. 

In 1871 the almost total devastation of 
the Chicago fire put a serious strain 
on the fire insurance industry. Many 
agencies were forced to close their 
doors. Although their office was de- 
stroyed by the fire, Alfred and Fred- 
erick weathered this crisis and spent the 
entire winter aiding fire sufferers, sur- 
veying the damage of their customers 
and dispatching proofs of loss to the in- 
surance company. 

In 1872 Alfred James was invited to 
join the Northwestern National of Mil- 





President George W. Blossom, Jr. Cuts 
Tape Unveiling Special Lobby Display of 
Fred S. James & Co. 100th Anniversary. 


waukee, later becoming president of that 
company. He turned the business over 
to Frederick, who changed the firm 
name to Fred. S. James & Co., and 
opened a_below-the-sidewalk office at 
152 North LaSalle Street, diagonally 
across from the present headquarters of 
the company. 

Under Frederick’s guidance, the vol- 
ume of business climbed steeply as the 
city rebuilt. Two years later he had to 
move to larger quarters in the old Mer- 
cantile Building, Chicago, the present 
site of the Stock Exchange building 
Again in 1883 increased business forced 
him to seek larger quarters, this time 
in the Bryan Block at LaSalle and 
Monroe. 


George W. Blossom, Sr. Joins Firm 


continued to grow, 
Fred. S. James found that office ad- 
ministrative duties left him less and 
less time for selling, which he _ thor- 
oughly enjoyed. He turned to another 
prominent insurance figure, George W. 
Blossom, Sr., who entered the firm in 
1887 to handle the administration while 
Mr. James did the selling. These two 
men, with their complementary talents, 


As the business 


formed what a contemporary called, 
“one of the most able, successful and 
and formidable partnerships in the mid- 
west.” 

During the next ten years these two 
men laid the groundwork for expansion 
and development of the firm into a com- 
plete insurance service. In 1900 a prop- 
erty engineering service was established, 
independent of any insurance company. 
It was considered the first of its kind 
in the country. In the same year it be- 
came contract underwriters for Lloyd’s 
of London. 

Early in the century it became pos- 
sible for corporations to sign surety 
bonds and Fred. S. James & Co. opened 
one of the first bonding departments 
in the country. At about the same time 
two major developments in the accident 
and casualty field were taking shape. 
The first of the social protection laws— 
workmen’s compensation—went on the 
statute books and insurance companies 
began not only to protect employers 
against this liability, but also to indem- 
nify them for other liability at law. To 
meet this need Fred. S. James & Co. 
in 1905 formed a_ casualty insurance 
department. The agency was quite natu- 
rally an early entrant in the inland 
marine field, serving as it did the new 
hub of U. S. transportation. In 1908 
its marine department was formed in 
keeping with the great Chicago growth 
in transportation facilities. 

Physical expansion continued. The 
firm moved to larger quarters in the 
New York Life building and opened a 
New York office in 1904. In 1912 the 
company moved to the 12th floor of the 
Insurance Exchange building. In 1918 a 
San Francisco office opened, making op- 
erations nationwide. Offices are main- 
tained today in Chicago, New York, Buf- 
falo, Philadelphia, Pittsburgh, Minne- 
apolis, Portland, Ore., Seattle, San Fran- 
cisco, Los Angeles and London. 

Upon the death of Fred. S. James in 
1927, Mr. Blossom, Sr. became president. 
Because of his age, he resigned this 
position to his son, George W. Blossom, 
Jr., in 1929 and became chairman of 
the board. His son now holds both posi- 
tions. 

In the past 30 years the firm has 
steadily added to its reputation and its 
facilities. It pioneered in the fields of 
blanket deductibles, all risk floaters, un- 
known hazard (umbrella) liability and 
catastrophe medical. As is pointed out 
in the Fred. S. James & Co. historical 
brochure, these coverages “were most 
unusual — almost spectacular —in their 
day. Today they are the usual.” 


Safety and Engineering Facilities 


The firm takes pride—and rightly so 
—in its safety and engineering facilities 
today. Its safety engineers not only in- 
spect and analyze the accident hazards 
of each risk but also follow up and 
coordinate the services of the casualty 
insurer on the line. “This enables us,” 
says the management, “to achieve almost 
perfect utilization of all available aids to 
safety.” 

In fire engineering Fred. S. James & 
Co. maintains a staff of graduate engi- 
neers, enabling the firm to furnish con- 
sultation and advice on new building 
construction or alterations, location, fire 
protection equipment and devices, the 
storing and handling of combustibles, 
and instruction in safe practices. “Having 
done this physical job, we analyze the 
complex rating structure to create the 
lowest possible rate consistent with the 
physical conditions,” the brochure points 
out. 





In our 53rd year 
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Gearing its engineering service to the 
Atomic era, the firm’s engineers under 
a permit issued by the Atomic Energy 
Commission, have been granted access 
to confidential and restricted data in the 
field of atomic and nuclear science, and 
secret data in connection with power 
reactors, 

This makes available through Fred. S. 
James & Co., consultative advice and 
inspection and engineering services for 
the analysis and underwriting of nuclear 
and radiation hazards, and peril control 
of nuclear installations. 


Prominence of President Blossom 


George Blossom, Jr., who serves as 
both president and chairman, is a 
Hotchkiss School and Yale graduate 
(Ph.B.). This is his 44th year in the 
insurance business, continuously with 
Fred. S. James & Co. He is active in 
the National Association of Casualty & 
Surety Agents, now serving as chairman 
of its convention press committee. A 
superb golfer, he is a past president of 
the United States Golf Assn. His clubs 
include University Club, Chicago; Com- 
mercial, Commonwealth, Onwentsia, 
Shoreacres, Attic, Casino, Mid-Day, 
Chicago, Old Elm, National Golf Links 
(N. Y.), Links, N. Y., and the Yale 
(N. Y.). He is a director of the Chi- 
cago National Bank, Dorwin-Donnelly 
Co., Pittsburgh, and Charles F. Joyce 
Co., Inc., Buffalo. 

His son, George W. III, vice president 
of the firm, is a graduate of Hotchkiss 
School and Williams College. He start- 
ed his insurance career in 1942 with 
Fred. S. James & Co. He is a member 
of Onwentsia and Chicago Clubs. 


Other Officers 


F. Schuyler Dauwalter, executive vice 
president, treasurer and director, en- 
tered the insurance business in 1911 and 
was with the old Business Development 
Office, New York, before joining Fred. 
S. James & Co. He is a member of 
Union League Club, Chicago. 

Walter E. Geisler, senior vice presi- 
dent and director, started his career 


(Continued on Page 49) 











DAVID C. WHITE AGENCY, INC. 


55 JOHN STREET, NEW YORK 38, N. Y. 
LOCAL — COUNTRYWIDE — WORLDWIDE 


Member of the New York City Insurance Agents Assn., Inc. 
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National Union Cos. 
Had Record Premiums 


UNDERWRITING LOSS DROPS 


Net Premiums Were $44,634,877, Assets 
$83,134,077 and Surplus to Policyhold- 
ers $24,353,930 in 1957 








written by National 
Union Fire and its subsidiaries, Na- 
tional Union Indemnity and_ Birming- 
ham Fire, reached a record $44,634,- 
877 in 1957, an increase of 10% over the 
previous high of $40,457,202 attained in 


Net premiums 


Cae J y igs 





WILLIAM MacLEAN 


1956, according to the annual report of 
William MacLean, president. 

Mr. MacLean noted that automobile 
rates continued to lag behind experi- 
ence, a primary factor in insurance com- 
pany: underwriting losses. He said that 
inflationary pressure and an increase in 
the number and size of fire insurance 
losses also resulted in poor results for 
1957. 

Loss and loss expenses in 1957 were 
64.5% of premiums, compared with 
04.9% the year before, he noted, and 
underwriting expenses declined to 42.4% 
of premiums written from 43.3% in 1950. 

Net investment income totaled $2,371,- 
301 in 1957, compared with $2,259,067 
the year before. 


1957 Operations 


Over-all operations in 1957 showed a 
loss of $46,338, equal to a deficit of 8 
cents per share on the 600,000 shares of 
capital stock outstanding. After tak- 
ing into account the increase in the 
equity in unearned premiums resulting 
from the larger volume of business 
transacted, adjusted earnings amounted 
to 62 cents per share. This compared 
with adjusted earnings of 14 cents per 
share on the same number of shares 
outstanding the year before. 

For 1957 National Union had earned 
premiums of $43,378,504, incurred losses 
and adjustment expenses of $27,980,700, 
and underwriting expenses of $18,909,432, 
leaving an underwriting loss of $3,511,- 
628. Comparable 1956 figures were: $38,- 
653,880 earned premiums; $25,073,039 loss 
and adjustment expense; $17,522,568 un- 
derwriting expense; and $3,941,727 un- 
derwriting loss. 

At the end of 1957 consolidated assets 
were $83,134,077 and surplus to policy- 
holders $24,353, 930. A year earlier con- 
solidated assets were $84,453,451 and 
surplus to policyholders $28,784,467. 





CLOVER INDIANA SPECIAL 

Appointment of Frank W. Clover as 
special agent for Ohio Farmers Compa- 
nies in Indiana is announced. Mr. Clover 
has had wide experience in the insurance 
field and previously traveled Kentucky 
for The Fund Campanies. He will assist 
State Agent William S. Johnson and 
will travel central Indiana. 


AMERICAN UNIVERSAL REPORTS 





Net Operating Profit for 1957 of $40,042; 
Underwriting Loss $295,000; Pre- 
miums at Record High 
Reporting on consolidated 1957 opera- 
tions of the American Universal, Provi- 
dence, R. I., and its affiliate, the New- 
foundland American, President Maurice 
H. Saval announced at the annual stock- 
holders meeting that the company 
showed a net operating profit of $40,042, 
in spite of a statutory underwriting loss 
of $295,330. Mr. Saval noted that the 


rate increases heretofore allowed have 
not proven to be adequate for many 
classes of risks, but that he felt further 
rate increases and other adjustments 
lead him to anticipate an ultimate turn 
for better over-all underwriting results. 
Mr. Saval reported that premiums 
written (after eliminating inter-company 
reinsurances) increased by $2,749,871 
from the 1956 year-end to a new high 
of $14,674,790, while earned premiums 
were $5,457,376 as compared with $4,842,- 
170 a year ago. Assets of the company, 


which is now licensed in 44 jurisdictions, 
were increased from $12,668,888 to $14,- 


507,380, while its pa capital at the 
year-end was $1,100,000 

Investment income surpassed all pre- 
vious years, amounting to $335,373. How- 
ever, total policyholders’ surplus was 
reduced from $1,081,732 to $900,925, due 
largely to the decrease in market value 
of stocks since the December 31, 1956 
report. 

At the stockholders meeting two addi- 
tional members were elected to the com- 
pany’s board of directors. They are R. 
Fraser Elliott, partner in the Montreal, 
Quebec, law firm of Stikeman & Elliott, 
and John W. Quigley, assistant treas- 
urer of the Freeport Sulphur Co. of 
New York City. 















Business Established 1842 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 


CONDENSED STATEMENTS AS OF DECEMBER 31, 1957 


From reports made to the New York State Insurance Department 


Trustees — Directors 


MILES F. YORK 
President 


FRANKLIN B. TUTTLE 
Chairman of the Board 


J. ARTHUR BOGARDUS 
New York 


ELLSWORTH BUNKER 
Ambassador to India (on leave) 


GEORGE A. BUTTS 
Boston, Massachusetts 


JOHN B. CLARK 
~. President, Coats & Clark Inc. 


WILLIAM M. CRUIKSHANK 


Honorary Chairman of Board, Cruikshank Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge Corporation 


RAYMOND H. FOGLER 
President, Board of Trustees, University of Maine 


J. PETER GRACE 
President, W. R. Grace & Co. 


E. ROLAND HARRIMAN 
Partner, Brown Brothers Harriman & Co. 


J. FRANK HONOLD 
Vice-President, The Chase Manhattan Bank 


J. B. S. JOHNSON 
Chairman of Board, Otis, McAllister & Company 


RICHARD H. MANSFIELD 
Vice-President, Rockefeller Center, Inc. 


CLARENCE G. MICHALIS 
Trustee, The Seamen's Bank for Savings 


JUNIUS S. MORGAN 
Director, J. P. Morgan & Co., Inc. 


THOMAS A. MORGAN 


lew York 


M. NIELSEN 
President, Babcock & Wilcox Company 


THOMAS I. PARKINSON 
New York 


MARVIN PIERCE 
Time Magazine 


MAX J. H. ROSSBACH 
Partner, J]. H. Rossbach & Bros. 


GEORGE M. SCHURMAN 
President, The National Bag Corporation 


JOHN E. SLATER 
Partner, Coverdale and Colpits 


JOHN SLOANE 
New York 


HERRIOT SMALL 
Vice-President, The Atlantic Companies 


J. BARSTOW SMULL 
Partner, J]. H. Winchester & Company 


BENJAMIN STRONG 
Chairman of Board, United States Trust Co. of New York 


ALAN H. TEMPLE 
Executive Vice-President, 
The First National City Bank of New York 


JOHN C. TRAPHAGEN 
Trustee, The Bank of New York 


CHARLES T. WILSON 
Chairman of Board, Charles T. Wilson Company, Inc. 





Atlantic Mutual Insurance Company 
ADMITTED ASSETS 


Cash in Banks and in Of.ices 


Securities: 


United States Government . 
Other Bonds . . . 
Preferred Stocks . . 


Common Stocks 


Stock of Centennial Insurance Company 


(owned 100% ) 


Premiums Receivable not over ‘Theee Months Due 


Other Assets: 2 5 
Oe: Ce ae ee 


Reserves: 


Claims and Claims Expense 


Unearned Premiums . 
Expenses and Taxes 


Reinsurance in Non-Admitted 


Companies 
Miscellaneous . 


Cash Dividends Decheod bers not Due . 


Other Liabilities . . . 


Voluntary Reserve . . 
Guaranty Fund . .. 
Surphietecn, six) 


SURPLUS AS REGARDS POLICYHOLDERS . 


Total . 


$ 5,032,460 





. $21,894,990 
< “oote Spee 
; 4,093,740 

11,026,728 50,213,996 

6,254,222 

3,167,800 

- 4,020,101 

ea $68,688,579 

LIABILITIES 

$15,836,519 
16,625,236 
1,187,470 
423,150 

157,549 $34,229,924 

1,722,177 

$41,648,000 
4 tp ce $TTOKOSTO 
+ «+ «3,000,000 
Ste ih 7,000,000 

27,040,579 

$68,688,579 


United States Government Bonds carried at $925,447 are deposited for 


purposes required by law. 


Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1957 actual 
market quotations for all securities owned, total Admitted Assets would 


amount to $67,319,055. 


Centennial Insurance Company 
ADMITTED ASSETS 


Cash in Banks and in Offices 


Securities: 


United States Government ; 


Other Bonds 
Preferred Stocks ... 
Common Stocks 


$ 7,017,782 


Premiums Receivable not over Three Months Due 


Other Assets .. . © « 
Total oG Seg 


Reserves: 


Claims and Claims Expense 


Unearned Premiums . 
Expenses and Taxes 


Reinsurance in Non-Admitted 


Companies . .. 
Miscellaneous . . . 
Other Liabilities . . . 


Voluntary Reserve . . 
CORN 4 sk: 6r 
Sumpias. «ss 7 


SURPLUS AS REGARDS POLICYHOLDERS. . 


Total . 


$ 2,438,425 


vee 4,706,132 
a els 1,102,900 
A 2,389,187 $15,216,001 
1,033,674 
Pe ee ae 1,308,766 
ce & te eee he. ‘ee 
LIABILITIES 
. $ 5,278,840 
‘ 5,541,745 
‘ 409,228 
vate 141,050 
a tee 83,572 $11,454,435 
ie ae 2,288,209 
$13,742,644 
o ws @ -Csa964 
» ere 1,500,000 
ee 4,101,258 
6,254,222 
ares $19, 996, 866 


Unites States Government Bonds carried at $1,111,343 are deposited 


for purposes required by law 


Securities are carried at ceo prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1957 actual 
market quotations for all securities owned, total Admitted Assets would 


amount to $19,502,598. 


Home Office: 770 Broadway + New York 3 (Temporary Address) 
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John A. North Address 


(Continued from’ Page 31) 


t 


agencies, wages, tabulating machines, 
typewriters, maintenance, property taxes, 
rents, telephone and telegraph, adjust- 
ing services, and, then too, there is the 
demand for increased ‘fringe’ benefits 
which add further to the climb of all 
operating expense. 

“‘Fringe’ benefits, such as group life 
and accident insurance, ‘hospitalization, 
retirement plans, subsidies for cafeterias, 
recreation facilities, and paid absences 
for sickness, now cost the companies 
about 22 cents on top of every dollar of 
wages and salaries paid. A salary in- 
crease of $10 per week means a cost of 
$12.20 to the company on the average,” 
according to President North. 

Mechanization Costs Rise 

“A few years ago it was thought that 
mechanization would help relieve some 
of the pressure on the expense portion 
of the dollar, but rental rates have gone 
up on equipment, the price of pur- 
chasable machines has also risen, and so 
has the wage cost of operators. If we 
could have maintained the same level of 
required data which prevailed 10 or 15 
years ago, there might have been some 
large savings. 

“But our regulatory authorities keep 
demanding more information; we need 
more and more to prove our case for 
rate filings; and we, ourselves, keep 
seeking more statistical data in order 
to pinpoint our loss or expense problems 
by class and by territory. 

“The pure premium theory needs more 
research on an across-the-board basis. 
It is really not a theory; in fact, it is 
now used for all practical purposes by 
companies writing large compensation 
and liability accounts. In such cases, 
when a rate is figured, the commission 
is added in only after the producer indi- 
cates what he will take for his fee in 
order to meet competition. The big as- 
sured, subject to retrospective rating 
formulas, knows this is done, and usually 
he knows how much is included in the 
proposed rate for his broker’s or the 
agent’s services. 

“This system permits large companies 
which are capable of supplying a market 
for large risks to keep commission costs 
down to a lower figure than the smaller 
companies are able to do. It therefore 
follows that the overall expense ratio of 
the larger companies will be lower, and 
so there develops an advantage to big- 
ness, which is one of the current prob- 
lems of our times. 


Opposition to Commission Control 


“Any method designed to control com- 
missions will be fought by agents and 
brokers as a matter of tradition. State 
Commissioners will shy away from con- 
trol of this expense item because of poli- 
tical implications. Most state regulatory 
officials are politicians and they know 
that producers within their states have 
more votes than do company staffs; and 
we all know that a corporation has no 
vote at all! 

“However, economic laws come into 
play at some point, and it is usually at 
the point where the customer has a 
choice of how much he is willing to pay 
for insurance. We have observed this 
happening in the field of automobile in- 
surance, where the difference in the 
price of the policies offered the customer 
is approximately the difference in acqui- 
sition cost between agency companies 
and non-agency companies,” continued 
Mr. North. 

“No one expects to be foolish enough 
to wait until the ‘roof falls in’ before 
he makes repairs. That is why so many 
steps are being taken by one company 

after another to improve their efficiency 
of operation, try new gimmicks, and try 
to attract a better class of business to 
its books by this or that incentive. 

“Many of these gimmicks do not work 


out, in my opinion. For instance, some 
of our broad package policies have been 
made too broad for the rate charged 
and the commission allowed. The pen- 
dulum needs to swing back a little to 


obtain a better balance between 
mium, loss record, and expense. 


pre- 


been done in the life field for many 
years. It might also be the answer to 
our cash problem. By that I mean the 
lag of time between putting the business 
on the books, assuming the liability, and 
even paying losses on the same policies, 
before any cash is forthcoming to the 


Toledo Agents Elect 
William Johnson, newly elected pres- 
ident of the Toledo Association of In- 
surance Agents, outlined his program for 
1958 at a luncheon in the Secor Hotel, 


Toledo, Ohio. Other new officers are 
James G. Crockett, first vice president; 
Gifford H. Fine, second vice president, 
and Howard W. Adkins, secretary. 


company’s bank account on that same 
business. 

“There is a lapse of 75 days as a rule, 
before the net cash, after commission de- 
duction, flows into the company till of 


Direct Collection System 


“Experiments are now being tried in 
consolidating all of an insured’s business 
in one insurance portfolio and letting 


him pay for it monthly. This plan could fire and casualty corporations, The life Trustees include Leon Corns, chair- 
possibly be the forerunner of a direct companies put their money to work 45 man; Richard L. Lehman, Robert D. 
collection system by the companies in to 60 days ahead of us, and it makes a Falconer, James G. Gilger, William L. 


the fire and casualty business, as has big difference.” Roemer and Robert G. Smith. 








The American Insurance Company American Automobile Insurance Company « Associated Indemnity Corporation 
FINANCIAL STATEMENTS, DECEMBER 31, 1957 


The American American Automobile Associated Indemnity 


ASSETS Insurance Company Insurance Company(!) Corporation (2) 
Cash in Banks and Offices............. $ 8,343,549 $ 1,480,721 $ 670,432 
U. S. Government Securities*.......... 36,455,771 22,733,290 8,507,132 
Canadian and other Foreign 
Government Securities* ............ 2,415,701 1,840,069 —0— 
State and Municipal Securities*........ 48,219,543 40,966,504 8,189,625 
Preterred GUeks" . ... oc .0.ssass%'. 15,025,848 4,498,600 581,000 
Common Stocks, except Subsidiaries*. . . 51,297,398 10,649,618 5,173,706 
Stock of Subsidiaries*................ 37,284,038 9,687,714 —0— 
RRR LPS e re era 4,315,359 —0— 247,198 
Agents’ Balances (less than 90 days old). . 15,092,949 8,049,573 2,012,393 
Other Admitted Assets................ 4,916,881 3,809,812 1,268,721 
Total Admitted Assets ............ $223,367,037 $103,715,901 $26,650,207 
LIABILITIES 
Reserve for Unearned Premiums........ 69,871,067 37,264,569 9,316,142 
Reserve for Losses and 
Loss Adjustment Expenses .......... 49,926,039 26,627,220 6,656,806 
eee 2,562,900 1,336,000 342,564 
Reserve for Policyholders’ 
Dividends Declared................ 398,929 212,762 53,191 
Reserve for Expenses and 
Other Lisbiities < .................. 6,538,497 991,312 593,790 
ere $129,297,432 $ 66,431,863 $16,962,493 
Capital Stock ......... $10,374,395 $ 3,500,000 $1,000,000 
NE sik d cae ved oes 83,695,210 33,784,038 8,687,714 
Surplus as regards Policyholders....... $ 94,069,605 $ 37,284,038 $ 9,687,714 
ON esi ebe cus sR owloes $26,650,207 


$223,367,037 $103,715,901 





*The amortized and market values used in this statement are on the basis prescribed by the National Association of 
Insurance Commissioners. Securities carried at $4,437,217 in the above statement for The American Insurance 
Company, $4,370,039 in the above statement for American Automobile Insurance Company, and $2,545,730 in the 
above statement for Associated Indemnity Corporation are deposited for purposes required by law. 


(1) Wholly owned by The American Insurance Company. 
2) Wholly owned by American Automobile Insurance Company. 


BOARD OF DIRECTORS 


BERT A. JOCHEN 
Executive Vice President 
GALE F. JOHNSTON 
President, Mercantile-Commerce 
National Bank in St. Louis 
DONALD B. KIPP 
Pitney, Hardin & Ward 
Attorneys, Newark 
DONALD C. LUCE 
President, Public Service Electric 
and Gas Company, Newark 
J. WESLEY McAFEE 
President, Union Electric Company 
of Missouri, St. Louis 
WILLIAM A. McDONNELL 
Chairman of the Board 
First National Bank in St. Louis 


ROBERT H. McROBERTS 
Bryan, Cave, McPheeters & 
McRoberts, Attorneys, St. Louis 
H. BRUCE PALMER 
President, The Mutual Benefit Life 
Insurance Company, Newark 
OTTO PATTERSON 
St. Louis 
HOBART C. RAMSEY 
Chairman of the Board 
Worthington Corporation, New York 
JOSEPH D. SCHEERER 
President, Alderney Dairy Co., Newark 
EDWIN STEWART 
President, Excess and Treaty 
Management Corporation, New York 
BRUNO C. VITT 
Chairman of the Board 


ROBERT Z. ALEXANDER 
President 
WILLIAM H. ARMSTRONG 
Cobbs, Armstrong, Teasdale & Roos 
Attorneys, St. Louis 
ALBERT Y. BINGHAM 
Financial Vice President 
Chicago Title & Trust Company 
HARVEY R. BOWDITCH 
Executive Vice President and 
Chairman, Finance Committee 
DAVID R. CALHOUN 
President, St. Louis Union 
Trust Company 
CHAMP CARRY 
President, Pullman, Inc., Chicago 
JOHN B. CLARK 
President, Coats & Clark Inc., New York 


FRANKLIN CONKLIN, JR. 
President, Flood & Conklin 
Company, Newark 
HORACE K. CORBIN 
Chairman of the Board, Fidelity 
Union Trust Company, Newark 
CHARLES S. COTSWORTH 
Vice President 
ROBERT G. COWAN 
President, National Newark & Essex 
Banking Company, Newark 
STEPHEN Y. HORD 
General Partner, Brown Brothers 
Harriman & Co., Chicago 
WILLIAM A. HUGHES 
President, New Jersey Bell 
Telephone Company, Newark 
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Efficient Agency Management Helps 
To Improve Profits, Beling States 


Building agency profits may depend more 
on individual conditions within an agency 
than many producers realize, Oscar Beling, 
manager of agency systems for the Royal- 
Globe Insurance Group, told the Insurance 
Agents Association of Queens County at a 
recent dinner meeting in Queens Village, 
Long Island. A study of the physical lay- 
out of an agent’s office, the actual work- 
load, duties and responsibilities of each 
employe, filing controls, telephone service 
and other office activities may prove re- 
vealing, Mr. Beling states, and should set 
a producer on the way to securing the most 
profit out of each commission dollar. His 
talk, containing numerous worthwhile sug- 
gestions for improving agency efficiency, 
follows : 

Percentages are not “spendable” but 
profit dollars are, In other words, one 
agency writing over a million dollars 
annually, might be earning only 35% of 
its commission income (including the 
salaries and drawing accounts of its 
principals), but the actual dollars of 
profit would be far greater than, say, a 
$250,000 agency with total earnings of 
50% of its commissions. Your job, then, 
is to concentrate on boosting the profit 
dollars in your agency. 

To further illustrate how important 
it is tc maintain top efficiency in an 
agency, we might study relation of 
profit to premium volume. One of the 
most recent agency cost surveys shows 
that an agency in the $125,000 bracket 
earns 50% on its commission income— 
salaries and drawing 


again including lari 
accounts to its principals. The com- 
mission on all lines is a little better 


than 20% or, roughly, 10% profit on the 
premium. 

Suppose an agent were to take stock 
of what goes on inside his agency. He 
might find some unnecessary duplication 
of mechanical effort. Perhaps some 
things are being done just because they 
have always been done that way. He 
might make a few changes, inconse- 
quential in themselves, but resulting in 
actual dollar savings of $10 a month. 
That saving, unimportant as it may 
seem, is just the same—profit wise—as 
putting a brand new line of $1,200 a year 
on his books, because $10 a month is 10% 
of $1,200 a year. 


Line Records Valuable 


How can we make those profit dollars 
grow? We should keep in mind that any 
system to be truly profit producing must 
be geared to long-range production plan- 
ning as well as to efficiency, For in- 
stance, a line record, i., a record of 
lines written by customers’ names, has 
long been recognized as one of the most 
important production and service records 
in an agency. 

There are many types of line records, 
but before reaching any conclusion as 
to the best one for your office, it might 
be well to give some thought to the 
method of filing daily reports—the basis 
records in every agency. 

There are three ways of filing daily 
reports in an agency. First, we have the 
method of filing daily reports by policy 
number and by company. This dates 
back to the time of the old-fashioned 
fieldman. This method is fast disap- 
pearing. 

The second method is to file daily re- 
ports by month and year of expiration. 
This accomplishes one result, and one 
result only. It makes it possible for the 
clerk in the office, once a month, to 
draw all the daily reports due for re- 
newal at one time. 

On the other hand, if the agent or any 
one else in the office requires a daily 
report during its term for any purpose 





such as servicing the account, it becomes 
necessary to first consult some sort of 
alphabetical record in order to determine 
the date of expiration before approaching 
the files. In other words, a relatively 
small part of the clerk’s time is saved 
once a month as contrasted to the time 
lost by both the agent and his customer 
in obtaining the records when they are 


most needed. 
Filing by Insureds’ Names 


The third method of filing is by in- 
sureds’ names. Obviously, a man knows 
his own name but just as naturally he is 
not inclined to know his policy number, 
his company, nor the expiration date of 
the policy. For that matter he is not 
interested in such details and quite 
likely leaves the matter of proper filing 
such records to the agent. On the other 
hand, the agent’s contact with his cus- 
tomer is based on the name of that 
customer and, if the records are built 
around customers’ names, the agent 
is in a much better position to service 


the accounts and at the same time, de- 
velop additional business. The alpha- 
betical method of filing, therefore, is be- 
coming more and more popular. 

Once the many advantages of alpha- 
betical filing are recognized, it becomes 
a simple matter to combine this method 
with a line record through what is 
known as the Line Folder Plan. This 
plan consists simply of a folder for 
each insured in which are placed the 
daily reports for that insured. A simple, 
abbreviated record of the lines written 
is shown on the filing face of the folder 

All correspondence relating to that 
insured’s account is also filed in the 

(Continued on Page 42) 





Desirable clients 
are pre-sold for agents 


of America Fore Loyalty Group, through eye-stopping ads like 
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AIUC Elects Four 

New Officers in N. Y. 
WEBER NOW VICE PRESIDENT 
Tyndall Becomes Treasurer, Paris Secre- 


tary, Redmond Controller and 
Assistant Treasurer 


American International Underwriters 
Corp. announces four new officer elec- 
tions. Alfred Weber, former treasurer 
and secretary, has been elected vice 
president, to head a new department 





ALFRED WEBER 


which will supervise world-wide auto- 
mobile underwriting—both liability and 
direct damage protection. 

Mr. Weber, who joined AIU in 1931, 
has had extensive experience in under- 
writing phases as well as the financial 
end of the insurance business. He headed 
the fire and automobile underwriting 
activity of AIU in Latin America before 
he became treasurer of AIU at head- 
quarters in New York in 1951. He is a 
graduate of New York University. 

Replacing Mr. Weber as treasurer is 
Harry F. Tyndall, who joined the AIU 
accounting department in 1939. Mr. Tyn- 
dall also serves as assistant secretary 
of AIU. Before joining AIU he was asso- 
ciated with the First National City Bank 
of New York and the Burroughs Adding 
Machine Co. He is a member of the 
Insurance Accountants Association and 
the Controllers Institute. 

Peter C. Paris, assistant secretary, was 
elected secretary of the corporation in 
Mr. Weber’s place. He has been involved 
in financial work for over 30 years, the 
last ten of them with American Inter- 
national insurance groups. Mr. Paris 
attended the College of the City of New 
York and the University of Baltimore, 
and is a graduate of the American Insti- 
tute of Banking. 

Arthur F. Redmond is named con- 
troller and assistant treasurer of AIU. 
He has been with AIU since 1948. He 
attended New York University and, be- 
tween 1941 and 1948, was a special agent 
with the Federal Bureau of Investigation. 





Gray Joins London as 


New York State Agent 


Robert C. Gray, who has thad 18 
years’ experience in the New York 
State field, has joined the London 
Group as state agent for up-state New 
York. Mr. Gray’s headquarters are: 
306 Larned Building, Syracuse, N. Y. 

He had been, prior to joining London, 
with the Pacific National Group since 
1947, recently as manager of the Syracuse 
office. Mr. Gray joined Pacific National 
as a multiple line special agent. He 
entered the insurance business in 1937 as 
a claims adjuster for the Royal In- 
demnity. 


SANDERS AT ROCKFORD 

Kenneth R. Sanders has been trans- 
ferred from the home office of the Se- 
curity-Connecticut Companies of New 
Haven to the Rockford, Ill., branch of- 
fice where he will serve as special agent 
and underwriter under Manager Charles 
Frazier. Mr. Sanders’ appointment will 
strengthen the multiple-line underwrit- 
ing facilities of the Rockford branch 
as well as provide improved field serv- 
ice for agents in the area. Mr. Sanders 
joined Security-Connecticut in 1955 as an 
automobile underwriter in the Cleveland 
branch office. 


WRITING... 





Term Rule Limit is 
Modified in California 


The Pacific Fire Rating Bureau has 
announced a modification of its recently 
adopted rule limiting term coverage in 
California to three years. Modification 
is for interim business only and is de- 
signed to facilitate the conversion of 
five-year policies to a three-year basis 
with a minimum of difficulty, through the 
use of a budget plan. Actually, two pro- 
cedures are made available under this 
modification, depending on whether the 
business is placed entirely with one car- 
rier or with more than one company. 


... absolutely nonassessable policies, PLM is now launched on its 63rd 


year of operation. Each one has shown a steady and consistent growth. 
Welded to this has been what we—perhaps paradoxically—like to call 
a conservatively progressive outlook. It means that while staying with our 
principles, we have moved with the times. We think we belong in your 


office. If you do too, why not drop us a line. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance”’ 


pim 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


Need More Research 
For Package Policies 


RODDA_ TELL INDEPENDENTS 


Need to Examine Closely Amount of 
Rate Credit Given; Also Expansion 
Of Cover into New Fields 


One reason some package policies have 
been unsuccessful is because insurance 
companies did not do enough research 
before bringing out broader coverages, 
according to William H. Rodda, secre- 
tary, Transportation Insurance Rating 
Bureau. Speaking at the New Orleans 
workshop meeting of the National Asso- 
ciation of Independent Insurers, Mr. 
Rodda said, “There was a tremendous 
lack of research on the part of insurance 
companies before providing the coverage 
which may be sold on a long range 
basis. 

“Tt is not good public relations to ex- 
periment with coverages, to provide 
broad coverage, then withdraw it be- 
cause some losses occur. It would be 
much smarter to investigate first, and 
then provide the coverage that can be 
supported by experience over a_ long 
period of time.” 

Mr. Rodda also indicated a belief that 
there has been too much emphasis on 
package policies. Package selling, he 
pointed out, is the method being used 
by all merchandisers today. It is effi- 
cient and good salesmanship. 


Package Method in Selling 


But, he emphasized, the package 
method of selling can be used without 
the selling of the so-called package 
policy. Many larger insurance packages 
today consist of several insurance pol- 
icies put together in an attractive folder, 
with a lump sum premium. 

In reviewing the five vears’ experience 
with package policies, Mr. Rodda said, 
“one of the things that we have learned 
is the necessity for examining carefully 
just how much credit should be given 
in the premium packaging. Some credit 
is justified. The question is how much. 

“A second result has been the expan- 
sion of coverage into new fields, and an 
expansion of coverages which previously 
were provided only on a small scale.” 

In this connection, he noted that some 
of the very broad “all risks” types of 
coverage have produced losses from haz- 
ards which were not fully appraised. 
“Perhaps the most spectacular of these,” 
he said, “has been the water damage 
hazard in new suburban communities.” 


Kemper Names Totsch 
New Orleans Fire Mgr. 


Marvin D. Totsch has been appointed 
branch fire insurance manager in the 
Kemper Insurance Companies’ New Or- 
leans office. His appointment was an- 
nounced by T. L. Osborn Jr., executive 
vice president of American Manufac- 
turers Mutual and manager of the 
Kemper group’s fire insurance division. 

Mr. Totsch joined the Kemper organ- 
ization in 1955 as an underwriter for 
American Manufacturers. For the pre- 
vious four years he had been a fire 
underwriter for Lansing B. Warner, 
Inc. He attended Blackburn college in 
Carlinville, Ill., and Roosevelt University 
in Chicago and is past vice president of 
Blackburn’s Chicago alumni group. 





A. C. MARTIN AT DES MOINES 

Alfred C. Martin has been appointed 
special agent in the Des Moines area 
for the fire insurance division of the 
Aetna Casualty and Surety and_ the 
Standard Fire. A Navy veteran, Mr. 
Martin is a graduate of Boston Univer- 
sity and for the past two years has 
served as special agent in Connecticut. 


SEUA MEETS JUNE 9-11 
The South-Eastern Underwriters As- 
sociation will hold its 76th annual meet- 
ing at The Homestead, Hot Springs, Va., 
June 9-11. 
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Independent Adjusters To Meet 


The National Association of Independ- 
ent Insurance Adjusters is holding its 
21st annual convention at the Sheraton- 
Plaza Hotel, Boston, on April 28-30. New 
England members of the association have 
been assigned to committees to organize 
and direct various functions in connec- 
tion with the convention. Chairmen of 
the various committees, all located in 
Boston, follow: 

Samuel M. Miller, hotel room accom- 
modations; G. Francis Stratton, of Strat- 
ton and Stratton, convention meeting 
rooms; Stephen M. Hannon, Hannon Ad- 
justment Co., registration; Earl J. d’En- 
tremont, O. A. Johnson and Co., Inc., 
hospitality; Daniel J. McCluskey, Toplis 
and Harding, Wagner & Glidden, Inc., 
luncheon and banquet; Ivar J. Swanson, 
entertainment; William_ J. McGettrick, 
William J. McGettrick Co., ladies activi- 
ties and golf tournament; James F 
McDevitt, James J. McDevitt and Sons, 
Inc., photographic; Leo E. Bronson, Leo 
E. Bronson, Inc., guest speakers. 

The convention program includes com- 
bined meetings for members and insur- 
ance company claim and loss representa- 
tives on each of the three convention 
days. Guest speakers at these sessions 
will include a number of the leading 
insurance representatives who will dis- 
cuss various aspects of problems involved 
in claim adjusting. 

Afternoon sessions, for members only, 
will be held on April 28 and 30 for the 
transaction of associataion business, elec- 





One Liberty Street Building 
Now Being Modernized 


Cruikshank Company has been ap- 
pointed renting agent for the 20-story 
office building at One Liberty Street east 
of William Street and off the northeast 
corner of William and Liberty Streets 
diagonally opposite the new Chase Man- 
hattan Bank center. 

The building was recently acquired by 
Jacques and Leon Schwalbe, who plan 
to completely modernize and renovate 
this property. The modernization will 
include installation of new automatic 
elevators, complete air conditioning, flu- 
orescent lighting and Kentile floor cov- 
ering. This work is already under way 
and it is expected that some space will 
be available for occupancy this month. 

The property has lighting on all sides 
and commands a view of the East River 
from its easterly elevation. There will 
be a total of approximately 80,000 sq. ft. 
to rent with about 4,000 ft. on each floor. 
The ground floor and basement include 
good banking facilities. The property 
was formerly owned and occupied by 
the Great American Insurance Co. 





Buffalo Names E. Q. Davis 
As State Agent for Ohio 


Edward Q. Davis has been appointed 
multiple line state agent for the Buffalo 
Insurance Co. in Ohio with headquarters 
at Columbus. He has replaced Vernon H 
Burke, Jr. who has retired after 25 years 
of service in Ohio, 

Mr. Davis, who has seasoned experi- 
ence both as home office underwriter 
and fieldman, started his career in Chi- 
cago as an underwriter with America 
Fore Insurance Group. In 1947 he joined 
Millers National in Chicago as fire 
underwriter and was transferred in 1950 
to Ohio as special agent. In 1954 he was 
hired by Continental Casualty as fire 
manager for Ohio. 

He is a graduate of the American In- 
stitute of Fire Insurance, member of the 
Honorable Order of the Blue Goose, 
Ohio Pond and active with the Ohio 
Fire Underwriters and Ohio Fire Pre- 
vention Associations. His World War 
II service embraced three years in the 
U. S. Navy in the South Pacific. 


tion of officers and consideration of plans 
and programs for the coming year. 

A luncheon will -be served on April 
28 and that evening the traditional re- 
ception and cocktail party for members 
and guests will be held through the 
courtesy of Alfred M. Best Co., Inc. at 
which C. Obed Carlson, editor of Best’s 
Adjusters and Investigators, will be host. 

A golf tournament will be conducted 
Wednesday afternoon, April 29. The 
John Roane trophy will be awarded to 
the winning member and the Brown 
Brothers trophy will be awarded to the 
winning guest. The convention will close 
Wednesday evening, April 30, with the 
annual banquet followed by entertain- 
ment and dancing. 

The convention committees are under 
general direction of A. Edward LaCha- 
pelle of Providence, Vice President for 
the Eastern region of NAIIA. President 
Joseph M. Cashin of East Orange, N. J., 
and Ralph G. McCallum, general man- 
ager of the association, are in charge of 
the convention plans and arrangements. 

Membership of the association in- 
cludes 428 independent adjusting organ- 
izations operating more than 900 offices 
throughout the United States. 


Study $100 Windstorm 
Deductible for N. E. 


The New England Fire Insurance 
Rating Association is giving considera- 
tion to proposals that the $50 wind- 
storm deductible on extended coverage 
be boosted to $100, but has made no 
final decision on the matter, Chairman 
Edward J. Martin reported at the an- 


nual meeting of the organization in 
Boston. 

Executive Manager Benjamin M. 
Hermes reported that a total of 129 


risks in New England lost their pre- 
ferred classification and eligibility for 
the low-cost E. C. No. 3 during the past 
year because they failed to keep up to 
the required standard of fire protection 
and construction. 

Mr. Martin, vice president of the 
Phoenix of Hartford, was reelected 
chairman of the board of governors. 
Vice President A. Brooks Parker, Jr., 
of the Boston-Old Colony was reelected 
vice chairman. President Allen M. Mills 
of the Camden Fire and Assistant U.S. 
Manager Frederick J. Vennstrom of the 
London & Lancashire, were elected to 
the board of governors. They suc- 
ceed President John R. Robinson of 


Security Changes in West 

The Security-Connecticut Companies 
of New Haven announce appointment of 
William Klein as manager of the Den- 
ver branch office and opening of a new 
field office in Albuquerque, N. M., 
under Harry Crawford, state agent. The 
New Mexico territory will continue to 
be under the supervision of the Denver 
branch office. 

The Denver branch, which services 
Colorado, New Mexico and Wyoming, 
will report to the Pacific Coast depart- 
ment of the Security-Connecticut Group 
rather than to the home office in New 
Haven. C. A. Brough, secretary and 
Pacific Coast general manager, will 
assume overall responsibility for produc- 
tion in the Denver branch area. 





the Phoenix Assurance and Executive 
Vice President Charles M. Close of the 
Great American. 

Mr. Martin said there is still a pos- 
sibility that the wind deductible on 
E. C. No. 4 may be boosted, with a con- 
current reduction in rate. The rating 
association turned down the optional 
$100 deductible proposed by the Liberty 
Mutual, he reported, but the manda- 
tory deductible proposed by the New 
England agency mutuals is still under 
consideration. 
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UNITED STATES RESOURCES AS OF DECEMBER 31, 1957 
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ASSETS LIABILITIES CAPITAL POLICYHOLDERS 
san (Includes Capital) 
Year Securities Esa 
Estab- Deposited as Other Total Annual Market 
2 Required Admitted Admitted Statement Value 
lished by Law Assets Assets Basis Basis 
1896 American and Foreign Insurance Co. $ 421,000 $ 25,131,673 $ 25,552,673 $ 16,382,829 $ 1,500,000 $ 9,169,844 $ 8,541,527 
1863 *The British and Foreign 1,140,911 15,135,182 16,276,093 10,389,788 * 500,000 5,886,305 5,477,927 
Marine Insurance Co. Ltd. 
1911 Globe Indemnity Company 1,099,534 78,281,649 79,381,183 48 803,484 2,500,000 30,577,699 28,872,596 
1836 *The Liverpool and London and 1,266,376 55,121,078 56,387,454 36,065,841 * 500,000 20,321,613 18,781,367 
Globe Ins. Co. Ltd. 
1811 Newark Insurance Company 792,000 32,189,088 32,981,088 21,225,398 2,000,000 11,755,690 11,036,869 
1891 Queen Insurance Company of America 799,496 82,966,077 83,765,573 53,924,018 5,000,000 29,841,555 27,609,254 
1910 Royal Indemnity Company 1,144,225 88,458,689 89,602,914 57,039,868 2,500,000 32,563,046 30,666,164 
1845 *Royal Insurance Company, Ltd. 1,219,384 63,368,358 64,587,742 41,843,503 * 500,000 22,744,239 21,356,688 
1896 Star Insurance Company of America 421,000 27,531,509 27,952,509 17,972,785 1,000,000 9,979,724 9,294,497 
1860 *Thames and Mersey Marine 1,141,372 8,948,602 10,089,974 6,293,810 * 500,000 3,796,164 3,574,589 
Insurance Co., Ltd. 
1832 Virginia Fire and Marine 421,000 9,621,601 10,042,601 6,301,573 1,000,000 3,741,028 3,527,299 
Insurance Company 
t Group Total-Consolidated $9,866,298 $484,020,179 $493,886,477 $316,242,897 $16,500,000 $177,643,580 $166,005,450 


tConsolidated Group total eliminates ownership of Virginia Fire 
and Marine Insurance Company stock by Globe Indemnity Company. 


*United States Branch. The amount shown under ‘‘Capital"” is the 
statutory deposit required to transact business in the U. S. A. 


CASUALTY— SURETY — FIRE — MARINE 


ROYAL-GLOBE INSURANCE GROUP 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 38, N. Y. 
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Oscar Beling Article 


(Continued from Page 39) 


folder. Provision is made for expediting 
the drawing of folders for renewal pur- 
poses through the medium of the series 
of monthly blocks at the top of the 
folder as will be explained later. The 
reverse side of the folder shows a list- 
ing of the lines of business most popu- 
larly sold, thereby providing a stimulus 
for the production of additional business 
from your best prospects—your present 
customers. 

On the inside of the folder a record 
of losses paid is provided as well as pro- 
vision for general information helpful 
in the solicitation of personal lines. All 
the folders are maintained in strict 
alphabetical order by the names of the 
customers. In this way, you have in ef- 
fect what might be called a ‘case history’ 
—a complete record of everything per- 
taining to each client’s account with the 
name of that client as the filing key. 

This plan was developed several years 
ago by the Royal-Globe Insurance Group 
for the benefit of its agents and so far, 
we have distributed over 14,000,000 fold- 
ers. The folders are made available for 
a nominal cost to our own agents and, 
if others are interested, we shall be glad 
to send you a sample on request. 

Renewal Procedure 


The renewal procedure with the Line 
Folder Plan is also very simple. A 
color cycle of five different colors is 
set up showing perhaps, red for 1959, 
black for 1960, green for 1961, orange 
for 1962, and pink for 1963. With this 
set-up a red metal signal on January 
would indicate that the folder contained 
a January, 1959 expiring daily report. A 
black signal on March would signify that 
there is a March, 1960, expiring daily 
report in its folder. In other words, the 
position of the signal would show the 
month while the color would signify the 
year of expiration. ; 

The primary expiration record might 
consist of a carbon copy of the invoice 
filed originally by month and year and 
alphabetically within the month. The 
first step in drawing renewals would 
be to go directly to the files and, if 
January, 1959 were the renewal month, 
each folder bearing a red signal on the 
month of January would be drawn and 
placed face down, thereby maintaining 
its alphabetical order. After the folders 
were all drawn, the next step would be 
to match them with the corresponding 
expiration invoice copies for January, 
1959. Once the folders are verified, they 
are then placed in a separate part of the 
files to be designated as the “renewal 
suspense file”? and they remain there 
until they are renewed. The expiration 
carbon copies are rearranged by day 
of the month. 


It is then possible to effect the re- 
newals on a day-to-day basis as, for in- 
stance, processing January 15 on De- 
cember 15, January 16 on December 16, 
etc. An important feature of this method 
is the facility with which each individual 
account may be viewed at the time of an 
expiration in order to determine what 
else may be suggested to the insured 
by way of additional forms of protection 
or increased limits. 

Accounting Simplified 

Accounting has generally been re- 
garded by an agent as a bugbear or ne- 
cessary evil, perhaps because it seems 
somewhat of a mystery to anyone pri- 
marily interested in selling. However, 
when carefully planned and _ properly 
maintained, your accounting procedure 
can be a prolific source of conserving 
those profit dollars. At the same time, it 
can be so simple as to be readily under- 
stood without any specialized accounting 
training. 

For instance, most medium or small 

gencies are finding the multiple invoice 
mo most practical, efficient, and eco- 
nomical. This plan is based on nothing 
more than using carbon copies of the in- 
voice to serve as the requisite office rec- 
ords. Not only does this eliminate sep- 
arate operations but also promotes 
accuracy since each carbon copy is an 
exact replica of the original invoice. 

Here is how the plan works. In the 
first place, have the invoice sets pre- 
pared with one-time snap-out carbons. 
The added efficiency more than offsets 
the slight additional cost. A four-part 
set is one of the most popular. The 
original accompanies the policy. The 
first carbon copy serves as the custo- 
mer’s ledger. It is merely filed alnha- 
betically in a tray or binder. This filing 
operation takes the place of the usual 
tedious hand-posting. 

When paid, the date of payment is 
noted thereon and it is transferred to a 
“paid” file again arranged alphabetically. 
If partially paid, the details of payment 
are shown and the carbon copy remains 
in the unpaid file until the balance is 
collected. At the end of each month, a 
total is drawn from the carbon copies in 
the unpaid file which should balance with 
the Accounts Receivable control. 

The second carbon is designated as the 
expiration record and is filed by month 
and year as indicated previously. 

The third or final invoice copy is ar- 
ranged by company and _ numerically 
under each company. At weekly, semi- 
monthly, or monthly intervals, these 
copies serve as the posting media to 
the company monthly accounts. Inci- 
dentally, the information on the com- 
pany accounts may be limited to the 
policy number and the premium in the 
proper commission column. After the 
copies have served their initial purpose, 
they may be rearranged by producers, by 
classes of business, by location, or they 
may be retained in their original order. 


Printed Enclosure 


There are just not enough hours in 
the day for an agent to deliver every 
renewal policy individually. Therefore, 
many renewal policies are mailed—usu- 
ally with some form of enclosure letter. 
Those letters must be typed—either com- 
pletely or, as in form letters, to fill in 











the required details. Then, the carbon 
copies must be filed, thereby jamming 
up the files and, eventually, resulting in 
still another job, that of “unfiling,” or 
clearing out the dead wood. 

It seems like a lot of work and it is! 
In contrast, many agents are now using 
a printed enclosure card for mailing 
renewals. Below his printed name on the 
card, the agency principal sending out 
the policy will hand write a two or three 
word personal greeting, thereby main- 
taining that all-important personal rela- 
tionship with his client, If you feel that 
you need a record of the date of mailing, 
a date stamp on the daily report should 
suffice and certainly would not take up 
any more room in the files. 

With this plan, there is no typing of 
enclosure letters and no filing or un- 
filing of carbon copies. As a matter of 
fact, in several inst inces agents have 
reported that they are saving the equiva- 
lent of one full clerk’s time by adopting 
this simple plan, 

Another time saver and, therefore, 
profit builder is the dictating machine. 
In fact, a dictating machine is a natural 
for the agent who wishes to conserve 
his time in the office as much as possible. 
As you know, this mechanical aid makes 
it possible for you to dictate your letters 
at any time without waiting for your 
secretary to be free and the letters may 
be transcribed later while you are getting 
more business. 
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Meyer Berger of “Times 
Features Sanborn Map Co 


Sanborn Map Co. has been singled 
out by a prominent feature writer of 
the “New York Times” as one of the 
city’s most fascinating businesses and 
given a column and a half of description 
of its activities. Meyer Berger, “Times” 
author of the “About New York” col- 
umn, sensed a public interest story in 
the Sanborn Map background after the 
firm had completed a land use map 
survey of the city’s 320 square miles for 
the New York Department of City Plan- 
ning. 

What Mr. Berger described about the 
New York activities also applies to virtu- 
ally every city and town in the country 
of 2,000 or more population. 


“There are men,” wrote Mr. Berger, 
“who walk every street, every avenue, 
every lane, court, square and alley in 
the city at least once every twelve 
months. The information they assemble 
and the drawings they make cover every 
man-made structure in the city-building 
size, construction material, make of roof, 
number of apartments or offices, building 
lot proportions, location of water pipes 
and hydrants.” 








116 JOHN STREET 


THE UNITY 
FIRE ann GENERAL 


INSURANCE COMPANY 


NEW YORK 38, N.Y. 


JOHN A. HEINZE, Chairman of the Board 

PAUL R. DE MAGNIN, President 
GARDNER M. LOUGHERY, Vice President 
GILBERT KINGAN, JR., Ass't. Secretary 


THEODORE NEOCLEUS, Secretary 
JAMES T. DUNNE, Asst. Secretary 


Statement as of December 31, 1957 











ASSETS 
*U. S. Government Bonds ............... $3,253,452.04 
*Other Bonds .......... eee ile waad 1,652,381.52 
Gomemen Diodes 2... 2... see, eae ; 2,173,231.10 
Cash in Banks and Office ........ ada ars 672,897.39 
Balances under 90 days ........... ; 986,166.54 
Interest Due and Accrued and Other Assets. 434,923.72 
$9,173,052.31 
LIABILITIES 

Reserve for Outstanding Losses .......... $ 977,983.77 
Reserve for Unearned Premiums ....... ...  93,151,479.03 
Reserve for All Other Liabilities .......... 2,602,457.01 

Capital Paid Up ......... $1,000,000.00 

Surplus Over All Liabilities 1,441,132.50 
Surplus to Policyholders ..............-+. 2,441,132.50 
$9,173,052.31 
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OFFICES LIMITED 
116 JOHN STREET, NEW YORK 38, N. Y. 


* Bonds as above valued on amortized or investment basis. Securities and cash carried 


at $1,671,421.51 in the above statement are deposited for purposes required by law. 


LONDON - 
VANCOUVER 


PARIS * 
MONTREAL 6 


SYDNEY e TORONTO 
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THE EASTERN 


UNDERWRITER 


“Hometown 
Service” 





Last year, his courtesy paid off for GOO of his fellow agents—and himself 


Pictured above is Clay Gardenhire, State Farm agent in Sarasota, Florida. 
Last year he handled over 600 calls for assistance from State Farm members 
driving through his territory. Members who were not his own personal clients. 
And when his own State Farm policyholders take to the highway, Clay knows 
they’ll be similarly assisted by other State Farm agents whenever the need arises. 
Clay is typical of over 7,500 State Farm agents across the country. Every day 
they cooperate to provide State Farm policyholders with the “hometown 


service” they have come to expect—wherever they are, wherever they travel. 
This mutual cooperation has taught State Farm policyholders to put their 
trust in the State Farm agent. (That’s why so many of them buy Life and Fire 
policies from him as well.) 
State Farm’s agents are backed by the largest staff of salaried adjusters in 
the industry. Working together, they make State Farm’s promise of ““Home- 
town Service —Wherever You Drive” come true —time after time. 


STATE FARM 


For more information about any aspect of State Farm operations, simply write: 
Director of Public Relations, STATE FARM INSURANCE COMPANIES, Home Office: Bloomington, Illinois 
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Licitra Cites Methods To Reach 


Accurate Auto Repair Estimates 


In estimating automobile collision 
damage, from the standpoint of the 
claim adjuster, there are numerous ways 
to accomplish acceptable results, but no 
one single best way, in the opinion of 
S. M. Licitra, who operates an appraisal 
service, is associated with the Board of 
Education of New York and acts as 
educational director of the Auto Body 
Repairmens Association of New York 
State. Addressing the March meeting 
of the Automobile Claims Associaton, 
Inc., at Miller’s Restaurant in New York 
City, he said there are about six meth- 
ods of estimating and of these three or 
four would be acceptable. But each is 
good for only certain definite situations. 

President William C. Paddock pre- 
sided at the meeting. Vice President 
Walter Schaefer stated that the annual 
dinner and entertainment will be held 
Friday evening, May 9, at the Henry 
Hudson Hotel on West 57th Street. 
Tickets are now available. 

Conditions in the auto damage claims 
field make various approaches to esti- 
mating necessary, said Mr. Licitra. He 
cited the one man repair shop who would 
agree to a figure that a 10 man opera- 
tion shop would not consider. There is 
the claimant, he continued, who wants 
“everything new,” as against the insured 
who will be satisfied with used parts. 


Outlines One Method of Checking 


Mr. Licitra explained to the claim 
men one method of determining ade- 
quacy of an estimate where the car it- 
self is not available for inspection by 
the insurance adjuster. He told the 
claim men always to check the addition 
in a bill, for often the total may be 
higher than the sum of the individual 
items. He cited the necessity for follow- 
ing the sequence of a bill and to get all 
facts available. 

He then demonstrated how an esti- 
mate for $126 could successfully be re- 
duced to $60 or below and still give full 
honest payment to an assured. This 
hypothetical bill had the following 
items: straighten right front fender and 
refinish, $32; straighten bumper, $10; 
straighten hood and refinish, $35; align 


wheels, $10; replace right front bumper 
guard, $7.05 for parts and $2 for labor; 
repair radiator frame, $18. 

Yet, on looking over these estimates 
Mr. Licitra asked himself these ques- 
tions: how was the hood damaged along 
with bumper and yet no loss claimed 
on grill? No loss was claimed either on 
hood ornaments or moldings. The gravel 
pan and grill were not claimed, nor dam- 
age to tire, wheel or hubcap. A claim 
for radiator frame damage under these 
circumstances he viewed as_ fantasy. 
Hence he drastically reduced the $32 
and $35 estimates to a total of $30, cut 
out the $18 claim for radiator frame, 
left the wheel alignment item in doubt. 


Value of Sequence 


On the importance of sequence Mr. 
Licitra said: 

“An automobile repair estimate is 
basically an outlined description of the 
damages sustained in said accident. In 
composing such an account an exacting 
continuity should prevail that will en- 
able the reader to follow the damage in 
just the same manner that the damaging 
force came in, for that is the sequence 
in which the repairman will tend to re- 
pair the automobile. Since the repair- 
man’s work can then be described in 
detail, the cost of such labor will be 
more accurate and eliminate over-lap 
labor. 

“By practicing the necessary patience 
(at present it can be used to undo the 
undisciplined methods in writing esti- 
mates); taking the trouble to do his own 
addition; insisting on a reason for ques- 
tionable specific items; and observing 
the money saving sequence in listing, the 
adjuster, appraiser, and/or claims exam- 
iner will more than justify the effort 
that disciplined work requires.” 


ASHLEY JOINS ATLANTIC - 
R. F. Ashley has joined the Atlantic 
Companies (Atlantic Mutual and Cen- 
tennial) as special agent in Indiana. He 
has spent his entire business career in 
insurance work in Indiana, having been 
both a company representative and a 
local agent. 











ae 4 Will W. Happy fo A a You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
New, beautiful private dining room at 
23 Park Row. Ideal for special parties. 


EMIL PANGAL—Genicl Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 











Reelected President of 


National Cargo Bureau 


The seventh annual meeting of mem- 
bers and directors of National Cargo 
Bureau, Inc., was held in New York 
City. Owen E. Barker, chairman of the 
board and president of Appleton & Cox, 
Inc., was reelected president of the 


OWEN E. BARKER 


bureau. He stressed the tripartite na- 
ture of the bureau composed of Govern- 
ment, marine underwriters and steam- 
ship operators who join for the purpose 
of maintaining an inspection bureau to 
promulgate and administer regulations 
for the stowage of dangerous and haz- 
ardous cargoes and also the carriage of 
bulk grain. 

Mr. Barker also stated that the use- 
fulness of National Cargo Bureau was 
again demonstrated by the wide accept- 
ance of its services and that the mem- 





N. Y. MARINERS MEET 

The New York Mariners Club held 
its monthly meeting March 19 at 
Churchill’s, New York Cty. The club 
presented a showing of the D.E.W. 
(Distant Early Warning) Radar System 
which constitutes this country’s first line 
of defense in the nuclear age. The film 
was provided through the courtesy of 
the New York Telephone Co. 





The Eggerts Chairman and 


President Transatlantic 


Herbert F. Eggert has resigned as vice 
chairman of the board of Marsh & Mc- 
Lennan to assume the position of chair- 
man of the board of the Transatlantic 
Reinsurance Co. H. Fletcher Eggert, 
Jr. has resigned as a vice president of 
Marsh & McLennon to assume the pres- 
idency of the Transatlantic. 





Correction 


In the table on ocean marine net pre- 
miums written and net losses paid in 
1957, published in the March 14 issue 
of The Eastern Underwriter, the loss 
figure of the Hartford Fire was erro- 
neously given as $7,905,404. Instead the 
net losses paid were only $2,965,062, 
with premiums of $5,949,169. 





REINSURANCE PLANNED and 
NEGOTIATED - DOMESTIC and 
FOREIGN MARKET FACILITIES 


* 
99 John Street 


New York 38 
Telephone: BEekman 3-4191 





ALBERT WILLCOX & CO., INC. 


Established 1916 


Reinsurance Broker 
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Edward J. Perrin, Jr. 

To Retire April 1 
VICE PRES. OF AETNA C. & S. 
Former President of IMUA, He Has 


Been Active in Numerous Marine 
Groups; 44 Years With Aetna 








Edward J. Perrin, Jr., vice president 
of the Aetna Casualty & Surety and 
Standard Fire and an insurance execu- 
tive highly respected for his knowledge 
and leadership will retire April 1. Mr. 
Perrin, who has had 44 years’ service 
with the organization, has for many 
years been in charge of the marine in- 
surance operations of the Aetna Life 
Affiliated Companies. Since 1944 he has 
been a director of the Standard Fire. 

A former president and chairman of 
the executive committee of the Inland 
Marine Underwriters Association, Mr. 
Perrin was one of the founders of the 
association and recently was_ elected 
honorary president upon his retirement. 
He is chairman of the association’s com- 
mittee on legislation and relations and 
of the loss arbitration committee. 


Chairman Interpretation Committee 


Mr. Perrin is also chairman of the 
Committee on Interpretation of the Na- 
tionwide Marine Definition, a group 
appointed by the National Association 
of Insurance Commissioners. He has 
served on the executive committee of 
the Inland Marine Insurance Bureau 
and held several committee chairman- 
ships in this body. He is a former di- 
rector of the American Institute of 
Marine Underwriters and the Board of 
Underwriters of New York City. 

Mr. Perrin joined the Aetna Life or- 
ganization at the New York office and 
in 1920 went to the home office to 
organize an inland marine department, 
of which he was made manager. He 
subsequently was promoted to assistant 
secretary, secretary, and in 1929 was 
named vice president. 





bers and directors can be proud of the 
achievement of the bureau. During the 
year of 1957 the bureau made over 
36,000 inspections at the various ports 
in the United States. 

The following directors were elected 


to serve until March, 1961: ; 
3onner, J. Bradley, Gapt. C. L: 
Spicer, D. E. Taylor, T. M. Torrey, 


Rear Adm. G. Wauchope, USNR. In 
addition, the following were also elected 
as directors: P. V. Everett, R. L. Max- 
well, Capt. J. F. Devlin. 

At the directors’ meeting, officers 
elected for the ensuing year are Mr. 
Barker, president; Rear Adm. George 
Wauchope, first vice president; Richard 

Berry, treasurer. Joseph A. Cerina 
continues as secretary. 

A luncheon for officers and directors 
was held at the historic India House 
following the meeting. 





WILLIAM J. O’BRIEN KILLED 

William J. O’Brien, former St. Paul, 
Minn. insurance man, was one of eight 
persons killed in the crash of an Egyp- 
tian airliner near Port Said March 7. 
He was a member of the Hannaford- 
O’Brien agency which was taken over 
several years ago by Marsh & McLen- 
nan. Mr. O’Brien, a millionaire, was 
making a world tour with his wife when 
the crash occurred. Mrs. O’Brien was 
one of the survivors. 
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Nationwide Cos. Had 
Operating Gain in ’57 


WROTE $170 MILLION PREMIUMS 





W. E. West Cites Operating Efficiencies 
in Favorable Comparison Over ’56; 
$5,870,000 siamese Gain 


Nationwide insurance reported w ritten 
premiums of $170 million in 1957, an in- 
crease of 7.5% over 1956, and each of 
the three companies—casualty, fire and 





life—had an operating gain. Their com- 
bined underwriting gain amounted to 
$5,870,000. 


Nationwide Mutual, the casualty com- 
pany, posted written premiums of $132 
million. Its underwriting gain of $3 mil- 
lion was equivalent to 2.6% of earned 
premiums of $124 million. Assets rose 
to $165 million, 

W. E. West, vice president and treas- 


urer, said the casualty company ex- 
perienced the common ailments of the 
industry—rising claim and_ operating 


costs and a decline in the market value 


of securities. But, he added, the ad 
verse factors were offset by new oper 
ating efliciencies, timely rate increases, 
gains from prior years’ reserves and 
increased sales. 

The fire company, after a loss of 
$471,000 in 1956, ended 1957 with an 
underwriting gain of $870,000. Written 


premiums increased 16% to $15 million, 
attributed in great part to the popularity 
of the new homeowners policy. Assets 
went up to $23 million. 


Record Operating Gain 


company had an operating 
gain of more than $2 million, largest 
in its history. Total capital and surplus 
passed the $10 million mark. Written 
premiums amounted to $22 million. As- 
sets of $111 million included $51 million 


The life 


in mortgage loans to private home 
owners. 
The following is a break-down of 


year-end figures of 1957, as compared 
with 1956 for each company. 

Nationwide Mutual—Written premi- 
ums of $132,340,000, up $7,457,000 or 6%. 
Karned premiums of $123,719,000, up 
$4,454,000 or 3.7%. Assets of $164,685,- 
000, up $5,810,000 or 3.7%. Surplus of 
$44,052,000, up $2,824,000 or 6.8%. Invest- 
ment income of $3,855,000, up $181,000 or 
4 9%, 

Nationwide Mutual Fire — Written 
premiums of $15,130,000, up $2,099,000 or 
16.1%. Earned premiums of $16,683,000, 
up $1,615,000 or 10.7%. Assets of $23,- 
046,000, up $2,318,000 or 11.2%. Surplus 
of $5,894,000, up $791,000 or 15.5%. In- 
vestment income of $585,000, up $113,000 
or 24.0%. 

Nationwide Life — Written premiums 
f $22,316,000, up $2,222,000 or 11.1%. 
Premium income of $23,144,000, up $2,- 
216,000 or 10.6%. Assets of $111,326,- 
0, up $15,219,000 or 15.8%. Surplus, 
including capital stock, of $10,797,000, up 
$1,253,000 or 13.1%. Investment income 
of $3,777,000, up $743,000 or 24.5%. In- 
surance in force of $1,161,619,000, up 
$154,371,000 or 15.3%. 


Managers and CPCU 
Joint Meeting March 27 


Members of the New York Chapter, 
American Society of Insurance Manage- 
ment, Inc., and the New York Chapter 
of the Society of Chartered Property & 
Casualty Underwriters will hold a joint 
luncheon meeting er ge 27° ats the 
Sheraton-McAlpin Hotel. Guest speaker 
will be J. B. Nichols, Jr.. director of 
public relations, American Credit Indem- 
hity, Baltimore, speaking on functions of 
“Credit Insurance.” 








Wikler Sworn in by 
Carmine G. DeSapio 


AS N. Y. SUPT. OF INSURANCE 





Dinner to Leffert Holz Attended by Over 
300; Judge Conway Chief Speaker; 
Carb Gives Poetic Tribute 





Leffert Holz, who has been New York 
Superintendent of Insurance since Feb- 
ruary 15, 1955, was given a testimonial 


dinner March 12 at the Hotel Astor, 
New York, and he retired from office 
two days later. His successor, Julius 


Wikler, previously First Deputy Super- 
intendent of Insurance, was sworn in as 
Superintendent on March 17 by Carmine 
G. DeSapio, Secretary of State, in the 
presence of Governor Averell Harriman 
at his New York City office in the State 
3uilding, 80 Center Street. A large num- 
ber of friends including insurance people 
and state officials were on hand for the 
ceremony. 

The dinner to Leffert Holz, attended 
by over 300, was given by his New York 
Department associates. It was a felicitous 
affair with Deputy Superintendent Rob- 
ert J. Malang as toastmaster. Judge AIl- 
bert Conway, chief justice of the New 
York Court of Appeals, was principal 
speaker. He pointed to the caliber and 
devotion to duty of men who have served 
the state as Superintendents of Insur- 
ance and said that Mr. Holz had fol- 
lowed in their footsteps as an able 
administrator. 

Former Superintendents George S. 
Van Schaick, now chairman of the board, 
Security Mutual Life of Binghamton, and 
Robert E. Dineen, now vice president, 
Northwestern Mutual Life, attended and 
joined in the tributes. 


Wikler and Eisner Present Gifts 


One of the evening’s highspots was 
the talk by Julius Wikler, who described 
Mr. Holz as “a dedicated public servant.” 
On behalf of New York Department 
employes and industry friends he pre- 
sented the retiring Superintendent with 
an engraved silver fruit bowl and tray. 
In turn, Bernard Eisner, president of 
Association of New York State Insur- 
ance Examiners, Inc., presented Mr. 
Holz with a desk set. 

To top the dinner program Alfred B. 
Carb of the New York law firm of Carb, 
Luria, Glassner & Cook who is counsel 
of the Mortgage Facilities Corp. (of 
which Mr. Holz is chairman) delivered 
a poetic tribute entitled “Relinquo et 


Richardson Named V. P. 
By Standard Accident 


P. J. LYNCH NEW RESIDENT V. P. 

In Chicago, Succeeds J. S. Richardson 

Who Joined Company in 1929, After 
10 Years With Travelers 





The board of directors of Standard 
Accident Insurance Co. have elected 
J. S. Richardson a vice president of the 
company and elevated P. J. Lynch to 
resident vice president of the Chicago 
branch, replacing Mr. Richardson. 

A native of Burlington, Ontario, Mr. 
Richardson was educated at the Hamil- 
ton Collegiate Institute. He entered the 
insurance business with The Travelers in 
1919 as a special agent. In 1923, he went 
with a Canadian general agency as resi- 
dent manager, returning to The Travel- 
ers two years later as a field assistant. 

In 1929, Mr. Richardson joined Stand- 
ard Accident as assistant manager at the 
Detroit branch. He was made manager 
of that branch the following year. In 
1935 he was appointed resident vice 
president at the San Francisco branch 
and after ten years there, he went to 
Standard Accident’s Chicago branch as 
resident vice president, serving there 
until his present appointment. 

Mr. Richardson, who will assume his 
home office duties in April, will have 
direct responsibility and supervision of 
all mid-continent branches. 


Career of P. J. Lynch 


Mr. Lynch, who immediately assumes 
Mr. Richardson’ s responsibilities at Chi- 
cago, has been manager there since 1955. 
After graduation from St. Joseph’s Col- 
lege, he began his insurance career with 
Standard Accident’s Philadelphia branch 
as an accounting clerk. He later trained 
as a bond underwriter and was trans- 
ferred to Pittsburgh in 1941 as manager 
of the bond department. In 1948, he 
became bond manager at Chicago, hold- 
ing that position until his appointment 
as manager of the Chicago branch in 
1955. 





and In” which made a big 
Its closing verses read as follows: 
g 


So it’s good-bye to Leff, hello to Julie, 
All’s well in hand, none dare be unruly. 
And we sure are lucky to have a double, 
A Julie who truly can handle the trouble. 


Intro—Out 
hit. 


A man of energy, Leff cannot tarry, 
Eager to Arb—or to—Certiorari. 

So from this hearth soon will he sally, 
We bid him fondly, “Ave Atque Vale.” 


Now let’s drink a toast of gladness, 
And make music just like this ts. 

The best of luck on their new paths, 
To Leff—to Julie—and their Mrs-es. 


Ave. another message sent, 

Warm with heartfelt sentiment. 

To one Bon Jour—the other adieu, 
And added best wishes to me and you. 
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Liberty Mutual Wrote 
Record $304,837,208 


S. BRUCE BLACK REPORTS ON ’57 


Joint Assets of Group Top $543.5 Mil- 
lion; A. & H. Writings Gain 21.4%; 
Record for WC Also 


Premium totals of $304,837,208, the 
highest in its history, were written by 
Liberty Mutual in 1957, an increase of 
$34,357.861, or 12.7% over 1956, it was 
reported March 12 by S. Bruce Black, 
board chairman. These premiums repre- 
sent the combined totals of Liberty 
Mutual Insurance Co. and Liberty Mu- 
tual Fire which, while separate corporate 
entities, operate as a multiple lines in- 
suror sharing joint facilities and under- 
writing results. 

Assets of the Liberty Mutual reached 
$495,809,692, while those of Liberty Mu- 
tual Fire came to $47,704,065 for a com- 
bined total of $543,513,757, an overall in- 
crease of $28,496,203, Mr. Black reported. 

Dividends to policyholders of $33,393,- 
756 were declared by Liberty Mutual, 
Mr. Black stated, an increase of $3,623,- 
064 over 1956, and dividends of $5,150,725 
were declared by the fire company, an 
increase of $141,201, for a combined in- 
crease of $3,764,265 for the year. After 
provision for these dividends, the surplus 
of Liberty Mutual amounted to $85,282, 
223. The fire company surplus came to 
$12,758,408. Thus, combined surplus came 
to $98,040,631, a decrease of $5,491,246, 
of which $2,834,201 resulted from decline 
in market values of stocks. 


Combined Net Income, $36,462,840 


Combined net income of both com- 
panies in 1957 was $36,462,840, Mr. Black 
reported, a $3,693,907 decline from the 
$40,156,747 figure of 1956. 

Mr. Black said that the decline in net 
income was the result of the current 
rising loss cycle, which is affecting vir- 
tually all classes of casualty insurance. 
This includes a growing claims con- 
sciousness, larger jury verdicts in per- 
sonal injury cases, and higher costs for 
automobile repairs and parts replace- 
ments. Since insurance companies pay 
1958 losses with premium dollars com- 
puted from 1956 or earlier experience, 
continued inflation has kept premium 
rates consistently below losses in many 
classes of the business, Mr. Black stated. 
The combination of these forces brought 
the loss ratio of the two companies to 
64.1%, as against 61.3% for the prior 
year. 

Mr. Black reported a striking gain 
in automobile insurance, which totalled 
$91,964,115 last year, an increase of 16%, 
as compared to $79,296,357 for the year 
before. This represents a gain of ap- 
proximately 10% in number of policy- 
holders insured and a rise of about 6% in 
the average premium rate level. It brings 
the proportion of total Liberty Mutual 
business represented by automobile in- 
surance to slightly more than 30%. 


Premiums For WC Up 10.3% 


Largest dollar increase in premiums 
written for 1957 was for workmen’s com- 
pensation insurance, which reached $121,- 
381,327, a gain of $11,379,989, or 10.3% 
over the year before, Mr. Black stated. 
He noted that workmen’s compensation 
insurance accounted for 40% of the com- 
pany’s business. Liberty Mutual has been 
the nation’s largest writer of this kind of 
insurance since 1935. 

Largest percentage gain in premiums 
written was for accident and health pol- 








icies, which increased 21.4% in 1957 to 
$32, 591,499. The major part of this, or 
$31,114,036, was for Group insurance. 
Mr. Black said that his company was 


applying the medical experience and loss 
prevention techniques used in controlling 
workmen’s compensation losses to the 
field of health maintenance for employes 
and their families. 

Premiums written for general liability 
insurance in 1957 amounted to $30,893, 827, 
an increase of $1,298,128 or 4.4% over the 
volume of a year ago. 

Fire, marine and multiple peril net pre- 
miums rose 11.9%, from $21,629,086 in 
1956 to $24,208,328 last year . 
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Markel Service Names 
Seven Vice Presidents 


REPRESENTS AMERICAN F. & C. 

Promotions for F. O. Lanning, V. Mc- 
Kendree, E. D. Moore, A. E. Mel- 
linger, Harry Barker, J. A. Markel 





Seven staff members of Markel Serv- 
ice, Inc., been promoted to the 
position of vice president, according to 
an announcement by Lewis C. Markel, 
chairman of the board of directors. 
Three home office members and four in 
the field were elected new officers of the 
firm which serves as representative for 


have 


the American Fidelity & Casualty, one 
of the largest insurers of trucks and 
buses. 


In the home office at Richmond, Va., 
Frank O. Lanning was named vice pres- 
ident of claims; Vernon McKendree, 
vice president, safety engineering, and 
Earl D. Moore, vice president, pro- 
duction. 

A. E. Mellinger, Chicago; Harry 
Barker, Dallas; and J. A. Markel, Los 
Angeles, have been appointed resident 
vice presidents. Matthew Brown had 
earlier been named vice president of 
Markel Service, Inc., of New York, 
and will continue in that capacity. 

Mr. Lanning, who has served as gen- 
eral field supervisor in the home office 
since April, 1951, was born in Burlington, 
N. J., and attended Wharton School of 
Finance in addition to studying through 
the American Institute of Banking. He 
has been employed by the company 
since 1931 when he joined the claims 
staff of the Philadelphia office. He has 
been office manager at New York City, 
Memphis, Cleveland, Chicago and Jer- 
sey City. 

Careers of McKendree and Moore 


After a tour of duty of three years 
with the U.S. Air Corps during World 
War II, Mr. McKendree returned to 
the home office in 1945 and was pro- 
moted two years later to supervisor of 
I.B.M. and supply. In 1950 he was 
named purchasing agent and in August, 
1952, coordinator of systems and pro- 
cedures. He was appointed director of 
safety engineering in the fall of 1954. 

Mr. Moore, who was born in Staun- 
ton, Va., studied business administration 
at North Carolina State College and re- 
ceived his L.L.G. degree from Smithdeal- 
Massey College of Law in Richmond. He 
joined Markel Service in the home office 
statistical coding department, later in the 


experience rating department, became 
supervisor of Accounting-Coding De- 
partment in 1949 and soon after as- 


sumed the duties of Statistical Depart- 
ment Supervisor. In April, 1951, Mr. 
Moore was promoted to underwriter. 
Mr. Mellinger was born in Rossville, 
Ind., and received his degree in archi- 
tectural engineering at Ohio Northern 
University. Military service in 1918 cut 
short his career in Des Moines, and in 
1919 he was employed by the Board of 


Vocational Education in St. Louis, Mo., 
organizing training courses in — four 
states. 


He left government service for engi- 
neering and underwriting for the M.L.U. 
in 1932 and while serving in that ca- 
pacity was invited to join the Bureau 
of Motor Carriers of the Interstate 
Commerce Commission. He later be- 
came insurance liaison, compliance office 
and acting assistant chief of the section 
of safety. In July, 1942, he accepted 
employment with Markel Service, Inc., 
as manager of the Chicago underwrit- 
ing department. 


Harry Barker and Matthew Brown 


Mr. Barker, who was a claims ad- 
juster for United States Guaranty Co. 
at Jacksonville, Fla., was employed as 
a claims adjuster for Markel Service 
in the Jacksonville office. He later 
became manager of that office and man- 
ager of the Memphis office. Mr. Barker 
was transferred to Dallas as claims 
manager in September, 1950. He became 





Buffalo “I” Day 


Program Set April 1 Allstate Safety Crusade Encourages 


FEATURES N. Y. DEPT. COUNSEL 





George Gross to Talk on “Insurance 
Dept., Policeman, Prosecutor, Judge” ; 
Panel Speakers Chosen 


The Insurance Club of Buffalo has 
announced its program for the 10th an- 
nual Buffalo Insurance Day to be held 
April 1. Forums commence at 9:30 a.m. 
in the Hotel Statler - Hilton, and will 
consist of panel discussions. 

Panels will be devoted to the follow- 


ing topics: A Year’s Look at Compul- 


sory Automobile Insurance; Readily 
Saleable Bonds; Problems of Loss Ad- 
justment; The Local Agent and the 


Group Prospects He Can Reach; Up-to- 
Date Picture on Multiple Peril Policies; 
and A New Look at the Comprehensive 


General Liability Policy. 
Views of Compulsory Auto 


Members of the Compulsory Auto- 
mobile panel are Ray C. Biondolillo, 
owner of Ray C. Biondolillo Insurance 
Agency, Buffalo; Richard H. Barrell, 
deputy commissioner financial security 
section, Bureau of Motor Vehicles; and 
John N. Walsh, Jr., president, oma 
Duffield & Co., ‘and ‘partner of the J. 
Walsh Co. 

On the Saleable Bonds panel are Rob- 
ert P. Burns, superintendent, bond de- 
partment, The Travelers; Charles F. 
Geyer, assistant secretary, Buffalo Fire 
Office, Inc.; Gerard W. Schmidt, Mauer 
& Biedenkopf Agency; and George B. 
Shingle, Jr., manager, Buffalo bond de- 
partment, Standard Accident. 

The Loss Adjustment panel speakers 
are all officers of independent adjuster 


firms: T. Malcolm Hinkley, Jr., Charles 
P. Cadman; Robert E. Donald, B. L. 
Jones, and Albert F. Stager. 


Panel on Group Prospects 


Three speakers will discuss “The Lo- 
cal Agent and Group Prospects He Can 
Reach.” The panelists are Charles F. 
Bartlett, manager, Buffalo office, Provi- 
dent Mutual Life; M. James Boyd, dis- 
trict Group manager, New York Life; 
and Irving Langer, special agent, Se- 
curity Mutual Life. 

The panel on Multiple Peril policies 
consists of: Nelson C. Tainter, Jr., 
CPCU, special agent, Aetna Group; 
Donald Bunt, manager, multiple line de- 
partment, home office, Royal-Globe 
Group; Robert J. Thompson, speci! 
agent, American Insurance Group; and 
J. Weston Durant, state agent, Camden 
Fire Association. 

“A New Look at the Comprehensive 
General Liability Policy” will be given 
by the following panelists: Herbert C. 
Cox, CPCU, partner, Aldrich & Cox, 
consultants; John R. Adams, CPCU, 
manager, Buffalo office of Security In- 
surance Co., of New Haven; Robert P. 
Lentz, Jr. CPCU, president, Buffalo 
Fire Office Inc.; and George E. Spitz- 
miller, CPCU, president, R. L. Wood 
& Co. 

George J. Gross, chief counsel, New 
York State Insurance Department, will 
be the chief speaker for the Buffalo 
Insurance Day. Mr. Gross will title his 
address “The Insurance Department— 
Policeman, Prosecutor, Judge.” 





underwriting manager in October, 1953. 

Matthew Brown, a native of New 
Haven, received his education from the 
University of Virginia. He came with 
Markel Service as a safety engineer in 
1936, served in the U.S. Navy during 
World War II, and became assistant to 
the underwriting manager at Dallas in 
1946. He was appointed underwriting 
manager there in February, 1950. Since 
that time he has served as assistant to 
the underwriting manager in New York 
City, special field representative in At- 
lanta, Ga., and returned to New York in 
October, 1956. He was promoted to New 
York underwriting manager early in 1957, 


Participation In Accident Prevention 


The Allstate Safety Crusade, one of 
the most comprehensive company spon- 
sored traffic safety programs in the 
United States and Canada, adds the vital 
ingredient of citizens’ participation to 
Allstate Insurance Co.’s accident pre- 
vention efforts. 

With the goal of developing greater 
public interest and support for traffic 
safety, the Crusade releases a contin- 
uous flow of information and educational 
material for the general public, company 
policyholders and employes. Emphasis 
is placed on the individual’s responsi- 
bilities to improve his driving, and to 
cooperate with public officials by joining 
a citizens safety group. 

While directed at individual drivers, 
the Allstate Safety Crusade represents 
integration of the company’s many acci- 
dent prevention activities into an en- 
larged new program. 

Play Key Roles in Crusade 

Activities are centered in the public 
and industry relations department, 
headed by Vice President A. E. Spottke. 
Playing key roles in the Crusade pro- 
gram during the past year have been 
E. R. Klamm, accident prevention direc- 
tor; Gordon M. Quarnstrom, public rela- 
tions director, and Paul F. Beisch, com- 
mittee coordinator, 

The company and the Allstate Found- 
ation support statewide and community 
traffic safety activities, traffic safety re- 
search, and high school driver training. 
The Allstate Foundation grants made 
for several years in support of driver 
training in high schools have set a pat- 
tern for business support of teenage 
driver training. 


1957 Grants Totaled $94,000 


During 1957, Foundation and company 


to 39 colleges and universities 
in the United States and Canada, total- 
ing $94,000, helped 1,517 high school 
teachers qualify as driver education in- 
structors. Thgy are teaching 97,000 
young people and adults the skills and 
attitudes of safe driving during the 
current school year, making a total of 
nearly 900,000 students trained since the 
college grant program was initiated in 
1953. 

The company is a major source of 
safety material, annually distributing ap- 
proximately 3,000,000 Allstate produced 
accident prevention pamphlets. These 
are made available to individuals, traffic 
safety groups, schools, and other com- 
munity organizations. 

Allstate has made substantial grants- 
in-aid for many years to organizations 
working to improve traffic engineering, 
enforcement and education. Groups cur- 
rently receiving such assistance include 
the American Bar Association’s traffic 
court improvement program, the Amer- 
ican Association of Motor Vehicle ad- 
ministrators, Northwestern University 
Traffic Institute, Automotive Safety 
Foundation, National Safety Council, 
National Committee for Farm Safety, 
and others interested in better, safer 
drivers and highways. 

During 1957, Crusade traffic safety 
news releases, newspaper fillers and mats 
resulted in an estimated 15,000 clippings. 

Allstate people worked on hundreds 
of local, state and regional safety proj- 
ects, including formation of citizens 
groups, youth conferences, vehicle checks 
and numerous other kinds of programs. 
Employes stressed the need for citizens 
cooperation in traffic safety in 1,361 
speeches, 1,400 film showings, and more 
than 800 radio and television programs. 


grants 








Record Gains Made in 1957 
By the United of Chicago 


Record breaking gains in the opera- 
tions of United Insurance Co. of Amer- 
ica (Chicago) were featured in the an- 
nual report of J. R. Hogan, president of 
the company, at the 1958 annual meeting 
of stockholders. ; 

United enjoyed the best year in its 
history with net gains from operations 
amounting to $3,459,152 or an average of 
$2.77 per share of stock. All departments 
of the business in 1957 showed increases 
which surpassed previous record break- 
ing years. Total assets of the company 
at the year-end amounted $90,096,637, 
an increase of $28,811,869 over 1956. Life 
insurance in force showed a record- 
breaking increase of $127,523,713 to a 
year-end total of $645,036,970. 

Total income during 1957 reached 
$68,663,782 which was $8,016,024 more 
than for the previous year and one of 
the largest yearly increases in United’s 
history. 

In its 1957 investment income the 
company realized an increase of 25% 
over 1956 for a total of $580,000. 

Payments to policyholders and bene- 
ficiaries amounted to $19,969,645 during 
1957 alone. This was the largest such 
sum ever paid in the company’s history. 
Governmental taxes and fees were also 
greater, $2,118,803. 

The capital and surplus account has 
now reached $12,223,017. 





J. V. Gosline Retires 


Joseph V. Gosline, Sr., vice president 
of Reliance Insurance Co. of Phila- 
delphia, has retired under the company’s 
retirement program. Mr. Gosline came 
to Reliance at the time Eureka Casualty 
Co, was purchased. He had been pres- 
ident of Eureka. 

Mr. Gosline was feted recently at a 
luncheon, His many friends at Reliance 
and in the industry join in wishin, 
him happiness and contentment in -his 
retirement. 


NEW OFFICERS ELECTED 


Assn. of N. Y. State Mutual Insurance 
Cos. Elects W. F. Dowling as Presi- 
ident; Milton Baier As V.P 


The Association of New York State 
Mutual Insurance Companies announces 
the election of William F. 
president and Milton Baier as vice pres- 


Dowling as its 


ident. 

Mr. Dowling is also the president of 
the New York Mutual Casualty and suc- 
ceeds George Stone, former vice presi- 
dent and general manager of the Utili- 


ties Mutual, who has retired. 
Mr. Baier, who is president of the 
Merchants Mutual Casualty of Buffalo 


replaces Edwin A. Cook, president of the 
Interboro Mutual Indemnity, 

The Public Service Mutual and the 
New York Mutual were both elected to 
the governing committee of the associa- 
tion. Founded in 1942 it now has 16 
member companies, It continues to act 
as the medium for disseminating infor- 
mation for the common good of its mem- 
bers and the insuring public which its 
companies serve. 





E. J. Nielsen and Fred. Hill 
Appointed by Royal-Globe 


Royal-Globe Group has appointed Ed- 
mund J. Nielsen, assistant superintend- 
ent of its Metropolitan and suburban 
fidelity and surety department, and 
Fredrick Hill, superintendent at its 
Philadelphia bonding department. 

Mr. Nielsen, formerly with American 
Surety in New York and Chicago, will 
work with Superintendent Tracy A. 
Clute. 

Mr. Hill will have as assistants Horace 
Steel, supervising underwriter, and Ed- 
ward L. Bremner, special representative. 
Mr. Hill was formerly with Maryland 
Casualty in Philadelphia, and was edu- 
cated at St. Joseph’s College in that 
city. 
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Workmen’s Compensation Legislation 
Shows Trend To Increase Benefits 


New developments with respect to 
workmen’s compensation legislation and 
administration, as reported from state 
capitals throughout the country, include 
the following: 

Kansas: New regulations 
the Kansas State Board of 


adopted by 
Health will 


require users of radiation sources to 
register them within 90 days after 
March 1. Dr. Thomas R. Hood, board 


executive secretary, explained that the 
purpose of the regulations is “to obtain 
authoritative information on the number, 
location and uses of radiation sources 
so that an evaluation of potential radia- 
tion hazards can be made.” 

Kentucky: Efforts were being made 
at this writing to compromise differences 
of opinion between industry and labor 
representatives on proposed changes in 
the Kentucky workmen’s compensation 
law. 

A bill favored by organized 


would remove from present law a $2,500 
limit on medical expenses of injured 
employes for which the employer is 
liable. It would also increase from $300 
to $500 the amount of burial expenses 
employers must pay in event of death. 

Listed as Senate Bill No. 129, the 
measure would also increase benefits 
paid injured workers and their depend- 
ents and would allow workers to select 
an examining physician of their own 
choice. 


labor 


Massachusetts and Michigan 


Massachusetts: A measure proposing 
a comprehensive study of the Massa- 
chusetts workmen’s compensation law 
by a special legislative commission was 
supported by Roy F. Williams, executive 
vice president of Associated Industries 
of Massachusetts, at a hearing con- 
ducted recently by the state legislative 
committee of labor and industries. 

Mr. Williams, who also serves as di- 
rector of the Massachusetts Safety 
Council, noted that although the inci- 
dence of industrial accidents in Massa- 
chusetts has declined steadily, the cost 
of workmen’s compensation has soared 
to the point where it is now one of the 
factors which place some Massachusetts 
industries at a competitive disadvantage. 

Pointing out that workmen's compen- 
sation last year cost Massachusetts em- 
ployers $72,000,000, Mr. Williams de- 
clared: “Even though industrial acci- 
dents have been declining year by year 
in Massachusetts and have reached a 
record low, the over-all expense of 
workmen’s compensation has_ skyrock- 
eted to such an atmospheric height that 
Massachusetts today leads the nation in 
these costs. 

“When the workmen’s compensation 
law was adopted 46 years ago, it was 
anticipated it would cost approximately 
$1,000,000 a year. In 1944 the cost stood 
at $21,000,000. In 1950 it had doubled to 
$42,000,000. Last year the expense to- 
taled a staggering $72,000,000.” 

Although the Massachusetts work- 
men’s compensation law has been 
amended 400 times, Williams said, there 
never has been a general revision or 
recodification of the basic law to bring 
it up to date. 

Michigan: Every employe except do- 
mestic servants and farm laborers would 
be eligible for workmen’s compensation 
benefits under terms of a bill introduced 
in the Michigan legislature by Rep. 
Albert R. Horrigan (D.). Under the 
measure, “private employers who regu- 
larly employ one or more employes at 
one time” would be subject to provisions 
of the workmen’s compensation act. At 
present, the law does not affect em- 
Ployers who regularly hire less than 
three persons, 


The proposal also calls for employers 
to pay the cost of transcribing notes, 
the workmen’s compensation department 
to pay the cost of transcribing notes 
for hearings. 

“The present high cost of compensa- 
tion litigation has caused many valid 
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New construction in 58 is estimated at 49 billion dollars. 
And that means millions in insurance and bond pre- 


miums. 
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claims to be dropped or compromised 
to the disadvantage of injured work- 
ers,” Mr. Horrigan said. “So this bill 
provides that if the employer is ruled 
against he must pay the cost of the 
injured worker’s attorney fees.” 


Increase Benefits to 75% of Wage 


Another Michigan legislative proposal 
sponsored by Rep. Gilbert Wales (D.), 
would provide increases in amount and 
length of workmen’s compensation pay- 
ments. The measure would provide bene- 
fits up to 75% of the average weekly 
wages, with payments continuing as 
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AMERICAN SURETY COMPANY 


Please send me a copy of “Mailroad to Profits”, which features 


long as incapacity for. work exists. 
Michigan compensation now is_ two- 
thirds of the worker’s average weekly 
wage. 

Another bill pending in the Michigan 
legislature would make loss of hearing 
and disfigurement due to a work injury 
compensable under the workmen’s com- 
pensation laws. 

Among other developments reported 
from Michigan, the Governor’s recently 
named Industrial Safety Commission de- 
cided to concentrate on a coordinated 
reporting system of industrial hazards 

(Continued on Page 50) 


your share of this big premium market—send for the 
CONTRACT issue of ““Mailroad to 
Profits” —our sales aid for agents. 
Just fill in the coupon and mail 
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Winfield W. Greene— 


Now Rounding Out Busy Career of Nearly 50 Years as 
Reinsurance Intermediary and Consultant; Pioneered in 


Workmen’s Compensation Rate Making; Prolific Writer 
By Wa ttace L. Capp 


This is the first of several articles about well known reinsurance executives which 
will serve to depict their importance in the transaction of insurance, not only in the 
U. S. A. but internationally. Winfield W. Greene, one of the deans among reinsurance 
men, widely known, was picked as the first personality to talk about. Over a period of 
about 48 years he has made major contributions to the casualty insurance business, 
especially in workmen’s compensation rate making. He is a charter member and Fellow 
of the Casualty Actuarial Society, served as its president in 1935-36, and is also a 
member of the Society of Actuaries. At 70 years of age he is still active as a reinsur- 
ance consultant and intermediary with offices at 32 Cliff Street, New York. He went 
into this specialised field five years ago after more than 27 years (1925-53) with Gen- 
eral Reinsurance Corporation. 


Winfield Greene will never forget his about his boyhood days in a book bear- 
early years in the business when it was ing the intriguing title, “Maniac on John 
his good fortune to be in close proximity Street.” He attended high school in 
to some of the actuarial and rating Palmer, Mass. and was the valedictorian 
“greats” of that period, such as Joseph and poet of his class. He worked his way 
H. Woodward, then actuary of the New through Brown University, holding down 
York Insurance Department (1914); Leon summer jobs as waiter and head porter 
Senior, who was the first chief of the in New England hotels. 

Department’s rating division, and Dr. I. His first insurance job was to have 
M. Rubinow, then chief statistician of been in the Actuary’s Department of the 
the Ocean Accident, who was the Cas- New York Life which was headed by 
ualty Actuarial Society’s first president. the famed Arthur Hunter. Actually he 

Much impressed by the fact that worked in the actuarial department of 

pioneering thinking would be required the Provident Savings Life Assurance 


if the rate making problems of compen- Society by agreement between Arthur 
sation insurance were to be solved, Mr. Hunter and his brother, Robertson. for 
Greene was brought to the fore when Mr. five months before joining the New York 
Senior asked him to make the calcula- Life in January, 1911. (Mr. Greene’s 


tions upon which the first manual rates first contact with the word “reinsure” 
for compensation insurance in New York 


was when he learned that the Provident 
Savings had been “reinsured” by the 
Postal Life!) 

Leaving the New York Life in 1913 he 
became an assistant examiner of the 
New York Insurance Department, fin- 
ishing third in the Civil Service examin- 
ation for that position, One of his early 
experiences was to assist in the examina- 
tion of the Metropolitan Life. He also 
participated in the examinations of four 
large casualty companies. 

His next post was with the New York 
State Fund, just getting under way, and 
he was named assistant actuary. In this 
job he was the right hand man to Joseph 
H. Woodward who had resigned from 
the Department to join the Fund in 1914 
as actuary and took Mr. Greene along 
with him. 

The same year Winfield Greene was 
surprised and gratified to be invited to 
become a charter member and _ fellow 
of the Casualty Actuarial Society, then 
being organized. The first of many for- 
mal papers he wrote for the Society ap- 
pears in Volume I of the Proceedings 
under the title “Valuation of the Death 
Benefits of the New York Compensation 
Law. WINFIELD W. GREENE 

Called to Colorado State Fund 


Out of a clear sky in early 1915 he 
was invited to join the Colorado State 
Fund—to organize and to manage it. 
Actually it existed only on paper at the A 
time. His mentor, Joseph Woodward, ™€D: it load ee 
was instrumental in getting him this _ Enriched by his experiences in Color- 
position. When he arrived in Denver in ado over a two-year period, Mr. Greene's 
May 1915, he found that the Fund had next assignment was to organize and 
no assets, and there were only two in- ‘manage the Compensation Rating and 
dustries (coal and metal mining) in the Inspection Bureau of New Jersey. He 
state of sufficient size premiumwise to WS hired by the Commissioner of B ank - 
constitute a comfortable nucleous for the ing and Insurance after an exchange ol 
business of the Fund, It did not take telegrams. However, he learned on his 
him long to decide to go for the metal first day that his salary was guaranteed 
mines, but avoided the coal mines by for only two months! He had the un- 
quoting a prohibitive rate, since at that Welcome task of telling the organization 
time the statutes of Colorado, as inter meeting of the Bureau that the member 
preted by the State Attorney Gener wy companies would have to pay his salary. 


did not permit the Fund to purchase Fortunately, the companies became re- 
conciled to this situation, possibly be- 


cause the enforcement of adequate rates i 








catastrophe reinsurance. This decision 
was most fortunate, for just before Win- 
field left Colorado a coal mine in that 
state blew up, killing more than 100 








vere to be based. At Mr. Senior’s sug- 
gestion he had read and profited by por- 
tions of Dr. Rubinow’s monumental work 
on “Social Insurance in Europe” dealing 
with the relative cost of the compensa- 
tion laws of different countries, and de- 
cided to apply Dr. Rubinow’s techniques 
to the problem at hand. Fortunately he 
was stimulated by many conferences 
with Dr. Rubinow who graciously per- 
mitted the younger man to pick his 
brains, 

One of Winfield Greene’s specific 
undertakings was to make a comparison 
of the expected New York cost of work- 
men’s compensation with that of the 
Massachusetts Act. He furnished Leon 
Senior with a memorandum in which he 
estimated that the New York compensa- 
tion benefits would cost 2.58 times the 
cost of the Bay State benefits, and he 
recommended that the premium rates, 
to be effective July 1, 1914, be set ac- 








































At a never-to-be-forgotten hearing in 
Albany before the Governor of New 
York State (which Mr. Greene attended) 


Leon Senior did the talking for the De- 
partment, for which Winfield was. ex- 


base the New York rates upon 2.00 
times Massachusetts pure cost, much to 
Mr. Greene’s disappointment. Later he 
had the satisfaction of learning that the 
Bay State pure premiums, “selected” by 


with that task, represented on the aver- 
age a boost of some 20% over actual 
Massachusetts experience. The New 
York rates, ‘therefore, reflected 2.40 


ualty Actuarial Society, said that his 2.58 
factor would have hit the New York 
Born on a Farm in Surry, Maine 


heritage, was born in Surry, Maine on a 
farm of 140 acres. His father had heen 
several years at sea before settling down 








’ ’ S e e e e 
cordingly. P ecita liz tin & tin He did a lot of traveling in those days 


the matter was thoroughly discussed. F I D E L I ‘ Y an d S U R E T Y insurers, as well as in the London mar- 
ket whic visited as early as 1930 


tremely grateful. It was finally decided, ; 
doubtless by order of the Governor, to B OND ~ Consultant and Intermediary 


the committee of underwriters charged 


Mr. Greene, proud of his Down East 
. i ATLANTA CHICAGO DALLAS couple of important law suits.” 


improved the New Jersey compensation 
experience tremendously. i 

The company side of the insurance 
picture beckoned him in 1921 and he 
joined the Employers Mutual of New 
York as underwriter. However, the actu- 
arial atmosphere still drew him so 1923 
found him back at rate making, this time 
as actuary of the National Council on 
Compensation Insurance. 











Joined General Reinsurance in 1925 

Two years later, on October 1, 1925, he 
began his long and interesting career 
with the General Reinsurance Corpora- 
tion. While there he advanced from 
comptroller (his first post) to secretary, 
vice president and then to executive 
vice president (1945-52), 

Initially, Mr. Greene was put in charge 
of the accounts and actuarial depart- 
ments. Later he went into the under- 
writing and contact side of the business 


as well as speech making. Thus he be- 
came a well known figure among Amer- 
ican direct writing companies and re- 


which he 
and several times since World War II. 





His knowledge of the American and 
London markets and his personal ac- 
quaintance with a number of the more 
prominent Lloyd’s Underwriters hz is held 
Winfield Greene in good stead in his 
present capacity as a reinsurance inter- 
mediary and consultant. He has not only 
been placing business abroad, he has also 
placed some business from overseas in 
the American market for several years. 

When he started five years ago as a 








times Massachusetts loss cost. He was 

further vindicated when Mr. Senior on reinsurance broker he did not contem- 

the 25th anniversary meeting of the Cas- plate engaging in actuarial consulting 
ial Soci i is 2.5 ' work, But, he says, “I have found my- 


self doing some work along these lines. 


1914-15 experience right on the nose! WILL Largely, this has to do with the deter- 
i IA TREET, NEW Y RK 38 mination of rates and the use of rating 


plans. It so happens that I have also 
been engaged as an expert witness in a 






In his reinsurance consulting work Mr. 
Greene advises companies as to the 

















wording of their reinsurance treaties, as 








on the farm. He writes interestingly 
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; 
respects coverage and other contractual 
provisions. He also advises as respects the 
reasonableness of the rates charged them 
by their reinsurers. Having been a re- 
insurance underwriter for so many years 
he is familiar not only with the pro- 
visions that should be in a reinsurance 
contract but also with methods used by 
reinsurers in determining rates. 
Prolific as a Writer 


Winfield Greene, of course, is best 
known in the industry as a reinsurance 
executive and actuary, At the same 
time he is a prolific writer on casualty 
insurance and workmen’s compensation 
problems and trends. To his credit he 
has an imposing list of formal papers, 
delivered at meetings of the Casualty 
Actuarial Society, and addresses given 
elsewhere. He has also written in a 
lighter and poetic vein. One of the best 
remembered of such efforts is his “Hia- 
watha’s Warning,” contained in an ad- 
dress on “Casualty Rate Making” which 
he presented in 1939 before the Insurance 
Federation of Minnesota. Adapted from 
Longfellow’s famous epic, “Hiawatha,” 
it made a hit. 

At the Society’s Spring meeting the 
same year, Mr. Greene gave a com- 
mentary on a paper written by his 
friend, G. F. Michelbacher, now presi- 
dent of Great American Indemnity, 
which was titled, “Watch your Sta- 
tistics.” Feeling that even actuaries are 
entitled to their lighter moments, Mr. 
Greene closed his remarks with the re- 
cital of a fable—‘The Actuary and the 
Grain of Truth’—which was a mster- 
piece in its ftacetiousness. 

Probably his most ambitious literary 
effort is the book, aforementioned, 
“Maniac on John Street.” He has never 
had it published but if he ever does, it 
would be enjoyable and informative read- 
ing for both actuaries and company ex- 
ecutives. 

mee ni ; , , 

One of Winfield Greene’s major con- 
tributions to the business is that he has 
devised many of the methods employed 
in compensation insurance, such as the 
valuation of claims, the determination of 
manual rates, and the experience rating 
formula, Perhaps his most widely read 
treatise, given as a presidential address 
(1936) before the Casualty Actuarial 
Society, was “State Monopoly of Com- 
pensation Insurance, Laboratory Tests of 
Government in Business.” This was re- 
printed as a pamphlet and widely dis- 
tributed. 

On the Personal Side 


Winfield Greene has two sons and a 
daughter. His older son, Winfield K., 
World War II veteran, attended the 
University of California; is an engineer 
with the Division of Highways, State of 
California. His other son, Thomas A., 
now 23, is following in his father’s foot- 
steps as an actuary. A Yale graduate, he 
is employed by the National Bureau of 
Casualty Underwriters in its actuarial 
department. His daughter, Barbara, a 
junior at Beaver College in Jenkintown, 
Pa., has just been elected editor of the 
college magazine, “The Review.” Her 
major is English. 

The subject of this sketch states that 
his wife, Grace, is “the smartest member 
of the family!” 


Fred. S. James & Co. 


(Continued from Page 36) 





with the firm in 1922 as an inspector, 
coming directly from Armour Institute 
of Technology. He opened up the Pitts- 
burgh office in 1931 and in 1942 was 
elected vice president of the firm. Mr. 
Geisler is a member and past director 
of Pittsburgh Association of Insurance 
Agents. His clubs include Duquesne 
University, St. Clair Country, Insurance 
and Propellor, American Legion. 

Leo C. Havey, a vice president and 
director, operates’ the Philadelphia 





branch of Fred. S. James & Co. 

Wesley J. Kelley, vice president and 
lirector, joined the firm in 1939 as man- 
ager of its Minneapolis office. He has 
been identified with the business for 
over 42 years, having started his career 
with Charles W. Sexton Co. of Minne- 
apolis. 

Vice President Robert R. Mallard is 
Pacific Coast director of the firm and 
operates the Los Angeles office. He joined 
the firm in 1938, was elected a vice presi- 
dent in 1947 and a director in 1950. 
His clubs include Union League, Los 
Angeles Country and Ranier Club of 
Seattle. 

Wendell H. 


Stevens, vice president, 


secretary and director, started his in- 
surance career in 1914 and joined Fred. 
S. James & Co. in 1920. He was elected 
vice president and director in 1932. His 
clubs include American Legion and Glen 
Oak Country. 

J. M. Wilner, also vice president and 
director, runs the San Francisco office. 
A graduate of University of San Fran- 
cisco and its Law School, he started his 
insurance career in 1938. His clubs are 
Order of the Woolsack (legal frater- 
nity), San Francisco Commercial, Uni- 
versity of San Francisco Alumni Asso- 
ciation. He is a member of the San 
Francisco and California Bar Associ- 
ations. 


F. & D. Names H. A. Stevens 
Manager of Newark Branch 


The appointment of Horace A. Stevens 
as manager of its Newark branch has 
been announced by the Fidelity & De- 
posit. He will serve under Resident 
Vice President Paul S. Parris, who has 
been in charge at Newark for the past 
28 years. 

A native of Westfield, N. J.. and grad- 
uate of Franklin & Marshall College, Mr. 
Stevens has had 16 years’ experience in 
the bonding and insurance business. For 
the past two years he has served as an 
assistant manager in F. & D.’s New 
York branch, 








Passport to a bright future 


IN THE INSURANCE BUSINESS 


This young man will discover—as have thousands of 
graduates — that A®tna’s Home Office Casualty and 
Surety Sales Course goes far beyond theory and fun- 
damentals. It implants in the student a deep under- 
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AND SURETY COMPANY 


Affiliated with AETNA LIFE INSURANCE COMPANY ¢ STANDARD FIRE INSURANCE COMPANY 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 


Hartford 15, Connecticut 


standing of the whole socioeconomic significance of 
the business, and teaches him modern, professional in- 
surance programming and selling. For complete details, 
contact your nearest Aitna Supervising Office soon. 
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Compensation Bills 


(Continued from Page 47) 


7 


so priorities can be established to attack 


the most hazardous first. 

Thomas H. E. Quimby, director of the 
State Workmen’s Compensation Depart- 
ment and vice chairman of the safety 
commission, said there is much variance 
now among reports state agencies re- 
ceive on industrial accidents. 

The State Health Department, for ex- 
ample, reported 86 occupational deaths 
during 1956 while his department listed 
232, Mr. Quimby said. Although statutes 
require physicians to report all cases of 
occupational disease to the health de- 
partment, he continued, his own agency 
lists many more disease cases than are 
reported to the health agency. 

“We must find a way to reconcile 
these differences,” Mr. Quimby said. 
“We must operate on the same wave 
length.” 

He said the commission would center 
its statistical search on the labor mar- 
ket center reports of the Employment 
Security Commission because a concen- 
tration of workers means more acci- 
dents. 

Stressing the importance of occupa- 
tional safety, Mr. Quimby reported that 
nationally in 1956 there were 3,800 deaths 
and 800,000 injuries in the job classifica- 
tion of “trades and services,” and an 
additional 2,600 deaths and 225,000 in- 
juries in construction work. 

“We don’t have state laws to cover 
either of these fields,” it was noted by 
Governor Williams. “Our safety laws 
are entirely devoted to _ industrial 
safety.” 

For comparison with the national fig- 
ures, Mr. Quimby said Michigan had 36 
deaths and 4,061 injuries which kept 
workers away from the job for seven 
days or longer during 1956. He had no 
breakdown on the deaths and injuries in 
Michigan in the “trade and_ services” 
field. 

He said the 4,061 injuries were “com- 
pensable injuries,” which usually aver- 
age about 10% of total injuries. 

The safety commission also heard that 
invitations had been sent to trade asso- 
ciations, private industry and_ labor 
unions to take part in an industrial safe- 
ty advisory council, which will work with 
the commission on promotion of indus- 
trial safety. Plans also were announced 
for a statewide conference. 

New Jersey: A bill calling for sub- 
stantial increases over a three-year pe- 
riod in workmen’s compensation bene- 
fits was introduced in the New Jersey 


legislature by Assemblyman Maurice 
Brady of Hudson County and Daniel 
Flynn of Essex County, both Demo- 
crats. 


The measure would provide for maxi- 
mum benefit increases based on 50% 
of the current average industrial weekly 
wage, 60% for 1959 and 6624% for 1960. 
The maximum benefit rate at present is 
$35 a week. The average weekly wage 
is $86. 

New York: Leaders of the Republican 
majority of the New York state legis- 
lature disclosed plans to pass and send 
to Governor Harriman the same work- 
men’s compensation bill he vetoed twice 
last vear. 

Although the governor favors. pro- 
visions of the measure to increase maxi- 
mum weekly benefits from $36 to $46, 
he has refused to accept other provisions 
written into the legislation. He rejected 
the compensation bill last year because 
of a clause that would have broadened 
court review of compensation awards. 

Rhode Island: Three bills to increase 
workmen’s compensation benefits were 
introduced in the Rhode Island legisia- 
ture by Rep. John J. Skiffington, Jr. 
(D.). One of the measures would pro- 
vide that if a worker dies as a result of 
an injury covered by the act, the em- 
ployer shall pay reasonable burial ex- 
penses up to $750, in addition to any 
other compensation. The present limit 
on burial expenses is $500 under a bill 


sponsored by Skiffington several years 
ago. 

A second bill would raise from the 
present $58 to $62 a week the limit on 
combined workmen’s compensation and 
cash sickness benefits which an em- 
ploye eligible for both could receive 

The third measure deals with the 
three-day waiting period before an in- 
capacitated worker may draw benefits. 
At present, an injured worker begins 
to draw compensation on the fourth day 
after an incapacitating injury and if he 
continues incapacitated beyond 14 days, 
then he is paid retroactively to the date 
of injury. Skiffington’s bill would cut 
the incapacitation period to 10 days. 


S. Carolina, Texas, Virginia, Wisconsin 


South Carolina: Bills introduced in the 
South Carolina legislature by Rep. 
Matthew Poliakoff would increase max1- 
mum workmen’s compensation benefits 
from $10,000 to $12,000; allow injured 
workers to pick their own doctors; and 
allow a fixed scale of compensation for 
back injuries. 

In another development, an opinion 
handed down by the State Supreme 
Court permanently enjoined the State 
Industrial Commission from using a new 
workmen’s injury compensation formula 
it adopted last August. 

Instead, the high court held, the com- 
mission should use a formula based on 
“the rule of proportion for partial in- 
capacity as contained in section 72-153” 
of the state code. The court objected 
to the formula worked out by the com- 
mission on the grounds that it resulted 
in equal awards for, say, a 65% loss 
of the use of an arm as for 100% loss 
of use of the arm. 

This, the court declared, was contrary 
to the intent of the workmen’s compen- 
sation act of 1935 and the rule of propor- 
tion set forth in the act. 

Two insurance firms and a group of 
self-insured employers had brought the 
action against the new formula. 

Texas: Chairman H. C. Pittman of 
the Texas Industrial Accident Board 
declared that an antiquated industrial 
accident compensation system in Texas 
is partially responsible for higher rates 
and lower benefits than most other 
states. 

In addressing a safety clinic conducted 


Standard Accident Opens 
New Office in Phoenix 


John M. Cullen, supervising field rep- 
resentative, will head casualty operations 
in the Standard Accident’s new Arizona 
office which has been opened in Phoenix. 
Mr. Cullen joined Standard Accident, 
March 1, from Udell General Agency, 
Phoenix, Robert Trent, field representa- 
tive, will supervise property operations 
at the new office. Mr. Trent joined 
Standard Accident in January 1958, after 
serving as a field representative for 
Providence Washington. 





in Austin by the Texas Highway—Heavy 
Branch of the Associated General Con- 
tractors, Pittman compared the state’s 
compensation system as a “Model T 
operation in a jet age. I am ashamed 
of it,” he asserted, “and we’ve got to do 
something about it or they will be doing 
something about it in Washington, D. C..” 

Virginia: An administration bill to 
increase workmen’s compensation bene- 
fits was introduced in the Virginia leg- 
islature by Senator Harry F. Byrd, Jr. 
and others. 

Under the measure, weekly benefits 
would be raised from $30 to $33 a week, 
the total benefits from $12,000 to $13,200. 
The death benefits would be upped from 
$30 to $33 a week, and the maximum 
from $9,000 to $9,900. 

Another Virginia legislative proposal, 
introduced earlier by Senator Ted Dal- 
ton, would raise the weekly benefit to 
$33 and the death benefits to $10,000. 

Wisconsin: State Insurance Commis- 
sioner Paul J. Rogan announced that the 
annual revision of workmen’s compen- 
sation insurance rates in the state re- 
sulted in a $4,500,000 reduction in pre- 
miums, amounting to nearly 15%, effec- 
tive March 1. 

Observing that safety and sanitation 
measures by Wisconsin employers ap- 
parently have paid off, Mr. Rogan said 
the reductions vary according to em- 
ployer classification, but that all em- 
ployers will get some benefit from the 
revision. 


Vestal Lemmon Blasts 
Compulsory Auto Laws 

NAII GEN’L MANAGER IN ALBANY 

Tells Meeting How Public Will Greet 


Insurance Companies Selection of 


Risks; Scores N. Y. Law Also 





A blistering criticism of compulsory 
automobile liability insurance was made 
recently by Vestal Lemmon, general 
manager, National Association of Inde- 
pendent Insurers. Speaking in Albany, 
at the annual meeting of Farm Family 
Mutual, Mr. Lemmon warned, “In the 
final analysis under a compulsory law, 
you won’t really run your own business 
any more. The state will tell you who 
you must insure. 

“After all,” he added, “with insurance 
mandatory, people won’t cotton to the 
notion of some insurance company un- 
derwriter telling them whether or not 
they can drive on the public highways.” 

Mr. Lemmon also had some. sharp 
words for the new compulsory law in 
New York, citing several “inevitable con- 
sequences.” The law, he said, is full of 
loop-holes. 


Sees Results of Compulsory 


It will result in: Higher rates, par- 
ticularly for the preferred risks; a 
levelling of the rates, lessening oppor- 
tunity for competition; an upsurge of 
“compensationitis.” 

It will also result in diverting emphasis 
and attention for urgently needed traffic 
safety and driver licensing measures; in- 
surance premiums being viewed as a tax 
on the right to drive; a tremendous in- 
crease in administrative expense; public 
dissatisfaction with the law and, even- 
tually, a heightened clamor for a state 
fund. 

In the course of his talk Mr. Lemmon 
sharply criticized what he termed 
“vocal and influential elements” in the 
insurance business for their “unceasing 
pressure for complete conformity—con- 
formity in rates, classifications, forms 
and coverages, even in methods of doing 
business.” 

















PEERLESS INSURANCE 


It’s Good Business to Do Business with 





A MULTIPLE-LINE COMPANY 


Automobile Reinsurances 
Burglary - Glass Accident and Health 
General Liability Hospitalization 
Fidelity Inland Marine 
Surety Sports Franchises 
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Complete Dwelling Package Insurance 


New home of Peerless Insurance Company 
in Keene, New Hampshire 
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Washington Nat’! To Start Soon On 








Construction Of New H. O. Addition 




















Architect’s sketch of entrance to new addition to Washington National’s 
home office building in Evanston. 


R. J. Wetterlund, chairman of the 
board of Washington National, announces 
that construction on the new $4,000,000 
addition to the company’s home office 
building in Evanston, Ill. will get under 
way within two weeks and that com- 
pletion of the project is expected by the 
summer of 1959. The contract for this 
construction has been awarded to the 
A. L. Jackson Co., general contractors of 
Chicago. This firm is currently complet- 
ing the home office building of Mutual 
Trust Life on Wacker Drive, Chicago; 
also constructed the First National Bank 
of that city and remodeled the Evanston 
Community building. 

The architects are the firm of Graham, 
Anderson, Probst aad White. 

Coordinating plans for construction of 
the new addition are Harry Wells, mem- 
ber of Washington National’s board of 
directors and chairman of its building 
committee, and G. Preston Kendall, ex- 
ecutive vice president and secretary of 
the company. 

When the new addition is completed 
Washington National’s home office oper- 
ations will utilize the entire area for its 
more than 900 employes in Evanston. 
In the present home office, 100,000 square 
feet will also be used with the additional 
46,000 square feet being contemplated 
for short-term leases. 


New Addition to Be Seven Stories 


The new addition, to extend 110 feet 
along Chicago Ave., Evanston, and 191 
feet deep, will rise seven stories in height 
from the street level and will include 
lower level office space. A_ limestone 
facade handsomely trimmed with granite 
and white bronze will break the hori- 
zontal lines of the present structure and 
will complement the beauty of residential 
Evanston. The three story university 
garage immediately to the south also 
owned by the company, will be improved 
with a new facia of limestone and glass, 
all giving the design effect of a single 
building. 

Distinctive attractions at the new can- 
opied employe’s entrance will be decora- 
tive planter boxes and a live replica of 


the George Washington cherry tree. The 
entrance to the presént home office at 
1630 Chicago Avenue is also being re- 
designed with a new canopy and twin 
flagpoles. 


New Data Control Center 


The entire home office building, includ- 
ing the 170,000 square feet of gross area 
in the new addition, will be maintained 
at ideal temperature conditions at all 
times with the installation of a new data 
control center. The air conditioning, 
ventilating fans, humidity and temper- 
ature will be remotely controlled from 
the console of this new center. Other 
installations include the latest in modern, 
recessed, glare-free lighting. 

Four high-speed Autoronic passenger 
elevators, similar to the four passenger 
elevators in the present building, to- 
gether with a large freight elevator, will 
service the new addition. An automatic 
vertical conveyor will also speed mail and 
interoffices communications to all de- 
partments. 

A hydraulic hoist is to be added to an 
enlarged receiving dock for handling all 


Luther A. Fisher Elected 


Director of Loyal Protective 



























LUTHER A. FISHER 


Luther A. Fisher, general agent of 
Loyal Protective Life at Reading, Pa., 
was elected a director of this Boston 
company at its recent annual meeting. 
In making this announcement, Jerome 
M. Powell, president of the Loyal, said: 
“This latest honor accorded Mr. Fisher 
is a fitting tribute to his outstanding 
capability, leadership, and never-waning 
enthusiasm for the business which has 
been his life’s career.” 

Mr. Fisher began his career with the 
Loyal as a field representative in 1928. 
He made an outstanding record as a 
personal producer and received his gen- 
eral agent’s contract in December, 1931. 
Starting from scratch, it took him only 
a short time to build an organization 
which has consistently placed at or near 
the top of the company’s production 
rosters. 

The 1957 edition of the Loyal’s “Win- 
ners” brochure featured Mr. Fisher as 
the company’s “General Agent of the 
Year” and reviewed his successful career 
with the Loyal. It was pointed out that 
his agency also won the first Quality 
and Production Trophy, awarded for 
1953, and has led the company in pro- 
duction for eight consecutive years. The 
Loyal’s two principal lines are non-can- 
cellable S. & A. and participating life. 

The Fisher Agency finished at the top 
of both 1957 production rosters, and four 
of its members were among the com- 
pany’s 15 leading field representatives 
for the year. 





heavy freight deliveries. 

Building plans also call for conference 
rooms on each floor for use of com- 
mittees, department managers and policy- 

(Continued on Page 57) 
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A. & S. Fieldman To 
Show Sales Methods 


FOR LIAMA CONFERENCE 


E. S. Westcott, Bankers Life, and L. J. 
Melby, Woodmen A. & L., Named 


Chairmen; Feature Sales Incentives 


Better methods and incentives in ac- 
cident and sickness insurance sales man- 
agement will be discussed April 15, at 
the Life Insurance Agency Management 
Association’s A.&S. meeting in Chi- 
cago. Six fieldmen will present their 
individual successful sales methods. 

Sponsored by LIAMA’s A. & S: com- 
mittee, the meeting opens at 2 p.m. Mon- 
day, April 14 with the final session end- 
ing on Wednesday, April 16 at 12:30 
p.m. 

Clarence J. Skelton, senior vice presi- 
dent and coordinator of production plan- 
ning for Republic National, will discuss 
ways to organize the home office for 
A. &S. sales. 

The “how” of the compensation in- 
centive for general agents and man- 
agers for A.& S. production will be pre- 
sented by John R. Carnochan, vice pres- 
ident in charge of agencies for Union 
Mutual. He will be followed by Kenneth 
Mullins, vice president in the general 
agency department for Washington Na- 
tional, discussing the “how” of compen- 
sation incentive for agents, including 
financing of new agents for A. &S. 
production. 

Quotas and incentives in promoting 
A.&S. sales is the topic of Richard 
W. Angert, sales vice president for 
Inter-Ocean. LIAMA’s Managing Di- 
rector Frederic M. Peirce will close the 
morning session with his speech, “Vital 
Ingredient Human Relations in 
Leadership.” 

Chairman for the morning session will 
be E. S. Westcott, director of A. &S. 
sales, Bankers Life of Nebraska. 


Rural and Business A. & S. Sales 


Tuesday afternoon William D. Cale, 
agency manager in Indianapolis for 
Woodmen Accident & Life, will speak 
on selling the rural market. John B. 
English, general agent in Chicago for 
Monarch, will outline his methods of 
selling business A. & S. 

Franklin C. Tyson, agent in Evanston, 
Ill. for Connecticut General, will offer 
his version of programming A. & S. in- 


surance and how to correlate it with 
life sales. 
Methods for selling A.&S. baby 


Group will be discussed by Everell A. 
Smith, special agent in Sycamore, IIli- 
nois for New York Life. Will H. Froeh- 
lich, branch manager in Milwaukee for 
Occidental of California and Dale B. 
Potts, executive vice president for Wis- 
consin Casualty Co., will collaborate in 
presenting “Motiv-Piston,” described as 
“the motivating force within us_ that 
assists in attainment of our objectives 
or goals in life.” 

The Tuesday afternoon chairman is 
L. J. Melby, agency vice president and 
director of agencies for Woodmen Ac- 
cident and Life. 


Ad Conference to Hold 
Annual Meeting June 22-25 


President Edmund V. Schenke of the 
Insurance Advertising Conference an- 
nounces that its annual convention will 





be held at Clauson’s Inn, North Fal- 
mouth, Mass. June 22-25. ; 
At this gathering winners of IAC’s 


sixth annual advertising award competi- 
tion for agents will receive Oscars and 
Oscarettes, symbolic of outstanding 
achievement in various types of adver- 
tising. 

Some of these agents will, along with 
leading advertising and insurance au- 
thorities, address the two-day business 
session of the convention. Other activi- 
ties will include the annual President’s 
reception, the awards banquet, an old 
fashioned New England clambake, and a 
golf tournament at the 18-hole cham- 
pionship Coonamassett Golf Club. 
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Three Named In H. O. 
Of United States Life 


FOR EXPANDED A. & H. MARKET 





J. F. Welch Announces Promotion of 
Douglas J. Moe, John R. Bickford 
and James A. Lynch 





J. F. Welch, vice president, in charge 
of A.&H., for United States Life, has 
announced three promotions which, he 
said, “are to keep pace with a rapidly 
expanding market.” 

Douglas J. Moe has been placed in 
complete charge of A. & H. policy plan- 
ning. In his new position he has already 
begun work on an extended project 
which is expected to add many com- 
petitive innovations to the A. & H. port- 
folio. A graduate of Wayne University 
in Detroit, Mr. Moe is active in many 
insurance Organizations. 

As administrative assistant to Vice 
President Welch, John R. Bickford will 
coordinate the A.&H. underwriting, 
claims and policy issue departments. 
Mr. Bickford was formerly claims man- 
ager. Following graduation from Co- 
lumbia University, he entered the navy 
where he saw action in the South Pa- 
cific. He was discharged as a Lieuten- 
ant (jg) in 1946. Mr. Bickford is a 
member of the Accident & Health Club 
of New York and the International 
Claims Association. 

Newly appointed as director of A. & H. 
sales is James A. Lynch. In addition 
to supervising all phases of A. &H. 
sales, Mr. Lynch will continue to work 
closely with general agencies. Before 
joining United States Life, he was a 
successful life and A. & H. producer for 
a large insurance company and at one 
time managed its Philadelphia office. He 
is a graduate of Akron University. 





Highfield Writes About 


Major Medical Expense 
William Highfield, CLU, accident and 
health editor of Insurance Research & 
Review Service, Inc., Indianapolis, and 
publicity chairman of International As- 
sociation of A. & H. Underwriters, has 
prepared a 16-page booklet on the indi- 
vidual and Group major medical expense 
markets. Titled “Don’t Let Medical Bills 
Bankrupt You,” it shows by charts and 
diagrams the increasing costs that make 
this new type of A. & H. protection one 
of the fastest growing lines in the in- 
dustry. 

True case histories are presented in 
the booklet which point to the need for 
major medical. In addition, the deduc- 
tible and coinsurance features are ex- 
plained. Readers are also told how 
the broad “umbrella” coverage of major 
medical can be provided for a modest 
premium. And the important concept of 
“last dollar protection” as compared 
with “first dollar protection” is empha- 
sized. 

Mr. Highfield is also the author of a 
booklet, “The Choice Is Yours” which 
presents facts about sickness, accidents, 
hospitalization, costs and frequency of 
being disabled. It is recommended by 
the R. & R. Service as a “door-opener” 
in the approach to an A. & H. sale, and 


is also helpful in paving the way for 
productive interviews. 
Copies of both booklets can be ob- 


tained from R. & R. Service in quantity 
copies. 





ABSOLVED OF NEGLIGENCE 

Swedish Hospital of Minneapolis has 
been absolved of negligence in the case 
of a woman patient who jumped from 
her room and sued the hospital for 
$125,000. The court held that the hos- 
pital had not been advised of any men- 
tal disturbance in the woman and was 
not equipped for handling mental pa- 
tients. It therefore was not negligent 
in failing to place restraints on the 
woman, the court held. 


Amer. Casualty To Take 
Substandard Risks 


NEW A. & S. DISABILITY POLICY 





Covers Recurrence of Dread Diseases; 
Being Offered to Men 18-64, 
Women Age 18-59 





American Casualty of Reading, Pa. an- 
nounced its entry into the substandard 
physical risk field with the introduction 
of its new impaired risk accident and 
sickness disability policy. 

In breaking the news of this new cov- 
erage the company stated that as a spe- 
cial introductory offer, it would give a 
Stetson hat gift certificate to any agent 
of the company, or broker, who places 
just two impaired risk policies between 
March 17 and April 18, 1958. 

The new policy covers person with 
histories of asthma, blindness, cancer, 
diabetes, heart disease, kidney disorders, 
tuberculosis, ulcers and many other con- 
ditions for both new illnesses and the 
recurrence of their old conditions. 

Costing little more than conventional 
accident and sickness policies, the cover- 
age is offered to men ages 18-64 and 
women ages 18-59. There is no max- 


A. J. SCHMIDT BEREAVED 
Mrs. Blanche C. Schmidt, wife of A. J. 
Schmidt, secretary and actuary of All 
American Life & Casualty, Park Ridge, 
Ill., passed away March 14 after a year’s 
illness. 





FROEHLICH AND POTTS TALK 
W. H. Froehlich, Milwaukee branch 
manager, Occidental Life of California, 
and D. B. Potts, CLU, executive vice 
president, Wisconsin Casualty Associa- 
tion, presented their “Motiv-Piston” talk 
at the March 18 meeting of the Chi- 
cago A. & H. Underwriter Association. 





imum renewal age and _ renewal pre- 
miums are not increased for attained 
age. Also included is worldwide aviation 
passenger coverage, a two year incon- 
testable provision and a 3l-day grace 
period, 

The policy features lifetime accident, 
12 months confining sickness and 
months non-confining sickness benefits 
for conditions contracted after the policy 
is in force. Coverage for specified pre- 
existing conditions varies according to 
the impairment. 


Washington Nat'l H. 0. 


(Continued from Page 51) 


owner services. On the seventh floor, 
two larger conference roonis will also be 
constructed for the agency departments 
—Group, general agency, and district 
agency. In addition, there will be a mod- 
ern-equipped training room, 55 feet by 34 
feet, on the first floor. Special features 
of this room include a stage, large pro- 
jection screen, three-way lighting, black- 
boards for illustrated lectures, and cork- 
board for mounting displays. 

Also in the first-floor plans are a 
kitchen, cafeteria, three separate dining 
rooms, and a new employe lounge. 

Other features include a specially-de- 
signed room for the electronic computor 
which will provide 24-hour a day climate 
control of temperature and humidity, 
and through use of a floating floor will 
eliminate vibration and effectively sound- 
proof the area. 

In announcing the company’s plans for 
construction, Chairman Wetterlund says: 
“This forward-looking venture projects 
the expansion of our, business for the 
next ten years and emphasizes our con- 
fidence in the American public which we 
serve.” 





How cdo YOU sen? 








@ We train our men to SELL, not peddle! With Mutual of Omaha, you get 
SELLING-SECURITY, not “here today, gone tomorrow” insecurity. 


@ You get the real KNOW-HOW through our National Sales Training School, 


and expert on-the-job field training with the indu 


supervisors. 


stry’s finest sales 


@ This means you have IMMEDIATE SELLING INCOME. You benefit at 
once from Mutual of Omaha’s tremendous selling power—backed up by the 
industry’s largest national and local advertising programs. 

e It means more money for you...and NOW! 

Don’t hesitate. Face up to this opportunity for a high-pay sales career in your own home 
territory. For details, write in confidence to Mutual of Omaha, Omaha, Nebraska, 
Department EU-358. Or see your nearest Mutual of Omaha General Agent. 





V. J. Skutt, President 


Canadian Head Office: Toronto 


The Largest Company in the World Specializing in Health and Accident Insurance 
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Met. Life’s Individual 
Major Medical Plan 

1S ANNOUNCED BY PRES. ECKER 

Pays 80% of Expenses to $7,500 for 


Single Disability, With $500 Deduc- 
tible; Coverages Listed 








Frederic W. Ecker, president, Metro- 
politan Life, announced on March 17 
that the company is “offering, on a per- 
sonal basis, major medical expense insur- 
ance through which the entire family 
may be indemnified against catastrophic 
medical costs.” Previously this coverage 
had been offered by Metropolitan Life 
only in its Group contracts. 

The insurance is intended primarily 
to supplement basic hospital and surgical 
expense coverage. It has a $500 deduc- 
tible provision. After the $500 deductible, 
the plan assumes 80% of covered medical 
expenses up to a maximum of $7,500 for 
any one illness or injury. The maximum 
total payment is $15,000 for all injuries 
or illnesses of one person, 

However, after at least $1,000 in bene- 
fits has been paid with respect to one 
person, full coverage of $15,000 as to 
future expenses can be restored upon 
submission of satisfactory evidence of in- 
surability. 

Husband, wife, and unmarried children 
up to age 18 are covered under a single 
policy. Children born while the policy 
is in force are covered automatically, 
even if suffering from a congenital im- 
pairment. 

The coverage will be issued to indi- 
viduals, as well as to families, if the 
individual is not eligible for family cov- 
erage. 


Lists Expenses Insured 


If within any period of 90 days the 
named insured or any member of his 
family incurs medical or hospital ex- 
penses in an amount in excess of $500 
for any one injury or illness, such per- 
son becomes eligible for benefits which 
are listed as follows: 

1—Actual hospital charges up to $25 
per day, with no specified limit on the 
number of days. 2—Hospital and med- 
ical services and supplies; actual charges 
for these services, use of operating room, 
anesthesia, diagnostic X-rays, laboratory 
procedures, X-ray and radium treat- 
ments, oxygen, blood transfusion, special 
prescriptions (drugs and medicines) arti- 
ficial limbs or other prosthetic devices. 
Casts, splints, trusses, braces, crutches. 
Rental of wheel chair, hospital bed, iron 
lung. Physiotherapy by a licensed physio- 
therapist. 

3—Surgical operation. — surgeon’s ac- 
tual charges. 4—Physicians charges— 
actual charges made by physician for 
medical treatment. 5—Registered nurses 
— actual charges made by graduate 
nurses (other than a member of the 
household or family) for nursing in a 
hospital, and 75% of such charges for 
nursing inside a hospital. 6—Ambulance 
(local) actual charges for such service. 

The above expenses, on the basis of 
regular customary charges, are allowable 
it they are incurred for necessary serv- 
ices or prescribed by a physician. 


Conversion Privileges 


As to the conversion privileges in 
Metropolitan’s major medical plan, when 
insurance On any one person is term- 
inated because of age, that person may 
obtain one of the individual hospital and 
surgical expense policies that are then 
being offered by the company whether 
or not he is then insurable if the appli- 
cation is made within 31 days after term- 
ination, 

The insured may continue this policy 
at guaranteed premium rates for five 
years. Thereafter the policy is renew- 
able at the option of the company for 
additional five-year terms (but not 
eyond age 65) at the premium rate in 
eltect at the beginning of each such 
term, 

If Metropolitan Life declines to renew, 
Tmbursement will be made for any 
€xpenses which would have been covered 


if the policy had remained in force 90 
days after its termination. However, 
such expenses would have to have been 
incurred as a result of an injury sus- 
tained or sickness contracted while the 
policy was in force. 

The following expenses which are not 
covered under the policy: To qualify for 
hospital benefits, confinement must be 
in a legally constituted hospital, not in a 
custodial institution — rest home, con- 
valescent home, or home for the aged. 
No benefits are payable for expenses, 
incurred within two years after the per- 
son’s coverage, on account of sickness 
or physical condition that had manifested 
itself prior to the effective date. 


The plan does not cover dental care 
or cosmetic surgery—except for correc- 
tion of damage caused by accidental in- 
jury sustained while insured. It does 
not cover costs of hearing aids or eye- 
glasses; expenses caused by any injury 
or sickness for which benefits are pay- 
able under any workmen’s compensation 
or occupational disease law, for treat- 
ment that is provided by, or on behalf of 
a national government or agency, for 
members or ex-members of the armed 
forces; for injury due to an act of war. 

Also no benefits are payable for treat- 
ment of injuries or sickness sustained 
while on active duty in the armed forces. 

No benefits are payable for expenses 


resulting from pregnancy, except that if 
there are severe medical or surgical com- 
plications, expenses incurred on account 
of pregnancy are allowable. No benefits 
are payable in connection with pregnan- 
cies which commenced before the effec- 
tive date of policyholder’s wife’s insur- 
ance, nor pregnancies of any dependents 
other than policyholder’s wife. 

The amount payable under this policy 
may be reduced if a family member has 
other similar coverage and has not so 
notified the company, but only if the 
total amount payable under such other 
coverage and this policy would otherwise 
exceed the total medical expenses in- 
curred, 





when you can sell an AzH plan to 





Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 

















man! you’ve got something! 


Wouldn’t you like to get into the A&H field— 
with a package that’s saleable to practically every 
small business listed in your classified directory? 


Combined’s Wholesale Group Plan can be sold during 
your between-appointment-hours to small business 
owners who are looking for economical ways to increase 
their employee benefits. The plan provides A&H and 
Hospital-Medical-Surgical coverage for five or more 
employees... even includes pre-existing conditions! 
What’s more, employer contribution is not required. 


It will pay you to inquire about Combined’s Whole- 
sale Group Plan—and find out what it can do to 


your income. 


MAIL 
THIS 


Combined Insurance Company of America, Chicago; 


Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston; 


First National Casualty Company, Wisconsin 


Combined Insurance Co. of America, Dept. 48 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 
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Beasley Reports 52% 
Gain in New Business 


"REPUBLIC NATIONAL BEST YEAR 


“In Force” Now Tops $114 Billion; Two 
New Directors and Two Vice 
Presidents Named 


Theo. P. Beasley, president and board 
chairman of Republic National Life of 
Dallas reported outstanding 1957 gains 
at the recent stockholders’ annual meet- 
ing. During the past year the new life 
insurance issued reached a peak of $643,- 
412,296, a gain of 52% over 1956. Life 
insurance in force rose to a total of 
$1,581,541,209, an increase of $413,348,437, 
or a gain. “These increases,” Mr. 
Beasley said, “exceeded our most opti- 
mistic hopes.” 

Following the annual meeting Mr. 
Beasley announced the election of two 
new directors and the promotion of two 
key men to the rank of vice president. 
Stockholders elected Barry L. Oakes and 


4 


35¢ 
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WILLIAM N. STANNUS 


William N. Stannus to the board, and at 
the directors’ meeting Robert P. Brady 
and Edward J. O’Boyle were named vice 
presidents. 

Mr. Oakes recently joined the com- 
pany as vice president and general coun- 
sel. A native of Texas, he has had many 
years of experience in the practice of 





P. BRADY 


ROBERT 


law with a leading life insurance com- 
pany. 

Mr. Stannus joined the Republic Na- 
tional in January, 1956, as resident vice 
president in the reinsurance division. 
Since 1937 he has had executive exper- 
ience in the life insurance industry. He 
became head of Republic National’s re- 
insurance division in 1957. 
Joining the company in Mr. 


1953, 





BARRY L. OAKES 


Brady has been continuously associated 
with its reinsurance division. He was 
previously employed by an Omaha firm 
of consulting actuaries. 

Mr. O'’Boyle, who joined Republic 
National in 1957, has a background of 
seven years in home office actuarial 
work. 

In his annual report President Beasley 





EDWARD J. O’BOYLE 


brought out that Republic National’s total 
income for 1957 reached $30,097,512, a 
gain of 29% over 1956. Assets went 
ahead by 8% to a total of $83,383,608. 
Capital and surplus increased from #,- 
671,878 in 1956 to $5,031,132. 

3enefits paid to living policyowners and 
beneficiaries since organization reached 
the impressive total of $84,957,906 and 
the 1957 total was $16,531,544. 

In addition to a record amount of life 
insurance the company’s accident and 
sickness premium income reached $9,630,- 
495, a gain of 63% over the previous year. 

When the company reached its first 
billion of life insurance in force in June, 
1956, a new goal of “Two Billion by De- 
cember, 1959” was announced. “As a re- 
sult of the unprecedented increases made 
during 1957,” President Beasley said, 
“the company now anticipates reaching 
two billion of life insurance in force by 
the end of December, 1958.” 

Republic National is now serving more 
than 650,000 policyowners in 36 states, 
the District of Columbia’ and Hawaii. 
Five states and D. of C. were added dur- 
ing 1957. 





Arthur O’Leary’s Second Son 


Arthur E. O’Leary, member of the 
staff of Health Insurance Institute, New 
York, and former associate editor of The 
Eastern Underwriter, is the father of a 
new son, his second, named Mark Rob- 
ert, born March 14. 


General F. & C. Went 
Ahead in Prem. Volume 


TAXICAB BUSINESS PROFITABLE 





President E. C. Lechner Points to Un- 
derwriting Loss of $101,000 in 
Annual Report to Directors 





The General Fire and Casualty of New 
York closed 1957 with an underwriting 
loss of $101,000, a gain of 7% in total 
premiums written before reinsurance, 
and a gain in assets of $1,984,000, bring- 
ing that total up to $23,593,000 at the 
year-end. 

These are the highspots of this com- 
pany’s results for the past year as pre- 
sented to the board of directors by E. 
C. Lechner, president. Referring to the 
underwriting loss, he told the board that 
“this was the second loss in the history 
of your company—the first was in 1951 
when the casualty industry experienced 
a severe /financial setback.” He further 
pointed out: 

“In addition to unprecedented under- 
writing losses, fire and 
companies experienced heavy 
losses on equity investments. The mar- 
ket value of our bond portfolio as of 
September 30, 1957 was $1,073,000 below 
amortized value. In the past few months 
bond prices have risen substantially as 
anticipated in my report to you covering 
the first nine months of 1957. As of 
December 31, 1957, the market value of 
our bond portfolio was only $459,000 be- 
low amortized value—a change of 


$614,000.” 


Breakdown of Premium Writings 


most casualty 


book 


Giving a breakdown of premium writ- 
ings Mr. Lechner noted that taxicab 
auto liability and property damage pre- 
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GUARANTEED RENEWABLE TO AGE 65 


* Deep personal satisfaction 


Norman M. Paul Dies 


Norman M. Paul, who retired in 1950 
as 42nd Street, N. Y. branch manager 
of The Travelers Indemnity, died at 
Winter Park, Fla. on March 17. A na- 
tive of Minneapolis, he started with the 
company in 1920 as an agent in Minne- 
apolis. Later he served as Duluth man- 
ager and Minneapolis manager before 
coming to New York in 1940. 





muium writings of major assureds for 
1957 increased approximately 11% over 
1956. Miscellaneous New York taxicab 
liability and property damage writings 
increased approximately 9%, while pre- 
mium writings for all other lines com- 


bined, net of reinsurance, went ahead 
about 2%. “While we now have a com- 
petent production staff,” he explained, 


“this small increase (for the other lines) 
resulted from very stringent underwrit- 
ing practices and, in some instances, 
such as New York, from deliberate cut- 
backs.” 

Taxicab business produced an _ under- 
writing profit last year of $717,157, a 
gain of $109,896 over 1956. 

General Fire and Casualty’s year-end 
statement shows total liabilities of $18,- 
517,000, an increase of $1,998,000 over 
1956. Capital and paid-in surplus is re- 
ported at $2,075,000, an increase of $200,- 
QOO, and earned surplus at $3,001,000, a 
drop of $214,000, making the total net 
worth $5,076,000 as of last December 31. 

As to the 1958 prospects Mr. Lechner 
advised the directors: “The year 1958 
should be a year of transition—from bad 
to better. Unless plagued by a_ re- 
surgence of inflation, our taxi opera- 
tions should continue to be_ profitable. 
The heavy losses sustained in 1956 and 
1957 on fire and automobile lines has 
laid the keel for higher rates for the 
next few years. While New York still 
remains a problem, we have seen the 
worst in automobile underwriting losses. 
The full effect of rate relief granted 
in 1957 will not be felt until 1959,” 
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sit Annual Financial Statement 
‘sia | December 31, 1957 
200, | ADMITTED ASSETS 
a 7 Cash on Hand and in Banks.........:cs:.:csusssssssssssssscusessseessovsessneeecensees $ 2,465,250.34 
Ws : SEES TT =r SE 18,701,546.74* 
roo Stocks Saselihiiabitaineieieesihaiubsianieisalkdeiasieaaititaves amaesilinh 374,000.00** 
‘able. | Accrued Interest TOA 98,859.60 
. Premiums in Course of Collection (Under 90 Days) ............... 1,355,310.96 
‘stil Other Admitted Assets ...cccsssssssssssssssssssssssssssssssssesssssssssssssessseen 157,559.12 
se | SSE a aera $23,152,526.76 
LIABILITIES 
Reserve for Losses and Loss Expense ..............sssssssssssssrssseesseee $14,681,361.64 
Reserve for Unearned Premiums .............0:.::::sccccsssseeecsceesssssereeees 3,162,301.74 
Reserve for All Other Liabilities .........................:::ccscceseceeeeeeeeees 442,642.76 
I cscs nhcsisiitassiisatannisnilasenseniiainnpetennsannilpitinin $1,200,000.00 
I :shiceieniiististtanianinanninsnioniinnnsninincsinnnatinnsitienitnn 3,666,220.62 
I Gr FID ocsccecetcessccccscesccnsecnansncnvessonrnensnensanassevedpece 4,866,220.62 
NE initia ties $23,152,526.76 
* Amortized value. 
Bonds carried at $436,071.60 in the above statement are deposited as required by law. 
: **Market value. 
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It has been your response to these ads, along with the others run in this and 
other trade publications, which has helped make us Continental's National 
Leader for the third consecutive year. 


Thank you for making this possible. We deeply appreciate your assistance and 
cooperation, and hope you will continue to permit us to serve you well in the 
future. 


DAVE CARR ° MIKE WILTON ° BOB SIENTZ ° BILL BARTON 


DAVID A. CARR AGENCY, INC. 


CONTINENTAL ASSURANCE COMPANY, CHICAGO 


50 EAST 42nd STREET e NEW YORK 17, N. Y. 
OXford 7-3424 
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